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A story relating to this analysis of home building costs, which was 
made by S. K. Brietz, secretary-treasurer of the Whiteselle Brick & 
Lumber Co., Corsicana, Tex., will be found on page 35 of this issue. 
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LUMBER Others are not only selling Murphy Beds; they use the principle of 
the Murphy Bed to help sell material for more new homes and 
remodeling jobs. 


June 18, 19 8 


A Profitable Small Duplex 
With Murphy Pivot Beds 


Here’s a money-maker for someone! Has all the attractiveness of a smart ones 
family residence but pays its way in double rent return. The two apartments# 
occupy small space but provide ample living quarters. 


living room is a Murphy Pivot Bed, easily and quickly brought down to make® 
the second bedroom. 


In a closet off each® 


Murphy Beds are available in Roller, Recess and Pivot Types to suit various 4 
Installations can be made in new or remodeled homes. : 


WRITE 
TODAY 


Ask for literature. 


weve ry MURPHY DOOR BED CO. «enn: om 


19 W. 44th St., New York 
Send for Catalog on MURPHY CABRANETTE PORCELAIN KITCHENS. 


710 N. Wells St., Chicago 315 N. 10th St., St. Louis 








NO WINDOW STANDS UP 


Under All America’s Climates 
as well as 


when they are 


Treated 


with 


wooD 
WINDOWS 


WwooD 
LIFE 


Builders are beginning to 
know this; they are asking 
for FINISHED MILLWORK 
that carries the WOOD- 
LIFE sticker. See that your 
trade gets sash and frames 
that have had the WOOD- 
LIFE treatment. 

Interesting data on treating 


millwork products furnished on 
request. 


PROTECTION PRODUCTS 
MANUFACTURING CO. 
KALAMAZOO, - MICH. 


A PROTECTIVE TREATMENT FOR WOOD 


| AMERICAN LUMBERMAN, Published by The American Lumberman—Established 1873—Office of Publication, 431 South Dearborn 





For You 
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All signs indicate that soon you will be facing a great home-building 7 
market. In this gigantic campaign for small homes, your yard will be | 
one of the focal points. You have the knowledge of building ma- | 
terials—as to cost, durability, etc. Your experience should qualify 7 


you as a housing authority. You should get in on this home-building | 
market as the housing consultant. 


The Lumberman’s Plan Service has been created to give you help in © 
the making of complete house-building plans at reasonable cost. This 4 
service, briefly outlined below, with our free advice and counsel, | 
should enable dealers to close up to 90% of prospects without | 
competition. 4 


Special Drafting Service — st ag | stock plans (minimum 3 
sets), Base Price, $9.50. Reworking Floor Plan, $2.50—Rework- 
ing Elevations. $1.00 each. 


SPECIAL PLANS—Minimum 3 Sets for $18.00 


Working material to be furnished with order: Send picture from stock plan book — 
and a rough floor plan scaled up somewhat in proportion to layout wanted. © 
On all houses over 20,000 cubic feet, write for special prices. All special work — 
to be paid for in advance. : 


‘gi 


Let us have your orders and inquiries, Write today. 


LUMBERMAN’S PLAN SERVICE, pegwiAw.. 


3 


Street, Chicago, Ill. Entered as second-class matter March 28, 1932, at the Post Office at Chicago, Illinois, under the Act of March 3, 1879 "7 
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or Moll... 


Yes, an average of 98, or even 96, is good 
enough for any Honor Roll. How proud is 
the boy or girl who can bring home an 
Honor Card with a 96% to a 98% 
average. 


Sumter is likewise proud of their inspec- 
tors, because for years the monthly inspec- 
tions made by the Southern Pine Associa- 
tion have given their graders a 96%, a 
98%, or even a 100% grade. A perfect 
grading of 100°, however, does not tell 
the whole story any more than does a 
grade of 98% for the student tell the 
whole story, for it is the extra curricula 
activities as much as high grades that 
make the student outstanding among his 
classmates. With “NEARWHITE," the 
soft texture, freedom from pitch, the light- 
ness and whiteness, together with the ease 
of workability and perfection of machine 


work, are those extras making this virgin 
shortleaf outstanding among the pines. 


Sumter's graders attain these Honor Roll 
percentages not only in the upper grades 
of Flooring, Finish, Casing, etc., but they 
make the same perfect score in all Com- 
mon grades, even down to the No. 3. The 
man who knows he can buy car after car 
of lumber that will run 96°, or better in 
all grades, and can depend upon the mate- 
rial being dry, whether it is kiln dried or 
Liqnasan Dipped air dried, is well aware 
of the fact that he is buying more than 
lumber, for he is purchasing satisfaction 
and the confidence that he can send the 
lumber from that car direct to the job - 
without any fear of complaint. 


Those dealers who are proud of the quality 
of merchandise they handle, should at all 
times be able to supply their trade with 
“NEARWHITE," the Honor Roll pine. 


SUMTER LUMBER CO., Inc. 


ELECTRIC MILLS, MISS. 








Increases 
APPEARANCE VALUE 





POL-MER-IK 


LINSEED OIL 


HELPS THE PAINTER 
SELL A BETTER JOB 


Display Pol-mer-ik. Have it ready. Everybody profits 
more, when the consumer gets bigger value — particu- 
larly you and the Master! Painter. Pol-mer-ik Linseed Oil, 
because it contains 10% of cooked-oil, brings 2 extra values 
to the paint job. 





It increases Appearance Value, because it gives 
better brushing, better leveling, higher gloss and 
luster. 

It increases Durability, because cooked-oil makes 
a harder, tougher, more elastic film — a film that 
wears longer. 


When you help the Master Painter to sell more and better 
jobs at a better profit, you make him a bigger customer. 


~ HANDLE 
f Oy. aii =: POL-MER-IK 


a x 


== Pherae 
Bo | @ Have it Ready! 


we Feature Pol-mer-ik Boiled. It’s the scientifically pro- 
cessed, accurate drying oil. It eliminates the hazard of 
**bung-hole’”’ boiled. It’s the finest linseed oil ever offered. 
It is light in color. 

When you sell Pol-mer-ik in cans you get rid of bulk selling 
and its losses. You buy a can — sell a can. The profit is defi- 
nite. Display Pol-mer-ik. Have it ready. 


ARCHER-DANIELS-MIDLAND CO 
MINNEAPOLIS, MINNESOTA 


MAIL THIS TODAY 


PAAAABAARRRERBRBRRRERERERERESE BRE ERERE SEE EERERE EE EEE SE 


ARCHER-DANIELS-MIDLAND COMPANY 
Roanoke Building . Minneapolis, Minn. 


Please eens ' me the story of Polmerik — “‘The Extra Value of 
Cooked O 
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PHILIPPINE 
MAHOGANY 


Can be used with any style of archi- 
tecture. 


Will add character and distinction 
to any home. 


The wood supreme for pleasure boat 
construction. 





WALTER G. SCRIM, 


111 West 7th St., Los Angeles, Cal. 


Exclusive Distributor for 


FINDLAY-MILLAR TIMBER CO. 


MANILA, P. I. 
MILLS AT DISTRIBUTING 
Kolambugan, P. I. YARD 
Manila, P. i. Los Angeles, Cal 


i 
| 
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a CAMINO Quality 


Sugar Pine 


AND 


Ponderosa 


This Camino Quality Sugar 
Pine, straight-grained, soft- 
textured and mellow, meets 
the exacting needs of build- 
ers, woodworkers, cabinet- 
makers, pattern- makers. Man- 
ufactured in a modern mill, 
on modern machines, it is a 
refined product of uncom- 
mon quality. We have good 
supplies of Yard and Shed 
Stock, Pattern Stock, Shop 
and Factory Lumber. Straight 
cars of Camino Quality Sugar 
Pine, Mixed Cars of Sugar 
Pine and Ponderosa. We will 
greatly appreciate your in- 
quiries and orders. Write 
or wire your needs today. 




















This electric mono- 


rail carrier easily 


Michigan - California 
Taka Lumber Company 


mill at Camino. CAMINO, CALIFORNIA 
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Line your shot .. . follow through 


Improve your score with Paul Bunyan's technic,— 


quality of material that carries satisfaction to the 






Paul Bunyan’s consumer and dependability that makes tomorrow's 


CALIFORNIA PINES shipment as reliable as yesterday's. 





| Soft Ponderosa Sugar Pine 

ar a Paul Bunyan's standard of quality starts at the 
. z tree . . . follows through with accurate manufac- 
4 ai wee jj mane ture ... thorough seasoning . . . uniform grading 
ll Tt ... careful shipment. Stock assortment at the mill 
cc Member Western Pine Association is maintained by year round production. 

od 

: Paul Bunyan's MIXED CARS enable you to carry a well assorted stock 

oA with minimum capital investment. 


ar 
jill 


:| The Red River Lumber Company, 


Mills, Factories, General Sales, WESTWOOD, CALIFORNIA 
| | SALES OFFICES: 
860 N. Michigan Ave. 807 Hennepin Avenue Western Pacific Bidg., 315 Monadnock Building 
CHICAGO MINNEAPOLIS LOS ANGELES SAN FRANCISCO 


1048 Grand Central Terminal, NEW YORK CITY 
DISTRIBUTING YARDS 


CHICAGO MINNBAPOLIS LOS ANGELES 











“MOYIE” Super-Spruce 


is the ideal lumber for 


Siding, Roofing, Sheathing, Shiplap, 
Sub-Flooring, Porch Decking, 
Cornice, Barn Flooring and 
Knotty Spruce Paneling 


This is big-value lumber, cut from high-altitude tim- 
ber. Soft, straight-grained, even-textured, easy-work- 
ing, light in weight. 


“MOYIE" SPRUCE BUILDING BOARD comes in two 
handsome desiqgns—Center "V" and Center Bead. 
Tight-fitting interlocking joint insures windproof, 
waterproof, dustproof construction. MIXED CAR 
SERVICE. Order today. 


B C SPRUCE MILLS, LTD. 


LUMBERTON, B. C. 





ADDRESS YOUR INQUIRIES TO 


SAMUEL L. BOYD 


American Sales Re pPresertTartvive 


&23 Plymouth Building 
MINNEAPOLIS, a4 oe 
- 
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MFMA FLOORS HAVE THEM ALL! 


No one quality ever made a good floor. Some 
flooring materials feature good looks, some long 
life, some low cost—but a floor of MF MA North- 
ern Hard Maple checks on every count. 


® Long Life ® Cleanliness 
® Comfort ® Smoothness 
® Beauty ® Low Maintenance 


® Low Cleaning Costs 


By stocking MFMA Trademarked Maple (grad- 
ing supervised and guaranteed by the associa- 
tion), you profit by consistent national advertis- 
ing and assurance against species substitution 
and inferior grade. Write for Grading Rules. 


MAPLE FLOORING MANUFACTURERS ASSOCIATION 
1795 McCormick Building, Chicago 


Floor with Maple 


(Northern Hard) 
THE LONGEST-WEARING COMFORTABLE FLOOR 
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A New Small Homes 
Plan Book FREE 


Here is a new plan book that will help 
you supply the increasing demand for 
low cost homes. “Choose Your Home” 
is the title and it contains 28 plans of 
various sizes and types of Modest Cost 
Homes. 


Each one of the plans is illustrated by a 
reproduction of an actual photograph. 
They are all real homes, having been 
built and are being lived in. 


The books are supplied in any desired quantity, large or small, at a very nominal cost. Com- 


plete working drawings, bills of materials and specifications are supplied for $3.50 per set - 


per plan (15% discount when 3 or more sets are ordered at one time.) 
“Choose Your Home” will attract home builders and advertise your yard as the logical 


source of information on all building problems. 


WRITE FOR FREE SAMPLE COPY 


431 So. Dearborn St. Americanfimberman Chicago, Illinois 
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GEORGE J. SILBERNAGEL 210 E. PEARSON ST., CHICAGO, 
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POPE & TALBOT 


LUMBER CO. 


461 Market St., 
Successors to 


Chas. R. McCormick Lumber Co. 


DOUGLAS FIR 


Lumber, Mining Piling, Ties, Treated and Untreated 


MILLS at St. Helens, Oreg., Port Gamble, Wash. 
CREOSOTING PLANT at St. Helens, Oreg. 


eee 
SALES OFFICES: 


San Francisco, Calif. 





MODERN DRY KILNS AT THE ANACONDA MILLS 


ANACONDA 
PONDEROSA 


Anaconda lumber is the kind that builds good trade and earns good 
profits for you. Cut from choice Ponderosa Pine, it’s soft-textured, 
easy-working stock, properly seasoned, expertly milled, accurately 
graded. Knotty Pine, High-grade Finish, Regular Lumber Items, Lath, 
Mouldings, Box Shooks. We mix cars, load carefully and ship promptly. 
We will greatly appreciate your inquiries and orders. 


McCormick Terminal - ---------- PORTLAND, OREG. 

CE no 6 ce eb Ore SAN FRANCISCO, CALIF. Members Western Pine Association 

Om @ G@eund Oe. ----<---.-> LOS ANGELES, CALIF. 

Municipal Pier 1------------- SAN DIEGO, CALIF. ON yi COPPER Mil LING 
ie ee Gee GA as os 3 oe oo ww ee NEW YORK. N. Y. “Lt 

Sie epee SAN JUAN, PUERTO RICO . UP\ BONr MONT 
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Shevlin Pine Sales Company 





SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 


SHEVLIN PINE 





DISTRIBUTORS OF 
SPECIES 


NORTHERN (Genuine) WHITE PINE 
(PINUS STROBUS) 


Reg. U. ff. 
EXECUTIVE pec 





McCloud, California 


SHEVLIN-CLARKE COMPANY, LIMITED 
Fort Frances, Ontario 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


“Member of the Western Pine Associa- 
tion, Portland, Oregon. 


900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 


NEW YORK Se - 
6 Gr Bldg. 1863 LaSalle-Wacker 2g 
1206 tuck 49117" Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bldg. 
Kearney 7041 











NORWAY OR RED PINE 
(PINUS RESINOSA) 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 

















SHIMER BEADER HEADS with Self-centering Clamps 


These tools are designed to produce more work and better work—at 
lower cost per unit. Sounds exaggerated. But, if you make the test 
yourself, in your own shop, carefully checking for economy of opera- 
tion—for quality of finished work—for reduction of maintenance 
cost—for longer life—the tool will come through with flying colors 
on every count. 


SAMUEL J. SHIMER & SONS, INC. 


These Heads are made with self-centering clamping device, to fit the 
Profile Spindle of any Matcher. The Cutters are formed to make the 
center or edge beads on Ceiling or Siding. Similar Heads are designed 
for fastening between collars or attaching with a set screw. 

We shall be glad to send a copy of our new Catalog No. 47—200 pages 
showing tools for all woodworking needs and pattern designs. 


MILTON, PA. 
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MILLIONS of Feet of Lumber Daily 
Turned out with DISSTEEL KNIVES 





Every type, kind and con- 
dition of lumber, wherever pro- 
duced, now falls within the range 
of Disston progress in making thin 
planer knives. 

First came carbon steel, then 
high-speed steel... and finally 
Disston Dissteel and Dissteel 
Special... 

This progress means savings to 
you. Daily millions of feet of lumber 
are being turned out with Disston 
Dissteel and Dissteel Special... 

At higher rates of’feeds and 
speeds, with less jointing and grind- 
ing, less time lost in changing knives, 
savings in all operating costs. To 


increased production per planer, is 
added the quality advantage of 
better- planed, smoother, cleaner 
product. And remember— 


Dissteel Knives Cost 
No More To Buy Than 
High-Speed Steel Knives 


For Disston specifications on thin 
planer knives to meet your condi- 
tions, write Henry Disston & Sons, 
Inc., 695 Tacony, Philadelphia 
U.S. A. Branches: Boston, Chicago 
Detroit, Memphis, New Orleans 
Seattle, Wash., Portland, Ore. 
San Francisco, Cal., Vancouver 
B.C. Canadian Factory: Toronto 


@ 
DISSTON DISSTEEL 


Thin Planer Knives 


DISSTON 
World’s Greatest 
CUTTING STEEL 


Wood- Workin 
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Hooring | HOLT Hardwoods 


For 90 Years the name Holt has stood for depend- 
able values and reliable service in Northern Woods 
LUMBER CO. 


Hi O LT HARDWOOD Co. 


Members of National Hardwood Lumber Assn. . 
Oconto, Wis. 
































HOLT’S MIXED CAR SERVICE is convenient and eco- 
nomical, Anything you need in quantities you want— 
Maple, Birch and Oak Flooring, Kiln-Dried Hardwoods, 
Hemlock Lumber, Cedar Posts, Lath, Shingles. Stock of 


choice selection and precision manufacture. Northern Hemlock & Hardwood Assn. National 


MIN o WNNio Me -elehn lat 
. (fe HARDWOODS 


Manufactured and Graded 
to do the work for which 
they are intended and 
to do it WELL 


HARDWOOD SALES: 


Southern Pine-Peavy-Moore Hardwood ia 
Agency. 1109 American Netional Bank B 
Beaumont, Texas. 

















PEAVY-MOORE 
LUMBER CO. Inc. 


PINE SALES OFFICE, 
SHREVEPORT, LA. 


PEAVY-WILSON 
LUMBER CO. Inc. 


GENERAL SALES OFFICE, 
HOLOPAW, FLA. 


MANUFACTURERS OF 
Extra Dense Virgin Long Leaf 


FLORIDA PINE 


MANUFACTURERS OF 
SOUTHERN YELLOW PINE 
SOUTHERN HARDWOODS 

OAK FLOORING 
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Hardwoods 





The Famous Hard Maple 
of Shawano County, Wis. 


One of the hardest of hardwoods, With a modern up-to-the-minute 


@ Sell your customers structural 


endurance. This mark signifies 
protection against those two 





this Shawano County Maple is one 
of the most useful of all woods. Firm, 
strong, even-textured, beautiful, it is 
in great demand for finest furni- 
ture, cabinet work, interior trim and 
flooring. 


This is one of the quality hardwood 
lines offered by the Menominee 
Indian Mills, of Neopit, Wisconsin. 
These mills also produce Birch, Bass- 
wood, Rock Elm, Soft Elm, Ash, Oak 
and Butternut; also Pine and Hemlock. 


““Neopit Stock is Better”’ 


Menominee Indian Mills, “wis.” 


and carefully, in a way you will like. 


plant, Moore dry-kilns, fast-feed ma- 
chines and complete planing mill 
equipment, Menominee Indian Mills 
can supply you with the best in qual- 
ity products and the best in service. 


Stock graded under supervision of 
Northern Hemlock & Hardwood 
Mfrs. Assn. and Nat. Hardwood 
Lumber Assn. 


Why not favor us with an order now? 
We will supply your needs promptly 








enemies of endurance... decay 
and termites. Lumber treated 
with DU PONT Chromated Zinc 
Chloride is also fire-retarding, 
clean, odorless, easy to handle, 
paintable, and non-corrosive to 
hardware. 

Write us for the nearest sources 
of DU PONT Chromated Zinc 
Chloride treated lumber. 


E. 1. DU PONT DE NEMOURS 
& COMPANY, INC. 
GRASSELLI CHEMICALS DEPARTMENT 





Wilmington i> Delaware 
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LIBBEY-OWENS: FORD 


GLASS COMPANY 
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.. IDENTIFIES 


iy SUPERIOR 
FEATURES 





Only the exclusive L-O-F Flat 


Drawing process produces a win- ; 


dow glass with six exclusive advan- 
tages—three for you... three for 


your customers. 


Millions of home owners and 
prospective home builders are 
familiar with its outstanding char- 
acteristics through many years of 
L-O-F national advertising ...They 
will look for the label that identi- 
fies HIGHEST QUALITY. There 
is every reason to standardize on 
L-O-F Quality Glass and leave the 
label on—it is the best-known 
trademark in the industry. 


LIBBEY-OWENS-FORD GLASS 
COMPANY ....TOLEDO, OHIO 


LIBBEY: OWENS FORD 


QUALITY GLASS 
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Long- Established IXL MAPLE FLOORING 
DEPENDABILITY eae gaa 


Pane WISCONSIN LAND & LUMBER CO. 
‘ HERMANSVILLE, MICHIGAN 


or. Oe me ewes eo. g- 
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SOUTHERN HARDWOODS 


‘ ie U T re E R N American Double Swivel Load Binder 


For binding LUMBER, LOGS. ( Goodyear Pattern) 





Holds load firmly. Strongest... 


forged steel throughout .. . easi- CLOSED 
U M 3 E R €s * est to use... most practical and 


effective. Three sizes. Write for 


WARREN, ARKANSAS "Amedeanlas of Lopes Tess 


and Appliances is the best on the . OPEN 
market. Catalog on request. 


LATA BALSA | American Loccine Toot co., Evart, Mich. 


is used extensively by the dairy and ice 


cream industry in the construction of y 
cabinets, storage, delivery and peddling P FRom JorriEXTURED 
containers. Kiamare Basin 


Now is your opportunity to get this business, Mr. Lumberman. ae | . oS. TIMBER. 
So contact all prospects for Lata Balsa insulation. All that the name implies KS Sc 


For information on this, write us. We Quality lumber from two modem band 

mills—35 million feet annual cut. Manned 
will tell you how to get this busin Sea “ge te ~ 
enough to give your orders INDIVIDUAL 


THE BALSA WOOD CO., Inc. attention—large enough to serve ALL 


your needs. Member Western Pine Asso- 
Pioneer & Imiay Sts., BROOKLYN, N. Y 

















TARTER, WEBSTER & JOHNSON, Inc. 


Crocker First National Bank Bldg., 
SAN FRANCISCO, CAL. 


CALIFORNIA SUGAR PINE 
PONDEROSA PINE --- WHITE FIR 
OPERATORS OF 


y nts tee Te ea See " Y ARD MEN ARE REQUESTED TO SEND FOR 
Dorris and Nubieber, Cal. Lakeview, Oregon OUR at GRTE thee BOOKLET 
TELLS ABOUT THE 


In CLEVELAND it's Books That Will Se: Save You Money 
GES ° THE HOLLENDEN Send a Postal Giving Name and Address to 
MES Richard F. Marsh, Mgr. American Lumberman, 431 So. Dearborn St, Chicago 
| oieae 























In COLUMBUS it's 
@ THE NEIL HOUSE NORTHERN HARD MAPLE, BEECH, 
Pesturing Unusually Comfortable \ ah 9 BIRCH AND MICHIGAN OAK 


Rooms at Reasonable Rates. n AKRON it's 


In JAMESTOWN, N. Y. it's . THE MAYFLOWER : Lx 
@ THE JAMESTOWN Jack Walsh, Mer. FLOORING AS cn, 

~—. In TOLEDO it's KNEELAND -BIGELOW CO.“ crrcxecsersesy orn 
@ THE SAMUELS @ THE NEW SECOR "BAY CITY, MICH. QQ ‘A go 


NOTICE 


Palmer R. Suddaby, Res. Mgr. J. J. Fitzpatrick, Mgr. Members --- Maple Flooring Mfrs. Association Nan. HzaD 




















Amerwanfiumbert 


Consolidation in 1899 of the Northwestern Lumberman and Timberman 
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Dealer Urges Action to Prevent Losses 
on Material Sales 


industry can be posed and discussed 

most intelligently by persons who 
are actually facing and endeavoring to 
solve those problems, the AMERICAN 
LUMBERMAN is glad to present from time 
to time, in its editorial department, views 
of its subscribers as outlined in letters 
received by the editor. A recent letter 
from a California dealer presents a prob- 
lem that had not heretofore been brought 
to the attention of the AMERICAN LuMm- 
BERMAN. Writing to the editor, W. F. 
Garrett, of Garrett-Son Lumber Mer- 
chants, San Leandro, Calif., said: 


“Under the FHA 80 percent loans, 
material dealers had very little security 
on jobs so financed. Under the 90 
percent loans they have practically 
none. Banks and loan companies give 
little or no co-operation. 

“For instance, we have a case where 
we supplied steel, gravel, cement, lum- 
ber, frames, sash, doors, trim etc. 
These jobs were started in August, 
1937. Notwithstanding an agreement 
that we were to receive all of our 
money from the first, second and third 
payments of the 80 percent FHA loan, 
we have not received a penny to date. 
The builder drew the first two pay- 
ments from the loan and diverted the 
money. At that point we informed the 
bank about our claim and the fact that 
Mr. Contractor had apparently used 
our money for purposes other than that 
for which it was provided. The bank 
put a stop on further payments to the 
builder. Then the builder practically 
abandoned the jobs; if he could not 
milk the loan further he was through. 
We then appealed to the Department 
of State Building Inspectors; they 
brought pressure by threatening to 
bring the builder before the Commis- 
sion. He became worried and appealed 
to the banker to accept orders on the 
third payment in order to get sub-con- 
tractors to finish their contracts. We 
had delivered everything on our con- 
tract prior to learning that funds were 
being diverted. 

“This means that we shall get noth- 
ing from the third payment. The bank 
holds the fourth payment 35 days after 
notice of completion, which wipes out 
our lien rights on even this insufficient 

. supposed 20 percent equity. Diversion 
of funds from the loan leaves a defi- 
ciency to complete the buildings and 
pay the bills. The bank intends to 
finish the jobs out of remaining balance 
in the loans and if any liens are filed 
it threatens foreclosure. 

“When we asked the banker why he 
turned these payments over to an irre- 
sponsible builder, his reply was, ‘Why 
do you not deal with responsible con- 


B “industry ea THAT problems of the 


tractors?’ The writer replied to this 
evasive question, ‘Why do you make 
loans to irresponsible builders ?’ 

“All material dealers should get to- 
gether on this very important matter, 
otherwise they are taking long chances 
and facing much loss. 

“The lumber dealer especially should 
be vitally concerned. He is first on 
the job—without his materials Mr. 
Banker’s loan would be worthless. 
Can you not see that we would soon 
receive co-operation if we, as a body, 
were to use a little horse-sense, and 
decline to deliver on any jobs until 
assured of our money. Even when 
dealing with responsible builders we 
have no security so far as the job is 
concerned. The builder might become 
involved, or die; we take all the risk. 

“A loan is provided to pay for labor 
and materials. Why should we leave 
these funds to chance? 

“The mechanics’ lien law also was 
enacted to protect the material dealers. 
However, the FHA loans practically 
killed that law so far as security is con- 
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out for their interests. Their deeds of 
trust must be on record ahead of every- 
body else. They hold the money and 
re-loan it many times while the bor- 
rower pays interest; thus their income 
is greatly increased while the material 
man waits for his money. If anything 
happens in violation of their terms of 
the loan they pay out nothing. They 
have the owner’s money and a mort- 
gage on his property which they fore- 
close at the opportune time, wiping out 
not only the owner’s interest but that 
of all material dealers. 

“Dealers, wake up! What are you 
going to do about this unfair deal ?” 
Mr. Garrett has here presented a prob- 

lem that should have the attention of the 
building industry, and particularly of the 
retail lumber and building material deal- 
ers; who, being on the firing line, are 
most vitally interested not only in selling 
homes and giving their customers the 
very best service possible, but also in see- 
ing to it that the bills for this service are 
promptly paid. 

The AMERICAN LUMBERMAN is won- 
dering whether a situation such as out- 
lined by Mr. Garrett is prevalent gener- 
ally, or whether this is an isolated case 
and a practice that is followed only in 
that section. Letters from other dealers 
on this subject, giving their views and 


cerned. 
“The banks and loan companies look 


their experiences, will be welcomed, and 
will be published in the hope that a gen- 














WHAT DO YOU « + 








A WELL KNOWN LUMBER manufacturer who, in common with a majority 
of operators, spends most of his time at the mill and very little out on the firing 
line among the trade, recently took a trip to learn of conditions at first hand, and 
to endeavor to line up some business. So well pleased was he with results that he 
said toa friend: “I have found that I have been sticking too closely to the produc- 
ing end of my business and have been paying too little attention to the sales depart- 
ment, and in future I expect to spend more time in contacting the trade and in 
keeping more closely in touch with the salesmen. I am beginning to realize more 
clearly than ever the importance of merchandising and the necessity for manufac- 
turers to devote more time and attention to the sales end of their businesses.” This 
is in line with what the AMERICAN LUMBERMAN has so often urged—that manu- 
facturers attach more importance to their sales departments, and that executives 
develop and maintain closer contact with their men in he field and with the buyers 
of their products. 
ee =. 


A HOBBY, OR PERHAPS ABERRATION, of the writer is that of observing 
out-of-the-ordinary signs and notices in stores, offices, railway stations and other 
public places. Some of these have won mention in these columns—notably one 
seen over a cigar stand which read: “Your Money Back If We Forget to Thank 
You.” A lumber dealer later wrote us that he had adopted that motto, and had 
put up a similarly worded notice in his own office. But what we started to write 
about is a sign which we noticed in a restaurant on Dearborn Street in Chicago 
just across from the Manhattan Building (which, as everyone knows, houses the 
offices of the AMERICAN LuMBERMAN) and consequently is favored as a noonday 
“filling station” by editors and printers in a hurry, as they usually are, to get back 
to the desk, the case—or the noonday game of pinochle. The “sign,” which is 
under the glass top of the cigar case, bears the legend in bold, penciled capitals: 
“CHECKS CASHED.” The observer read, pondered, then took a second squint 
to see if perchance a word had been dropped or erased. Surely, thought he, it 
should read “No checks cashed,” or “Checks not cashed.” But no, there was the 
plain two-word invitation: “CHECKS CASHED.” But there must be some 
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eral discussion may develop plans for 
curing this apparent evil. 

Since the above was put in type an- 
other letter has been received from Mr. 
Garrett advising that there has been an 
improvement in the situation there and 
making some further interesting com- 
ment. In this second letter he says: 

“The hazard has somewhat cleared 
here—that is, to this extent, that banks 
and loan companies are more cautious 
about granting loans to irresponsibles, 
which goes a long way toward improv- 
ing the safety of our claims. Where 
the margin of real security is lacking, 
we must depend upon the honesty and 
standing of the contractor. The 80 
percent and 90 percent loans placed 
ahead of the claims of the materialmen, 
as you can see, leaves no margin of 
security for them. 

“Tt is not sound business to furnish 
materials amounting in some cases to 
a considerable sum, without the secur- 
ity that the lien law was intended to 
afford. The lender sees to it that his 
papers go on record before any mate- 
rials or labor are furnished. Why 
should we take the chance of getting 
our money-after we have made their 
loans valuable, with our supplies? As 
I pointed out, it is not fair nor good 
business, even where the contractor’s 
credit and standing is good, for who 
knows how long it will remain so?” 
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The Place of the Commission Salesman 
in the Lumber Industry 


HE MEETING in annual convention 
ik last week of the National Associa- 
tion of Commission Lumber Sales- 
men makes rather timely the remarks of 
a well known lumber sales manager in a 
recent discussion with the editor -of the 
AMERICAN LUMBERMAN. To this sales 
manager, who stands at the top in that 
line and who possesses the respect and 
esteem of the entire industry, two ques- 
tions had been submitted: “Should lum- 
ber be sold only by commission men, only 
by salaried salesmen, or by wholesalers ; 
or by all of them, and under what kind 
of restrictions,” and “What rights have 
commission men—do they fill a proper 
niche or not?” This sales manager ex- 
pressed the opinion that there is need, in 
the distribution setup of the lumber in- 
dustry, for commission men, salaried men 
and wholesalers, but in that connection 
stated his firm conviction that the restric- 
tions should be such that the manufac- 
turer at all times would control the prices, 
grade, terms and conditions of sale. 

He touched there on one of the weak 
spots in the distribution methods of the 
industry, for it is true that the manu- 
facturer has not always exercised this 
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catch to it! There was. 


Closer scrutiny revealed that the notice, or invitation, 





was written on the lower part of a letterhead of a currency exchange located a 
block up the street—and a penciled line, and arrow, led from the legend to the 
printed letterhead. The net effect, therefore, was as though the notice had read: 
“Checks Cashed—at the Blank Currency Exchange.” This writer remarked to the 
suave proprietor: “Is that sign perchance just a wee bit on the tricky side?” 
‘Maybe so,” was the rejoinder, “but it saves me a lot of grief. I just point to it, 
and tell would-be check passers that the currency exchange is always glad to cash 
good checks.” The gentleman at an adjoining desk in the editorial offices volun- 
teers the suggestion that lumber dealers might use an adaptation of this idea, either 
to head off check passers, or to curb undesirable applicants for credit. In the latter 
case, the sign could read: “CREDIT GIVEN—to persons of proven responsibility 
only.” 
ye * * * x 

Y ou DON’T HAVE TO WORRY about wage levels, or price levels, so long 
as you are increasing the exchange, the consumption and the production of goods. 
If the proper methods to promote and further these are adopted, wages and prices 
will take care of themselves. But when you tinker with such devices as the fixing 
of wages by law or the attempt to control prices by restricting production, you are 
bound to get into trouble,” says Peter Molyneaux, virile editor of The Texas 
Weekly. Who is there besides some politicians, labor racketeers and misguided 
fanatics who will not agree to the soundness of those views? What do you think? 


x * * * 


A GROUP OF LUMBERMEN in Chicago were engaged in a discussion of 
business problems a few days ago when one suddenly interrupted the discussion 
to remark that on the way to the meeting he had passed the city hall, around which 
were marching several hundred relief “clients,” most of them bearing banners 
with inscriptions of various kinds. One of these read: “We demand easy relief.” 
Others “demanded” various relief increases. “But,” the speaker remarked, “I 
didn’t see a single banner saying “We want a job.” A sad commentary on what 
the present method of administering relief has done to the morale of many people. 


control, even though it was his privilege, 
and even his duty, to do so. Certainly it 
is always within the province of the 
manufacturer to accept an order or to 
reject it and to state the conditions under 
which he will book the business, but, 
unfortunately, he does not always exer- 
cise that right, especially in times like the 
present ; and too often permits the buyer, 
the commission man or other sales repre- 
sentative not only to name the price but 
to dictate all other conditions of sale. 
That reflects, however, an abnormal (or, 
perhaps sub-normal would be more 
nearly correct) condition such as the 
whole industry has experienced within 
recent months and which probably will 
be corrected when lumber demand gets 
back to normal. 

Passing on to the second question, this 
sales manager believes that commission 
men have rights that should be respected 
and he elaborated his thoughts somewhat 
along these lines: 


“There is a proper niche for com- 
mission men and they have certain 
rights that should be respected—that 
is, if a commission man is given a defi- 
nite territory he is entitled to a*com- 
mission on all material sold in his terri- 
tory.” Continuing the discussion, he 
said : 

“The commission man, however, 
should be restricted to selling only on 
prices given him by the manufacturer 
and should not be allowed to submit 
any business whatever at a lower price 
than the prices he is authorized by the 
manufacturer to make. This restriction 
and its rigid observance would go a 
long way towards improving the stand- 
ing of the commission man. It would 
prevent his jockeying between manu- 
facturers and encouraging them to cut 
each other’s prices. I feel that tactics 
used by some commission men are 
detrimental to the industry, because 
they are simply acting for the buyer, 
their only interest being to get .the 
order and place it with the mill that will 
supply a satisfactory quality at the low- 
est price.” 


While it is generally agreed that prac- 
tices of this kind prevail, perhaps the 
fault may not be so much with the com- 
mission man as with the manufacturer 
who encourages these practices by accept- 
ing business of this kind. It was sug- 
gested to this sales manager that if the 
manufacturers would establish a fixed 
policy in their relationship to commission 
men, or other sales representatives, and 
then would have the backbone to stick to 
that policy, much of the cause for irri- 
tation and complaint would be eliminated. 
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Dealer Can Control Home Building 
Through “One-Stop Service Station’ 


Retail lumber and building material dealers throughout the 
country, particularly those who are members of a Housing Guild 
and who have had the benefit of intensive sales training in some 
of the J-M schools, should feel gratified at the nationwide recog- 
nition that has been given the retail dealer and the plan of unit 
_ selling of homes, through an editorial that appeared in the June 

4 issue of the Saturday Evening Post. This editorial, which 
highly commends the “one-stop service station” plan as fostered 
by the Housing Guild, gives recognition to an idea developed 
by a lumberman, Arthur A. Hood, who for ten years, in season 
and out of season, has urged the adoption by the retail lumber 
industry of this type of selling. 

A brief review of some of the highlights of Mr. Hood’s effort 
along this line, as recorded by the AMERICAN LUMBERMAN at 
intervals during the past ten years, may be of interest. 


Addressing the annual convention of the Illinois Lumber & 

Material Dealers’ Association, A. A. Hood said: “The retail 

yard should handle everything 

DEALER SHOULD CON- _ pertaining to the building of a 

TROL SPECIFICATIONS home, and above all should 

concentrate on profit-earning 

instead of sales volume—AMERICAN LUMBERMAN, Feb. 12, 
1927, 


Addressing the annual convention of the Wisconsin Retail 
Lumbermen’s Association, A. A. Hood said: “It is the obliga- 
tion and opportunity of the dealer to provide these homes. The 
rise of the speculative builder indicates a loss of contact by the 
dealer with his customer. To remedy this condition, the dealer 
is seeking a method of selling the job complete. Furnishing the 
house complete and interpreting it in terms of monthly pay- 
ments, develops a surprising amount of cash business. The 
dealer has control of specifications and can make profitable use 
of short lengths and the like.’”—AMERICAN LUMBERMAN, March 
2,.1929. 


Addressing the annual convention of the Northwestern Lum- 
bermen’s Association, Mr. Hood said: “One reason for poor 
business is our dependence upon contractors for our consumer 
contact” and then he gave eight “piers” of dealer-merchandising, 
of which number one was “The complete unit appeal” and num- 
ber two, “Financing by the dealer.”"—AMERICAN LUMBERMAN, 
Feb. 1, 1930. 


Addressing a meeting of lumbermen in Albuquerque, N. M., 
Mr. Hood said: “It is time lumbermen regained and main- 
tained control of their sales. The contractor will welcome this 
control by lumbermen.”—AMERICAN LUMBERMAN, March 22, 
1930. 


In an article headed, “Can You Fly the Plane?” Mr. Hood 
said: “The dealer should develop a system of proposals or 
bidding which comprises 
MANAGE SALES OF HOMES complete unit of sale, 
AS COMPLETE UNITS rather than the simple 
lumber bill.” Among 
major points in the dealer’s merchandising program, he men- 
tioned “A determination to control his sales ;” “a determination 
to direct every consumer to the retail lumber dealer first for de- 
pendable building advice ;” “a determination to build a home 
building and improvement sales program upon the basis of com- 
plete unit sales installed,” and “a determination on the retailer’s 
part to sales manage the local building industry.”—AMERICAN 
LuMBERMAN, April 5, 1930. 
The annual meeting of the Associated Leaders of Lumber & 
Fuel Dealers of America, A. A. Hood president, was designated 
“A class reunion in the school of merchandising.” Through all 


the sessions ran the dominant idea of “dealer controlled busi- 
ness,” and the convention keynote was, “Leadership applied for 
greater profit."—AMERICAN LUMBERMAN, Oct. 26, 1930. 


Addressing the Western Retail Lumbermen’s Association, 
A. A. Hood said: “There is a large potential market for the 
retail lumberman, but it 
FINANCING IS ESSENTIAL wust be developed to be 
FOR DEALER-CONTROL profitable, and it must be 
controlled.” Answering 
the question, “How can you get control?” Mr. Hood outlined 
ten rules involving consumer contact, financing, arrangements 
with contractors, architects, carpenters, advertising and install- 
ment payment methods, all rounded up in the one idea of unit 
selling —AMERICAN LUMBERMAN, Feb. 28, 1931. 


In an address before the Southern Pine Association, A. A. 
Hood oulined in full his plan of unit selling and involving 


dealer-control of building—AMERICAN LUMBERMAN, March 
28, 1931. 


Addressing the Wisconsin dealers on “Dealer control of 
financing,” Mr. Hood said: “In the past, dealers have financed 
contractors and have waited until the contractor collected from 
the customer before they got paid. They should themselves have 
controlled the financing, aad should have sold the job complete.” 
—AMERICAN LUMBERMAN, March 3, 1933. 


Before the National Housing Conference in Cleveland, Mr. 

Hood discussed the need of creative selling and outlined “an 

organized creative sell- 

BUILDING INDUSTRY NEED ing program by the 

IS CREATIVE SELLING building industry.” He 

gave a detailed analysis 

of the survey of the needs of one thousand typical home-owning 

families in Trenton, N. J., which he directed for Johns-Man- 

ville, and he outlined his selling campaign on that basis.— 
AMERICAN LUMBERMAN, Jan. 5, 1935. 


Addressing the annual meeting of the Pennsylvania Lumber- 
men’s Association, Mr. Hood outlined the J-M merchandising 
school program.—AMERICAN LUMBERMAN, Feb. 15, 1936. 


The first J-M clinic was held in New York Jan. 31-Feb. 1, 
1936. Following that, a twelve-day school was held in New 
York, and on March 10 the second school was held in Chicago, 
at which time the full-fledged merchandising program or “Guild 
Plan for Consumer Selling” was explained by Mr. Hood. 


These clinics, followed by the training schools held in various 
cities from coast to coast since that time, and reported more or 
less fully in AMERICAN LUMBERMAN, have been largely attended 
and have resulted in the adoption by thousands of dealers of the 
Guild Plan, and unit selling has taken a definite place in the 
picture of home merchandising. 


In an editorial under the heading, “Houses Aren’t Like Auto- 
mobiles,” the Saturday Evening Post in its June 4 issue, ex- 
presses the belief that home building is going to “pull us out of 
the ditch.” In the course of its editorial discussion, the Post 
said: 

“Building, unlike most industries, may never be able to package its 
product at a factory. To meet varying specifications, and to effect prac- 
tical economies, it must necessarily package its product at the point of 
sale. This implies the most difficult job of selling a high-unit-cost article 
to a buyer before that article really exists. The consumer buys, very 
often, on faith, pictures and blueprints. : 

“Those who know best do not believe prefabrication is ‘just around 
the corner.’ There have been any number of starts, and millions have 
been spent on large-scale production of complete houses. And there have 
been as many failures to date. True, the principle of prefabrication is 
being applied every day—ready-made door frames, windows, kitchen- 
cabinet assemblies, standard lumber, modern building products that 
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Unit Package Co-ordinated at Point of Sale Makes Home Easier to 
Buy, and Makes Possible the Promotion of a Real Housing Boom, 
Declares National Publication--Commends Leading Building Materials 
Merchandiser’s Formulation and Successful Operation of Guild Plan 


come in large-size units for speedy installation. But these are the only 
practical applications, so far, of a theory of prefabrication which for 
years has been going to revolutionize home building. 

“The building industry has few clear-cut outlets to the consumer. 
Rather it presents a picture of confusion with its fifty different types of 
manufacturer, twelve kinds of wholesaler, eight kinds of materials re- 
tailer, thirty-seven different kinds of retail outlet, twenty-one varieties 
of contractor. It is conceivable that a man building a house might have 
to hunt up and make contracts with all twenty-one, each for his own 
specialty. 

“If you remodel a bathroom, you are likely to deal with at least four 
different artisans, each primarily interested in selling his individual 
services as a plumber, electrician, carpenter or painter, but disinterested 
in the overall, complete job of a modern bathroom. 


“If housing ever is to do anything even approaching our hopes, all 
these miscellaneous services must be co-ordinated; it must be made 


easier for the consumer to buy. 
MAKE IT EASIER FOR 


The housing market must be soli- 


THE CONSUMER TO BUY cited and sold; not merely studied 


and analyzed.” 

It then told of the study of this problem by Lewis H. Brown 
and other leaders in the industry, who realized that “an overall 
service, new to the building industry and geared to the needs 
and expectations of the consumer, would have to be organized 


locally—could not be set up nationally.” 
said: 

“Out of this diagnosis has come the Housing Guild program, under 
which guilds are being organized by local building materials dealers. 
Guild members include architects, contractors, real estate men, financing 
agencies, public utilities and all interested parties. More than three 
thousand dealers and members of dealers’ staffs have been sent to school 
to date and have completed a training to qualify them to represent the 
various Guild members in an active selling program. 


Continuing, the Post 


_ “In addition to sponsoring consumer solicitations, the Housing Guild 
is intended to provide a ‘one-stop service station’—at the dealer’s store 


—where the now-bewil- 
MAKE BUILDING STORE ONE ered consumer who plans 
STOP SERVICE STATION to build or remodel may 

work through one source. 
The Guild representative can suggest architects, qualified contractors, ma- 
terials, sites, help on financing or any other problem. 

“When completed, the consumer’s home or remodeled basement is 
turned over to him as a finished unit which carries one set price and 
one financing program. 

“This is the type of thinking and planning which, if it proves workable 
in many communities, could make a real housing boom possible. Hous- 
ing is one of the most postponable of all human wants. It must be made 
available; it must be sold as other merchandise is sold. The consumer 
won't just buy it.” 





B. & L. Loans for April Largest 
of Year 


Home loans disbursed by savings, building 
and loan associations throughout the country 
during April were $95,885,700 and about 45,142 
families received the money. This estimate 


Madison (Wis.) Building Factors Unite to 
Stimulate Private Construction 


Mapison, Wis., June 13.—Through the efforts 


‘The Madison bureau’s plan will enable its 





from the United States Building and Loan 
League makes the best record of new home 
financing during any month this year, though 
each month has shown improvement over the 
previous one. The figures indicate that total 
loans for April were 14 percent above those 
made during March. However, the April, 1938, 
figure was below that for April, 1937, which 
reached the recovery record of $125,386,100. 

In a breakdown of the April. loan figures 
by E. C. Baltz, president of the League, a 14 
percent increase in new construction loans— 
or more new homes—was indicated for April 
over March, inasmuch as there was $27,391,900 
disbursed. But loans in every other category 
also increased during April over the previous 
month. There was a 16 percent increase in 
money loaned for the repairing and moderniz- 
ing of homes, $6,648,700; purchase loans for 
April, $29,751,500, came up 11 percent over 
March. 

By the loans granted during April, 11,743 
families were enabled to purchase homes and 
8,816 built new homes. It is gratifying to note 
that there was an increase of more than 1,000 
families who began building their homes in 
April, over those who began in March. This 
means additional employment to many has been 
brought about through aid of savings, build- 
ing and loan associations. 

The League’s analysis of April loans by all 
U. S. associations according to purpose and 


the percent of the total loaned on each account 
follows: 


Percent 

Purpose Amount of Total 
New construction...... $27,391,900 28.6 ° 
Repair and moderiza- 

CHE iva hess Od ees 6,648,700 8.9 
Home purchase........ 29,751,500 31.0 
Refinance: 666 3 v-vsccus 21,363,400 22.3 
Other purposes........ 10,730,200 11.2 

$95,885,700 





and preliminary planning of J. J. Fitzpatrick, 
J. J. Fitzpatrick Lumber Co., here, lumber and 
building material dealers, architects, contractors, 
realtors and financial institutions have co-ordi- 
nated their services to stimulate private con- 
struction of moderate 
cost houses. They have 
formed the Madison 
Small House Bureau, 
following the successful 
plan of the Memphis 
Small House Construc- 





J. J. FITZPATRICK, 
Madison, Wis. 


Active in Work of Small 
House Bureau 





tion Bureau (Inc.), and 
will offer prospective 
home builders a_port- 
folio of twenty-five 
FHA approved and 
architecturally correct 
house plans in the price 
range of from $4,000 to 
$6,000. [The details of the Memphis organiza- 
tion were given in a story appearing on pages 
72 and 73 of the March 12 issue of the AMERI- 
cAN LUMBERMAN, and pictures of two model 
homes erected by the Memphis bureau were 
shown on page 49 of the April 23 issue— 
EpIror. | 

A meeting was held June 6, to approve the 
initial fifteen house plans, submitted by archi- 
tects, and thirty firms signed for membership 
in the bureau at dues of five dollars per month 
each. Fifty additional firms have applied for 
membership. The bureau will be operated for 
a trial period of four months and, if succesful 
in accomplishing its purpose, it will be con- 
tinued indefinitely. 


members to offer the prospective home builder 
a choice of several houses, definitely price- 
tagged at so much per month; it will relieve 
the home builder of all the cares and details 
and assure him of proper architectural design- 
ing, material and construction specifications, as 
well as planned financing and supervised con- 
struction. 
Eliminates "Red Tape" 

As soon as the bureau is functioning, it will 
do away with the necessity of having a builder 
consult everyone interested in the erection of 
the house. Complete details will be available 
from any lumber and building material dealer 
or mortgage lender who is a member of the 
bureau. 

Each of the houses will be designed for Madi- 
son use. The architect will adapt the plan 
selected to the lot in question and to the in- 
dividual requirements of the builder. Every 
step of the construction will be safeguarded 
against inferior workmanship and materials. 
As the cost of the houses will be determined 
in advance, so that monthly payments will in- 
clude all fees and interest charges, as well 
as payment on principal, the prospective builder 
has but to select a plan which will fit his in- 
come ; often one which will require even smaller 
monthly payments than the rent which he is ac- 
customed to paying. 

“Packaged selling of more house for the 
money at pre-determined . cost and _ easily 
financed, is the aim of the bureau,” Mr. Fitz- 
patrick said. “Our efforts have been directed 
toward the idea that leadership from the fac- 
tors in the building industry, in paving the 
way for home ownership, is the only way that 
we can bring about sustained building activity. 

“We find that there are plenty of people 
who want to go ahead and build. For example, 
one day recently two prospects for $5,000 homes 
came in to see us, One is associated with the 
University of Wisconsin and makes $225 per 
month; the other is a railroader. Both have 
good jobs and want loans on FHA terms.” 











One of the effective posters unfolded in the course 
of the final speech 


Cepar Rapips, Iowa, June 13.—From the mo- 
ment that the district clinic program of the 
lowa Association of Lumber & Building Material 
Dealers got under way the morning of June 7 
until it adjourned late in the afternoon, an audi- 
ence of 125 lumbermen, contractors and carpen- 
ters was held in rapt attention by the enlight- 
ened addresses of vigorous speakers. It was 
the eleventh district meeting around the State 
since May 23, and the next to the last of the 
series which was concluded in Waterloo the 
following day. The program at all twelve clin- 
ics was the same. W. H. Badeaux, secretary 
of the Iowa organization, was in charge with 
Ormie C. Lance assisting. 

The various types of “truck peddlers” operat- 
ing in Iowa and the legislation needed to govern 
them was the subject matter of the opening talk 
by Ormie C. Lance of Minneapolis, secretary of 
the Northwestern Lumbermen’s Association. 
Mr. Lance divided his subject into the following 
four classes of truckers in Iowa: regular route 
common carriers, irregular route common car- 
riers, contract carriers, and private carriers, In- 
dividual truckers or companies in the first classi- 
fication were not criticized since they conform 
to regulations, and operate on the same basis as 
a railroad. Those in the second group differ 
from the first in that the trucks cover no definite 
route. Neither the contract nor private carriers 
are regulated. The speaker believes that car- 
riers under contract should be required to se- 
cure a permit, carry insurance, maintain their 
vehicles, observe freight rates, hire competent 
drivers, and issue freight bills. There is no 
regulation of the delivery truck group of private 
carriers, and none is suggested. However, the 
“store on wheels” type in this grouping was 
sharply criticized, since each competes with lum- 
ber yards and other businesses. It was sug- 
gested that these trucking operations ought to 
be in the hands of a State bureau, a fraud bond 
ought to be required of the owner of the itiner- 
ant business, and other regulations strictly en- 
forced. 


Dealers Told to Check Peddling 


Mr. Lance reported that Gov. N. G. Kraschel 
has seven men working on legislation to govern 
the operations of the unregulated carriers, and 
urged the dealers to explain the present situa- 
tion to their respective congressmen and secure 
their promise to work for the passage of meas- 
ures which will protect private businesses from 
the traveling merchant. The speaker said that 
action should be taken before business in small 
towns is badly damaged. 

One of the constructive talks of the day was 
that by J. B. Egan of St. Paul, who had as his 
topic: “Insulation and Installment Note Sell- 
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lowa Dealers and Contractors 
Learn Much at District Clinics 


Speakers Discuss Installment Selling, Proper Insu- 
lation, Correct Farm Construction and Cheap Paint 


ing.” After listing the three main buying mo- 
tives of comfort, convenience, and economy 
which are behind the purchase of insulation, Mr. 
Egan gave reasons why lumbermen and builders 
are interested in it and explained the four prin- 
cipal types of materials. Turning to the rural 
trade which is such a major factor in the busi- 
ness of Iowa retailers, it was said that there are 
three big reasons why farmers in the area need 
insulation. First, for its control over tempera- 
ture; second, its influence on proper ventilation, 
and last, its tendency to prevent condensation. 
On the latter point, Mr. Egan made the meaty 
statement that “there is probably more destruc- 
tion to farm buildings yearly from rot caused by 
condensation than from such insurable agents as 
wind and hail.” In discussing the first point, it 
was brought out that temperature control per- 
mits cattle and chickens, for example, to turn 
all the food eaten into producing milk and eggs 
instead of forcing them in winter to use a large 
part of it for producing sufficient body heat to 
keep warm. 


Six Qualities of Good Insulation 


The quality of Mr. Egan’s address that made 

it so valuable to the dealers was its presentation 
in terms which can in turn be clearly relayed 
to their customers. He listed six characteristics 
which good insulation must have: efficiency, 
permanency, fire resistance, moisture resistance, 
it should be wind proof, and it must stay in 
place. Heat escapes in about equal percentages 
from infiltration, through the walls and roof, and 
around windows, it was pointed out. Those 
present were urged to help eliminate such losses 
by equipping homes with storm sash, weather- 
stripping, and insulation. They were advised 
not to quote a job as $200, but as $9.18 a month 
for two years. 
_ Closing the forenoon program was the show- 
ing of a film by Joe Mays of Peoria, which re- 
vealed a “new slant on fence merchandising 
that sells lumber, cement, paint and other build- 
ing products.” The pictures showed several 
farmsteads that had been completely rehabili- 
tated as a result of a fencing program permit- 
ting the correct rotation of crops and resulting 
in greater income, The film was explained dur- 
ing its showing by a manuscript prepared by 
O. A. Brock of Peoria. 


“FHA Wants Sound Houses" 


After a “Dutch Treat” luncheon, Dale Tullas 
was introduced as sub- 
stituting on the pro- 
gram for Oscar Brandt, 
State FHA director. 
The speaker discussed 
the Federal Housing 
Administration and ex- 
plained how to use it. 
The dealers and con- 





In large type are the sug- 
gested new “spark plugs” 
for business’ machine 





tractors present were 
urged to make use of 
the FHA, and were 
told that those in their 
businesses who were 
using the insured 
mortgage plan were 
the ones getting con- 
struction sales. 


“If we insure a loan with a 10 percent down 
payment and the balance stretching over twen- 
ty-five years, it must be for a house that is 
sound,” said Mr. Tullas. “We want good 
houses; that’s why we are strict about approv- 
ing a loan before construction starts, and make 
thorough inspections while it is under way.” 

The speaker advised his listeners to sell peo- 
ple houses they can afford, and not always the 
ones they want. It was reported that the FHA 
is partial to applicants who seek loans for 
houses in the $3,500 to $5,000 division, and that 
it is anxious to help dealers and contractors sell 
more homes to families of low income. 

In applying for a loan, the information should 
include: the application in triplicate; two sets 
of plans and specifications, one of which must 
be signed by the borrower and contractor; the 
general contractor’s statement that he will build 
the house according to the specifications and for 
such an amount, and all. information possible 
about the application. Mr. Tullas said that, 
while a broken-down specification list is not 
necessary, it is appreciated. A statement to the 
effect that the borrower has additional funds is 
helpful, it was declared. 


Shown Good Farm Construction 


A demonstration and explanation on the con- 
struction of better farm buildings was presented 
by C. H. Van Vlack, extension agricultural en- 
gineer of Iowa State College in Ames. The 
dealers and builders were informed that there 
should be activity this summer and fall in erect- 
ing new cribs and barns in which to store the 
big crops in prospect. Only about one-third of 
Iowa’s farmers have structures fitting the re- 
quirements of the Agricultural Adjustment Ad- 
ministration, it was declared. Farm building 
has been in a depression since about 1920 when 
rural labor advanced sharply, and commodity 
prices dropped. 

With sections of miniature buildings, Mr. 
Van Viack illustrated his points on good and 
improper farm structures. He _ repeatedly 
stressed the importance of bracing to secure 
more strength from lumber. In order to get 


the maximum benefit from the natural strength 
of timbers, the agricultural engineer recom- 
mended using ring connectors and showed how 
to employ them to advantage. In building new 
corn cribs and other farmstead units, it was ad- 
vised that the structures be anchored and braced, 
(Continued on Page 53) 
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Texas Retailer’s Plan Wins Plaudits 


Boys Are Home From 
Educational Tour 


CrystaL City, Tex., June 13.—The 
educational tour of sixteen Crystal City 
High School students, sponsored by the 
Wallis Lumber Co., of this city, has 
ended; the boys are back home, bene- 
fited mentally and physically by the out- 
ing, and everyone connected therewith, 
including Superintendent of Schools Ster- 
ling Fly, feels that it was a great success. 

The plan and the details of this project, 
the route covered etc., have been fully 
set forth in previous issues of the AMER- 
ICAN LUMBERMAN (May 21 and April 





tention to the boys, and they were unani- 
mous in saying that the visit to the Con- 
roe Lumber Corporation’s mill was one 
of the high points of the whole trip. 

“The AMERICAN LUMBERMAN was re- 
sponsible in a large way for the success 
of this trip,” added Mr. Guyler, “and 
your writeups gave us standing when 
we wrote the Chambers of Commerce etc. 
at the points to be visited. We appre- 
ciate your work in our behalf, and thank 
you sincerely.” 

Mr. Guyler went on to say that the 
Chambers of Commerce, and other bodies 
in towns visited, inquired in particular as 
to the “wherefore” of the trip, and said: 
“We are going on the road next year 


/ ffs ee 


saad 





Rolling through Texas, this “personally conducted" group of Crystal City High School 





honor students learn about their great State and its resources 


9), and need not be repeated, further than 
to state that the trip was given as a re- 
ward for scholarship, all expenses being 
paid by the Wallis Lumber Co. 


“The tour took ten days and covered 
1,500 miles,” said W. L. Guyler, man- 
ager of the Wallis company, to the 
AMERICAN LUMBERMAN;; “and the party 
arrived back in Crystal City thirty min- 
utes ahead of the scheduled time. That 
showed how perfectly the schedule 
worked out, but the best thing about it 
was that the group never had to look up 
a single person in the towns visited. The 
Chambers of Commerce, and’ other com- 
mittees and bodies, were always ready 
and waiting for the arrival of the boys.” 

Mr. Guyler went on to say that at Con- 
roe, Superintendent J. H. Castleman, of 
the Conroe Lumber Corporation, proved 
a perfect host ; and the same may be said 
for Alex R. Thomas, manager city yards, 
of the Alamo Lumber Co., at San An- 
tonio, and other lumbermen. 

Mr. Castleman gave his personal at- 


with OUR boys,” so this idea of making 
Texas boys who have earned such a re- 
ward familiar with their own State by 
travel and observation may spread even 
beyond the borders of the Lone Star 
State. 





Company's Semi-Monthly News 
Keeps Staff in Touch 


San Francisco, CAuir., June 11.—Designed 
to assist salesmen and sales representatives of 
the wide-spread Hammond organization, “Ham- 
mond Hints,” a new semi-monthly publication, 
was recently inaugurated by the Hammond 
Lumber Co, and Hammond Redwood Co. of this 
city. The first issue appeared May 15. 

Each issue will contain four sections: An 
editorial on any subject the editor feels will be 
of interest to the staff, a feature article in 
which is incorporated a thought or fact about 
redwood from a fresh viewpoint or a new talk- 
ing point, a section devoted to some facts and 
figures about the Hammond organization to ac- 
quaint staff with the company whose products 
it sells, and a section devoted to communications 
and news items from those who represent the 
company in the field. 

A. D.. Bell, Jr., eastern sales manager, is 
editor. 


They Visit a Modern 
Retail Yard 


SAN ANTONIO, TEx., June 13.—One 
of the points of interest scheduled for in- 
spection by the party of Crystal City 
(Tex.) High School boys: on their ten- 
day tour of the State, sponsored by the 
Wallis Lumber Co. as an award for scho- 
lastic attainment, was the retail yard of 
the Alamo Lumber Co., this city. 

The Crystal City boys reached here at 
noon May 24, and in an interview given 
the AMERICAN LUMBERMAN by Alex R. 
Thomas, manager of the company’s city 
yards, he said: 


“First I want to congratulate your pa- 
per on the splendid publicity you have 
given the Wallis Lumber Co. on this 
commendable move. I do not know of a 
finer piece of work being done by any 
retail lumber dealer anywhere, and it is 
bound to produce splendid dividends, 
even though they can not be estimated in 
dollars and cents.” 


Mr. Thomas then described the boys’ 
visit to the Alamo yard, saying: 


“We had the pleasure of showirfg this 
fine group of boys through our lumber 
yard, where they were given a talk on 
lumber, with explanations of the various 
grades, and the uses of each. Then they 
were shown through the warehouse, and 
the uses of building materials other than 
lumber were explained to them, in an ef- 
fort to impart a practical understanding 
of the proper uses of all kinds of building 
materials. 

“We then visited the Steves Sash & 
Door Co.’s mill, where the students saw 
the process of manufacture of all kinds 
of special millwork. 

“Next we took them on an automobile 
trip to Randolph Field, ‘the West Point 
of the air,’ where we were provided with 
a special guide for a tour of the entire 
Post. The boys were fortunate enough 
to find all flying classes in full operation, 
and naturally were greatly interested. 

“Next the boys were given a dinner by 
our company, and I then had the pleas- 
ure of escorting them to a double-header 
baseball game, played at night, between 
the San Antonio and Shreveport teams. 

“They spent the night at the municipal 
camping grounds in Brackenridge Park, 
and left next morning for a tour of the 
San Antonio Portland Cement Co.’s 
plant, and thence went on to New Braun- 
fels.” 


[Note—A story of the boys’ visit to the plant 
of the Conroe Lumber Corporation, Conroe, 
Tex., and other places of interest, will appear 
in next issue of the AMERICAN LUMBERMAN.— 
Eprror. | 
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HOW TO SECURE LOANS 


For New Farm House Construction 


Question: If I decide to build a farm 
house is there a government agency set 
up to help me finance its construction? 


Answer: Yes. The Federal Housing 
Administration, or FHA, under Title II 
of the revised National Housing Act, now 
approves farm house construction loans 
(mortgages) by established lending agen- 
cies. The term “farm” is understood 
(Sec. III, Farm Mortgage Insurance 
203-d) as real estate (a) capable of pro- 
ducing an annual gross income of $350 in 
kind, cash or rent from agricultural uses 
or (b) derives 25 percent or more of its 
rental value from agricultural uses or (c) 
derives 25 percent or more of its capital 
value from agricultural capacity. In ad- 
dition to new construction, FHA will 
insure mortgage loans on farms for fin- 
ancing repair of homes or buildings, buy- 
ing farm property, or refinancing present 
farm mortgages. Under these conditions, 
construction and repair must involve at 
least 15 percent of the loan proceeds for 
labor and materials on buildings. Farm 
owners, farm tenants and prospective 
farm buyers may borrow under these pro- 
visions provided they have good credit 
standing and reasonable ability to repay 
loans. 


Question: How long do I have to pay 
off a mortgage under the FHA plan? 


Answer: Up to 25 years, if you wish 
that much time. 


Question: How much of a down pay- 
ment do I have to make? 


Answer: None if your land on which 
you intend to build is approved as being 
worth 10 percent of the combined value 
of the property and the proposed house. 


Question: Must a borrower under this 
plan live in the home? 


Answer: Only when a farm home is 
financed with a loan amounting to more 
than 80 percent of the appraised value of 
the property. Otherwise farm homes and 
farm buildings may be built for rent. 


Question: To what extent can money 
be borrowed for farm house construction? 


, Answer: There are three classifica- 
tions as to maximum loans, each with its 
individual limitations: (a) Up to $5,400, 
eligible for loans up to 90 percent of value, 
25 years amortization period at mortgage 
insurance premium rate of 4 percent per 
year on declining balances; (b) from $5,- 
400 to $8,600, eligible for 90 percent loan 
of the first $6,000 of value plus 80 percent 
of the next $4,000 of value, up to a 20- 


Following is a group of hypo- 
thetical questions, such as any 
prospective farm house builder 
might ask of his retail lumber and 
building material dealer. The 
answers are from information con- 
tained in publications of the Fed- 
eral Housing Administration, FHA 
Form 2011, Farm Mortgage Insur- 
ance, and FHA Form 2042, Mort- 
gagee’s Application for Insurance, 
Credit and Security Instruments, 
Including Tables for Computation 
of Amortization and Mortgage 
Insurance Premiums. These pub- 
lications are available to dealers 
on request to the nearest FHA 
office. 





year amortization period, at a mortgage 
insurance premium rate of % percent per 
year on declining balances; (c) from 
$8,600 to $16,000, eligible for loans up 
to 80 pércent of value, up to 20 years 
amortization periods, at a mortgage in- 
surance premium rate of % percent per 
year on declining balances. 


Question: From whom is the money 
borrowed? Is it loaned by FHA? 


Answer: Private lending institutions, 
such as banks, building and loan associa- 
tions, and life insurance companies, ap- 
proved by FHA advance the funds. FHA 
acts in an insuring capacity, lending no 
money for any purpose. 


Question: What is the rate of inter- 
est under the FHA plan? 


Answer: This is a matter between the 
borrower and the lender. The FHA spe- 
cifies the maximum interest, charges and 
fees allowable. The maximum rate is 5 
percent, plus the mortgage insurance 
premium rate of either 4 or % percent, 
depending on the size of the loan. 


Question: We have a clear title on 
our land which costs $900. We have no 
substantial savings, but income from our 
farm and poultry raising has averaged 
$2,000 for the last five years. An esti- 
mate of the house we wish to build is 
$5,100, (including architect's fees for 
plans and supervision). How can you as- 
sist me in arranging for the financing? 


Answer: We will present your case to 
the mortgage loan officer of the local 
bank, an approved lending agency which 
the FHA, within limits, insures against 
loss on the loan. This officer notes that 
your transaction will meet the require- 
ments for the small loan class. You will 


then fill out statements showing: (a) per- 
sonal history; (b) property description ; 
(c) insurance application. 


Question: What ts the total amount of 
the loan that I should apply for? 


Answer: You require $5,100 for con- 
struction cost (including architect’s fee) 
and approximately $300 for closing ad- 
justments and charges, making a total of 
$5,400. The total cost of the acquisition 
of the property will be $6,000 (land at 
$900 and the dwelling at $5,100). The 
FHA appraised value will not exceed the 
cost of acquisition and may be lower, 
but for the purpose of making an ap- 
plication, a value of $6,000 may be as- 
sumed. According to the regulations of 
the Act, at least 10 percent of this amount 
or $600 must be paid in cash or equiva- 
lent. Your land valued at $900 meets 
this requirement. This is sufficient to 
support the desired loan of $5,400 (which 
represents 90 percent of the assumed 
value) if no unfavorable factors are pres- 
ent. It should be pointed out that if the ap- 
plication fails to meet one or more of the 
requirements for a small loan for a New 
Home Construction case, a 90 percent 
loan could not be had. If, for instance, 
construction started before the application 
for the insured loan were made, the maxi- 
mum loan permissible would be for 80 
percent or $4,800 and you would need 
approximately $600 additional to close the 
transaction. Administrative rules pro- 
vide that all loans shall be in multiples of 
$100, which would fit your application for 
a $5,400 loan. 


Question: What about the tax situa- 
tion governing an application of this kind? 


Answer: Taxes on your vacant prop- 
erty have averaged $10 per year recently 
and are paid for 1937. Taxes for 1938 
will be due Nov. 1, 1938 and will become 
delinquent Jan. 1, 1939. A discount of 2 
percent on current taxes will be allowed 
if you pay them on or before Nov. 1. It 
is estimated that taxes will be at the rate 
of $120 per year after the completion of 
the contemplated dwelling. 


Question: What about hazard insur- 
ance on the property? 


Answer: You will have to take out a 
three-year fire and wind-storm damage 
policy, before construction is started, 
which will cost $36, which is at the rate 
of $12 per year. 


Question: In this type of construction 
what amortization periods are available? 


Answer: In addition to the regular 5, 
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8, 10, 12, 15, 17, 19 or 20-year maturity 
periods, payable in 60, 96, 120, 144, 180, 
204, 228 or 240 consecutive payments, 
you may, under Small Loans for New 
Home Construction (sec. IAI) be al- 
lowed 24 or 25 years to pay in 288 or 
300 consecutive monthly payments or pay- 
ments may be arranged semi-annually or 
annually. 


Question: Would a 20-year amortiza- 
tion period, if the payments are low 
enough, carry any advantages over the 
25-year period? 


Answer: Yes. In addition to paying 
less interest, there is the matter of insur- 
ance protection. The agency lending the 
money (the mortgagee) is often eager to 
sell your mortgage as soon as it is in- 
sured. If the loan is for the maximum 
time, it may be necessary to delay the in- 
surance endorsement in order to comply 
with the maturity provision of the Act. 
For instance, if you selected a 25-year 
period in which to pay, the note could not 
be endorsed for insurance before a cer- 
tain date, even if the property were com- 
pleted before that time, as to do so would 
make the period from endorsement to 
maturity date, longer than the legal limit 
of 25 years. 


Question: In the event that I select 
a period of 20 years to fulfill our obliga- 
tions, how much will the monthly pay- 
ments amount to and how are they com- 
puted? 


Answer: Monthly payments include, 
payment on interest and principal, taxes, 
special assessments, hazard insurance and 
mortgage insurance premium. These 
items would be computed as follows: 


1. Payment to interest and prin- 
cipal—This is the only item speci- 
fied in dollars and cents in the in- 
struments and it must be accurately 
noted therein. The amount for a 
20-year loan, as available from 
amortization tables available in the 
offices of retail lumber and building 
material dealers and the lending 
agencies, such as yours at $5,400 


at SE ie es oie ca sce $35.64 
2. (a) Taxes. Monthly pay- 
ment would be one-twelfth of 
$120 for the full year...... 10.00 
(b) You have no special as- 
CUI: ies is 44 vais SES 00.00 
3. Hazard insurance, one- 
twelfth of $12Z....5 6.60.68 1.00 


4. Mortgage insurance premium. 
This would be one-fourth percent 
per year on your declining balance 
or one-twelfth of 12.96 (Figured 
from tables also available at your 
lumber dealer’s office as well as at 
the office of the lending agency) 
which would amount to.......... 1.08 


Total monthly payment (esti- 
mated for the first year)........ $47.72 


Question: What is the procedure af- 
ter the proposed loan has been approved 
by the loan officer? 
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Answer: The original and a dupli- 
cate of your application for insurance and 
the property description statement, a 
signed or certified copy of the contrac- 
tor’s bid, duplicate sets of drawings and 
specifications, two pictures of the prop- 
erty and the lending agency’s check for 
examination fee in the sum of $16.20 
(computed at the rate of $3 per $1,000 
of the amount of the loan applied for but 
not less than $10) are submitted to the 
receiving office of the FHA having juris- 
diction over the area in which the prop- 
erty is located. We have samples of the 
necessary applications to show you. 


Question: Are any property standards 
required? 


Answer: Yes. Buildings must con- 
form to quality standards satisfactory to 
the FHA administration, and the project 
must be considered economically sound 
for both borrower and lender. 


Question: What adjustments must be 
paid for in cash or out of the proceeds 
of the loan? 


Answer: (1) Any amount required 
to discharge any existing lien; (2) an 
amount equal to all ground rents, taxes 
and assessments that will have accrued or 
become payable on or before the date of 
the first monthly payment of the loan; (3) 
an amount with respect to all premiums 
payable for fire or other hazard insurance, 
computed on the same basis as in (2), 
subject to such adjustments as may be 
necessary from the fact that such insur- 
ance is written for a 1, 3 or 5-year period. 


Question: What are the specific pur- 
poses for the last two items? 


Answer: These are to provide the 
lending agency, prior to the due dates, 
with funds to pay any ground rents, taxes, 
assessments and insurance premiums. 
Such funds shall be separated from the 
general assets of the lending agency and 
applied only to the payment of the above 
mentioned items. 


Question: How is financing of the ac- 
tual construction carried out? 


Answer: If you wish the lending 
agency to finance the construction, its 
maximum initial service charge is limited 
to 214 per cent of the mortgage principal. 
Where the agency does not actually fin- 
ance the construction, its service charge 
is limited to 1 percent of the principal. 
For the purpose of determining this 
charge, the financing of construction 
means making periodic ‘partial disburse- 
ments during the construction and such 
inspections by the agency as may be re- 
quired to assure the agency of satisfactory 
progress in construction. 


Question: In the event that it is de- 
cided to let the lending agency finanée 
the construction, what plan is followed? 


Answer: If the contractor you have 
selected is reliable and is accepted by the 
lending agency, he may still be required 
to post a completion bond, if his re- 
sources are not adequate to justify a 
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waiver. The cost of this bond has been 
figured in his bid. For further protec- 
tion the agency takes out a three-year 
hazard insurance policy before the con- 
struction starts. The agency discusses 
conditions on the FHA commitment and 
approved drawings and specifications with 
the contractor and you, and awards the 
contract on the basis of these documents 
which are a part of the contract. Also 
included in the contract is a schedule of 
partial disbursements based on various 
states of completion as agreed upon by 
the agency and the contractor. The 
agency then gives the contractor a set of 
forms (FHA 2289) to be used for re- 
questing inspections by the FHA. (These 
inspections are made at the following pe- 
riods of construction, as set forth in the 
insurance commitment, Form 2008b); 
(a) when excavation is completed and 
ready for footings and foundations; (b) 
when the building is enclosed but struc- 
tural members are still exposed and while 
roughing-in; (c) when the building is 
completed and ready for occupancy. 

A payment of one-third of the contract 
price is due on completion of inspection 
(b) another payment of one-third of the 
contract price is due on the completion 
of the interior trim. Final payment is 
made after inspection (c) is approved. 


Question: How do loans insured by 
the FHA differ from farm mortgage loans 
made by the Federal Land Banks? 


Answer: FHA insured loafis are 
made by private, non-governmental lend- 
ing institutions, may amount to as much as 
90 percent of the appraised valuation, 
bear an interest rate of 5 percent, and 
are limited in maturity to a maximum of 
25 years. Federal Land Bank loans are 
made only to stockholders of the banks, 
are limited to 50 percent of the value of 
the land appraised on a normal income 
basis, plus 20 percent of the appraised 
buildings ; bear a contract interest rate of 
4 percent at present and may run as long 
as 40 years. 





Even Sawdust From This Log 
Manicured Into No. |! 


Fotey, Fra., June 13.—That Florida still 
produces longleaf yellow pine timber that will 
meet the requirements of the most exacting 
specifier, is being constantly demonstrated by 
the Brooks-Scanlon Corp. here. An example 
of this was a beautiful longleaf timber, 16x16 
—40 feet long, that recently went through the 
mill. The log from which. this timber was cut 
was sO symmetrical that its diameter did not 
vary more than a few inches in the entire 40- 
foot length. In the Brooks-Scanlon News, the 
reporter, mentioning the beauty of the tim- 
ber, said: 

“‘Boy! What a beauty!’ exclaimed Charlie 
Willis, the sawyer. And from the expression 
on his face you’d have thought that he was 
lamping Loy in a beach scene. 

“And did he manicure it. With the same 
care that a Scotchman clips coupons, Willis 
deftly slipped that log through the band saw 
until he had a 16x16—40 feet long; 700 feet 
of 3-inch and 4-inch Extra Prime; 300 feet 
of B&better 1-inch boards and about 200 lath. 
In all there were about 1850 feet of perfect 
lumber in the log. E. L. Gross, plant super- 
intendent, claimed that even the sawdust ran 
to No. 1 common.” 
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CREDIT and COLLECTION PLAN 


1 am herewith submitting to you our credit 
and collection plan. I do not hope to win a 
prize, but am just submitting our plan for the 
benefit of my fellow dealers for what it is worth. 
I might say that we have tried several different 
plans during our fifteen years in business in a 
section where conditions are not at all favorable 
at times. Our plan might be too strict for 
some localities. However, it works with us and 
we would not for anything go back to the old 
system. 

First of all, in any business, large or small, 
one person should have absolute authority in 
the matter of extending credit. If more than 
one person has this responsibility, there follows 
confusion, conflicting opinions, and misunder- 
standing all around, Likewise, the credit man 
should have charge of the collections. I look 
after the collections and the credit in this busi- 
ness. Any person wanting credit with us must 
establish himself with us as a good risk. This 
rule applies even to small accounts. We ask 
the applicant a lot of questions. We want to 
know the amount of his income, how regular 
it is, his habits; and we get his banking connec- 
tions, and the names of firms he does business 
with. We get in touch with all of them, and 
if the reports are all satisfactory we grant him 
credit. If we get a single report that indicates 
that he is slow and hard to collect from, we 
refuse credit. Sometimes an applicant will get 
mad and walk out of our office. This is always 
a sign to us that it is better to lose the order. 
A good credit man and a good collector must 
be hard-boiled. He can’t be otherwise, and be 
a success. So much as to the procedure in 
extending credit. 

Our bookkeeper balances our sales ledger at 
the end of each month. A complete list of all 
outstanding accounts is made. The first thing 
I do with this list is to mark a red “x” after 
each account that is over thirty days old. No 
one is allowed to extend further credit to any 
person with this mark after his name. I am 
the one responsible for this rule, and it is 
enforced, regardless of results. This brings in 
the money; sometimes a customer will not like 
it a bit, but he will pay, and start in again with 
a new line of credit. Most of our customers 
are now accustomed to this rule. Many of them 
like it, and say they don’t blame us a bit. 
Others will get sore and for a while go some- 
where else to do their trading, but they always 
come back home where they know they will be 
treated the best. 


[By W. E. DAVIS, president Jackson 
Builders’ Supply Co., Jackson, Ky.] 


I do the collecting, and in person go after 
the slow accounts. Some firms send out the 
office boy, truck driver or salesmen to do the 
collecting. I think this is a bad system. I find 
that customers like to deal with a member of 
the firm. They talk over their problems with 
me and many times when I go to see a debtor 
I not only collect the account but bring back 


determination, tact, and almost everything else 
you can think of, to be a success. Show me 
any firm anywhere with a good credit man, 
and I will show you one that always pays its 
bills promptly and maintains a good credit 
rating. 

I am enclosing samples of our invoice and 
statement blanks (reproduced herewith). We 
mail invoices out at the time of the purchase, 
with statement at the first of the month, If 
customer does not respond we follow up with 
another statement and urgent request for pay- 





TERMS 30 DAYS NET 


STATEMENT OF ACCOUNT 


Jackson Builders Supply Company 


Incorporated 


JACKSON, KY. 193 


Interest Charged On All Accounts After 20 Days 
All Accounts Over 30 Days’ no Further Credit Extended 
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a nice order that would not have been given 
to an employee. Usually, a salesman is a bad 
collector. I never count on the salesman to 
collect. Right now our business is rather slow, 
but this is not due to our strict credit rules. 

A good credit man and collector has to have 
an equable disposition, and must not be too 
anxious to obtain an order when the prospect 
has a bad credit rating. He must have vision, 
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ment. After we have sent out several of these 
I go to see the debtor in person, and I rarely 
fail to get the money. Most people are just 
careless about their credit. It may be bad 
policy to present accounts in person, for when 
the customer knows that the collector will call, 
he will wait for him to appear; but, anyway, 
this personal contact has proved profitable, in 
our experience. 











INVOICE 


No 





Your Order 





JACKSON BUILDERS SUPPLY COMPANY 


Incorporated 


GENERAL BUILDING MATERIALS 


JACKSON, KY., 


193 











TERMS: 30 Days Net. 6% Interest Charged On All Past Due Accounts. 
No Additional Credit Allowed On Past Due Accounts.: 








OUR RESPONSIBILITY CEASES WHEN WE TAKE RECEIPT FROM TRANSPORTATION COMPANY 
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How Alert Truck Driver Saved An Account 


[This letter by R. G. Countryman, manager 

Cambridge Lumber Co., Cambridge, Wis., won 

a $2 prize in recent AMERICAN LUMBERMAN 
contest | 

With reference to your contest regard- 
ing collection stories, we submit report of 
an episode which may be of interest. We 
have jokingly titled it, “There’s Safety 
in Numbers.” This incident, pertaining 
to collections, may serve to illustrate how 
much help an alert truck driver can be 
to his employer upon occasion. 

Several months back, the writer was 
induced by a farmer customer to extend 
him credit on approximately $19 worth 
of lumber with which to build a hayrack. 
Being newly established here, we did not 
learn until later that this particular cus- 
tomer had a rather shady background. 


We at once proceeded to try to collect 
the account in a peaceful manner—since 
it was now past due—but instead of 
money, we received some very broad 
promises. 

While making a delivery a few days 
later, our driver passed by the abode of 
the person under discussion and seeing a 
moving van backed up to the front door, 
promptly reported that fact at the office 
on his return to the yard. 

We lost no time. Gathering three of 
the boys together, we hastened to the 


farmer’s lair, where we were promptly 
accosted by himself and his two grown 
sons. To say that they were “sissies” 
would be to discriminate against them. 
Of course, we insisted on full payment 
right on the spot, in view of the circum- 
stances. Apparently this was impossible, 





GETS USEFUL IDEAS FROM 
OUR CONTEST 


Commenting upon the AMERICAN 
LUMBERMAN’S Credits and Collec- 
tions Contest, and the prize win- 
ning letters that have been printed 
in recent issues, F. C. Klesner, of 
Jones & Green, lumber retailers at 
Big Rapids, Mich., writes: 

“We have taken great pleasure 
in reading the prize letters printed 
from issue to issue and, needless to 
say, we have found therein some 
good food for thought. 

“We feel justified in saying that 
your contest has given a great 
many lumber dealers excellent in- 
formation concerning following up - 
and collecting accounts, and we 
assure you that we shall immedi- 
ately be using some of the methods 
described.” 





Timely Tip 


This sign painted on a full- 
sized model garage built on the 
driveway in front of the Builders 
Emporium (Inc.), El Cerrito, 
Calif., has led to not only many 
garage sales, but also to quite a 
number of home modernization 
and new home sales. The garage 
display dramatizes the low-cost 
story in a remarkably effective 
way. The motorist’s eye is drawn 
to the garage by its unusual loca- 
tion, and then he realizes what 
the sign is telling him. If he’s 
been renting a garage he mentally 





[We invite readers to send in Tips, with or without photos. The best received each 
month wins $2 prize] 





figures that with actual rental savings he could pay for materials for one 
on his own lot in a little over a year; and another sale is made. 








as the debtor needed cigarettes, chewing 
tobacco and gasoline for his automobile, 
as usual. 

Having taken the family by surprise in 
their attempt to hasten off to parts un- 
known, a smoldering hostility was at once 
fanned to flame. Ignoring it, we pro- 
ceeded to explore the grounds and found 
the hayrack, all set up, and freshly 
painted (with our paint). Amid much 
ado, and physical, spiritual and coercive 
objection, mingled with abusive comments 
regarding the $4 worth of hardware in- 
corporated in the rack, we proceeded to 
load the entire rack on our truck and to 
haul it back to the yard, when it was 
unloaded to be later offered for resale. 
We have since sold the rack and liqui- 
dated the account. 

In passing, would like to-say that the 
Cambridge Lumber Co. was the only one 
of the several merchants, professional 
men, and the landlord, who obtaitfed one 
red cent from this particular person. 

Again, one alert truck driver is worth 
three “pay-day robots.” 


Extra Value of Heat-Treated 
Linseed Oils 


The value of adding a portion of heat- 
treated or kettle-cooked linseed oil to 
paint vehicles has been open knowledge 
to paint manufacturers for some years. 
Those manufacturers who have facilities 
for heat-treating find that the use of a 
blend of linseed oil, containing a portion 
of kettle-cooked oil, improves paint film 
in several respects. It assures better 
brushing, better leveling and higher gloss, 
in addition to materially increasing the 
film durability. 

Today, the retail lumber and building 
material dealer can supply the master 
painter with a pure linseed oil containing 
a percentage of polymerized or kettle- 
cooked oil. Within the past year, the 
refinement of this oil has so progressed 
that the blend with the polymerized or 
heat-treated oil is as light in color as a 
regular raw or boiled linseed oil. 

These new oils, however, are known 
as Pol-mer-ik oils and should not be con- 
fused with various compounds sold as 
substitutes for linseed oil. Pol-mer-ik 
oils are strictly pure linseed oils, ten per- 
cent of which have been kettle-cooked to 
a varnish body. They are available in 
both raw and boiled, and at the same 
price as regular raw or boiled oil. 

Master painters, with such oils avail- 
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able to reduce ready-mixed paints or to 
use with white lead, can obtain the im- 
proved qualities in their work which these 
oils impart to the paint job; both dealers 
and painters can tell a convincing story 
to the home owner and assure him of a 
finished surface covering of greater dura- 
bility and finer quality. 





Customers Appreciate Extra 
Service of Handy Saw 


The Redford Lumber Co., of Redford, 
Mich., a suburb of Detroit, maintains an 
up-to-date yard, and to give custom- 
ers extra service it recently installed an 





Yardman does some special sawing for a 
waiting customer 


Ever Ready saw, manufactured by the 
Hutchinson Mfg. Co., of Norristown, Pa. 
The picture shows Harold Sleep, mill and 
yard man of the company, sawing a board 
for a customer who is waiting nearby. 
Half circles or crescents are being sawed 
from the entire length of the board. Mr. 
Sleep said: “It is a great little machine,” 
we get many new customers because they 
know they can have any sort of special 
work done.” The saw is mounted on a 
trestle so that it can easily be moved to 
any place in the yard where its use may 
be desired. 





Open-Display Woodworking 
Shop Increases Sales 

An open-display woodworking shop 
on the sales floor of the Independent 
Builders’ Supply Co., Los Angeles, Calif., 
attracts attention and increases sales of 
“tailor-made” articles. The power tools 
used are a lathe, band saw, scroll saw and 
sander—the latter shielded by a screen to 
prevent particles from flying all over the 
store. 

With these tools the company is able 
to make any ordinary article of wood 
that is called for, as well as special ar- 
ticles required by customers. By work- 
ing out ideas with customers, the shop 
comes closer to the individual needs of 
its customers, and this often leads to sales 
of other articles for home use. 


Amermecanfiumbherman 


In addition to working out special 
ideas for customers the above firm has 
developed sales of ladders in various 
sizes, and other specialty items that the 
woodworker can build in his spare time 
when not engaged in working out an 
idea with some customer. In this way 
the dealer has been able to work up a 
profitable sideline on a small investment. 





Formal Opening of Modernized 
Yard Is Held 


Bayton, Tex., June 13.—The Britton- 
Cravens Lumber Co. local yard held for- 
mal opening of its enlarged and modern- 
ized building materials establishment re- 
cently. Several new departments have 
been added, greatly enlarging the extent 
of its service. 

Hundreds of people have visited the 
yard to look over the improvements. 
J. D. Jones, manager, expressed himself 
as being well pleased with the interest 
which the people have taken. 

This company is Tri-Cities headquar- 
ters for Sherwin-Williams paint and var- 
nish, and its stock of this commodity has 
been more than tripled. Mr. Jones also 
is proud of his new builders’ hardware 
department. Every article of hardware 
necessary for the construction of a home 
or business building may be found in this 
stock, 

The new wallpaper department is an- 
other innovation certain to find favor 
among Tri-Cities’ residents. A full line 
of patterns, and plentiful supplies of each, 
are on hand at all times. 


Caught "On the Fly" 


Howard W. Dunn operates a sawmill 
and retail lumber business in the thriving 
little town of Kingsley, Mich. Recently 
a representative of the AMERICAN LuM- 
BERMAN, driving through, stopped to get 
acquainted with Mr. Dunn, who has been 
a regular reader for many years. The 
representative arrived just in time to find 
Mr. Dunn reading his latest copy of the 
AMERICAN LUMBERMAN and prevailed 








Mr. Dunn said he was #1 
going to build a new 
mill and needed the 
American Lumber- 
man more than ever 
so he could watch its 
advertising pages, 
for equipping the 
new plant. Said he: 
"The advertising 
pages of the Ameri- 
can Lumberman are 
educational, and | 
look them over every 
issue” 
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upon him to stand by his new Chevrolet 
1¥4-ton truck for a snapshot. Result is 
shown herewith. The truck was loaded 
with a “jag” of lumber to be taken out 
to a farmer customer. 





Manufacturer Offers Some 
Good Suggestions on 
Dealers’ Advertising 


Acting upon the theory that good ideas 
belong to those who can use them, we 
are passing along some pertinent thoughts 
on retailer advertising and display sug- 
gested by a manufacturer in an enclosure 
sent out with its monthly bulletin by the 
Carolina Lumber & Building Supply 
Association (Inc.), Charlotte, N. C., 
under the thought-provoking heading 
“Why Don’t More Lumber and Building 
Material Dealers Advertise?’ This timely 
message reads in part as follows: 

“T am not an advertising salesman—I 
have no advertising to sell and surely 
could not be called an expert on adver- 
tising, but I do know that far too few 
dealers are taking advantage of the adver- 
tising programs mapped out by manufac- 
turers of various items that are dis- 
tributed or sold to the retail trade by 
material dealers in the Carolinas and 
every other State. 

“Tf competitors, whom many of you 
fear the most, ceased sending out their 
catalogs, which are, after all, an advertis- 
ing medium, how many years would it 
take before they would be forced to close 
their doors? Pick up your local paper— 
if there is a mail-order store in your town 
or nearby town you'll find an advertise- 
ment in every issue, some of the items 
advertised are similar to what you sell 
and sometimes they are priced higher 
than what you are asking for them, but 
yet your potential customers buy from 
them for only one reason—they adver- 
tised this particular item. 

“The next time a salesman asks you 
if you want any advertising literature or 
direct mail advertisements, don’t say, 
“Sure, send me some,” and then receive 
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several packages of expensive advertising 
matter which are stored away to be for- 
gotten. I.ook over what he has to offer, 
select the type of advertising that you 
feel will be of greatest benefit to you and 
then use it for the purpose for which it 
is intended. If you do not have a mailing 
list, start a small one and keep it growing. 
In case of local newspaper ads, time your 
local advertising to appear the same week 
as the product is advertising in some 
national magazine. The ammunition is 





waiting for you—fire it at your trade, 
and you'll be surprised at the results. 


“A few words about display: It is not 
possible for you to have everything you 
sell on display, but there are items that 
take up very little room that are stored 
away in your warehouse. Dust them off, 
bring them into the office and sell them. 
A man new to the lumber business (get 
that word “new’’), found a combination 
storm and screen door in the warehouse 
—he had to ask what it was, took it into 
the office, and in less than three weeks 
sold seven.” 





Circularizing the Neighborhood 
Gets Results 


By putting out 3,000 to 5,000 circu- 
lars each month, offering specials, or in- 
terest arousing suggestions regarding the 
smaller goods carried in its retail store, 
the West End Lumber & Material Co., 
of Little Rock, Ark., has materially im- 
proved its standing among householders 
of its community as “the place to buy.” 

The circular is the initial move toward 
getting back into direct mail promotion, 
a promotion which had been profitably 
developed a few years ago, and then 
dropped, W. M. Wilbourn, president and 
general manager, said. The direct mail 
list, carefully selected, is becoming stable 
enough to warrant further development. 

Circulars are distributed, of course, 
without reference to lists; though their 
distribution is confined to the firm’s sell- 
ing territory. They have served excel- 
lently to catch repair-minded trade, Mr. 
Wilbourn found. They are attractively, 
even though cheaply, gotten up, and only 
a limited number of suggestions are used 
on them each month. The company ex- 
tends its appeal into as many fields as 
can be reached with the lines carried. 


American flumberman 
Selling Materials for Tourist 
Cabins Earns Profits for 


Wisconsin Retailer 


Waupun, Wis., June 13.—A compara- 
tively new field which belongs to the lum- 
ber dealers of the country and could 
profitably be cultivated by them in their 
communities is that of tourist cabins. Al- 
though there have been cabin camps for 
several years, travelers in some parts of 





The six tourist cabins 

in Waupun, Wis., ma- 

terials for which 

were sold by the 

manager of a Laibes 
yard 





the United States find the overnight shel- 
ters to be poor accommodations. 


Last summer, H. C. Engelbracht, man- 
ager of the local Fuller-Goodman Co. 
yard, sold materials for two tourist cot- 
tages to the owner of a gasoline station 
at a point where two much traveled high- 
ways joined. Practically everyone en- 
tering or leaving Waupun passed the 
cabins, and they were rented from the first 
night they were open. With a thick lawn 
before them, the attractive cream-colored 
wood cottages presented a strong invita- 
tion to the tourist traffic. The owner of 
the cabins told Mr. Engelbracht that they 
just about paid for themselves the first 
season. Business was so good and re- 
quests for the accommodations were so 
numerous that he bought material for 
three additional single cabins and one 
double one during the past spring, and 
had them ready for this summer’s tour- 
ists at the start of the season. All six 
of the places have been occupied nearly 
every night so far, and plans were under 
way at the time of the call to erect an- 
other row, facing the first half-dozen. 


The single structures, offering sleeping 
accommodations for two persons, cost ap- 
proximately $175, while the larger unit 
cost about $225. Sales of a few places 
such as these make a nice profit for a 
lumber dealer. In yards where there is a 


25 


carpenter, it would be possible to prefab- 
ricate the walls, floor and roof right at the 
base of supplies and truck the sections 
to the site where the cabin is to stand, 
for assembling there. 





Random Shots—Hit or Miss 


The biggest word in selling is “demon- 
strate.” It imparts the most valuable 
advice on the subject of salesmanship. It 
stimulates buying more than words. It 
fixes the customer’s attention and stimu- 
lates interest. Most buyers are quicker 
to understand by the eye than through 
the ear. Demonstration holds attention 
whereas conversation is merely “talk.” 


* * * 


A lumber merchant who has enough 
people to attend to his business, without 
getting his hand in, is like a blind man 
who never sees the beauties of the sun- 
light or the moonlight. Don’t get that 
way. The golf course may look more in- 
viting, or the race track more interesting, 
or the outside friendship which leads you 
astray, but the minute you forget the rea- 
son for being in business, that minute you 
are ultimately lost to the business world. 





Arrangement of Yard Increases 
Working Efficiency 


Attractive in appearance and coyveni- 
ent in arrangement is the new store and 
warehouse of the Santa Rosa Lumber 
Co., Santa Rosa, N. M., shown in accom- 
panying picture. 

The store building is 28x120, with a 
28x50 room cut off in the rear for sash, 
doors, glass, wallpaper and various items 
preferably not put on the floor in the 
front room. 

The shed is 85x120, it has two 22-foot 
driveways, with 36x85-foot lumber bins 
between them, and a 20x85-foot dock in 
the front which is used for storage of 
oak flooring, wall and insulating boards. 
On the back side there is a 20x50-foot 
dock for roofings, sheet metal products, 
cement, lime and plaster. Also on the 
back side is a 20x35-foot coal bin with 
concrete floor. These driveways are open 
through the entire shed, with turning 
space in the rear; therefore traffic can 
move any way, at any time, with ample 
room for loading trucks or wagons with- 
out interference. The arrangement sim- 
plifies the handling of heavy merchandise, 
and increases efficiency very much. 





The new yard building of the Santa Rosa Lumber Co. is one of the finest in that 
section of New. Mexico 
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“The crop reduction’ program,” said 
J. W. Blakey, of the Ennis Lumber Co., 
Ennis, Tex., “will, if it really becomes 
operative, accomplish just what the term 
implies, and give our farmers less to sell. 
It is possible that heavy yields from the 
acres that are planted, or better prices 
which the advocates of the program pre- 
dict, may offset the diminished planting. 
In the meantime, however, farm business 
is slack as far as we are concerned. In 
town, we have a lot of railroad men, some 
of whom have been laid off. The result 
is that those who still have their jobs are 
afraid to build. I have all kinds of pros- 
pects for new homes, both in town and 
on the farms, but until the farmers know 
what to expect from crop reduction meas- 
ures, and until the railroad men are sure 
of holding their jobs, I see little prospect 
of much new home building being under- 
taken here in Ellis County. 


Itinerant Truckers Make 
Difficulties for Retailer 


“One very bothersome thing in this 
neighborhood is the competition of itiner- 
ant truckers who deliver lumber from 
some of the small mills direct to con- 
sumers, and advertise their prices and 
services. That it is a threat to the exist- 
ence of established lumber dealers is 
unquestionable, and in the end you can 
see why it is going to work to the dis- 
advantage of the very consumers who 
think they are profiting in making such 
purchases. I don’t like Government con- 
trol or regulation any more than anyone 
else does, but it seems that retail dealers 
in this country might learn something by 
studying Switzerland and its control of 
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Interior of wallpaper 
room showing small 
part of display in 
Ennis Lumber Co., 
“ Ennis, Tex. 


retail dealers, just as politicians, econo- 
mists and social workers are studying it 
for other reasons. 

“T understand that in Switzerland you 
can not start a retail business without a 
government permit, and that you can get 
no permit unless a survey shows that the 
community in which you are applying for 
a license to operate can support that busi- 
ness. A Swiss can engage in business 
only if he can qualify on the bases of 
experience, credit record and capital 
assets, and then provided only that the 





Part of large stock of 

wood shingles, indi- | 
cative of quantities 
of other materials on 
hand in Oldham & 
Sumner Lumber Co. 
yard at Dallas, Tex. 





town in which he proposes to establish 
himself is not already served adequately. 


Switzerland’s Regulation of 
Distribution Is Worth Study 


Mr. Blakey does not advocate adoption 
of the Swiss regulatory code, but he does 
consider that any country that can achieve 
economic stability and domestic and inter- 
national peace in the face of what are 
viewed in some other countries as insur- 
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mountable physical and economic handi- 
caps, is worth paying some attention to. 
Swiss farms require hard labor, intensive 
cultivation and defiance, very often, of the 
laws of gravitation, but Swiss people are 
well fed and farmers are happy. Natural 
resources are limited, but there are large 
manufacturing industries. All shipping 
must be done in foreign vessels, but Swiss 
goods find ready markets. The Swiss 
answer to competition is to work harder 
and produce better merchandise. 


Through a Cloudburst to 
Waco Hospitality 


Whether we drove into Waco, or were 
washed into it, is a point which we are 
unable to decide. If what we traveled 


through on our last twelve miles to the 





city was not a cloudburst, the least we 
will settle for is a deluge. Our reception 
more than justified the effort to get there. 
From Fred Smith, the Kentuckian who 
was recently sent to Waco to manage the 
Raleigh Hotel, to G. H. Zimmerman, the 
Texan who has been with the Cameron 
Lumber Co. for 28 years and who now 
manages its 93 retail yards, we received 
the kind of hospitality that is one of the 
things for which Texas is famous. 


Line’s Employees Have Long 
Service Records 


Mr. Zimmerman told us that anyone 
in the service of the Cameron Lumber 
Co. for 28 years is a comparative new- 
comer. You hardly become a permanent 
employee with less than 25 years of serv- 





View of Ennis Lumber Co., Ennis, Tex. Note 
the wallpaper room to left of front entrance 
to yard 
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Texas Believes Industrial 


Growth Will Add to Oil- 
Cotton Activity -- Much 
Home Building Progress 











ae ice, and anyone with less than 30 years deemed so essential to our prosperity that Exterior of yard of Oldham & Sumner Lum- 
nt is deemed to be just getting his feet on if it finds itself in difficulty, east Texas ber Co., Dallas, Tex. Note the attractive 
les the ground. will be in serious trouble. steel fence along the sidewalk 
| “Our purchasing agent,” said Mr. Zim- , 
the merman, “has been here 33 years, and Many Lines of Industry Are 
are ‘ : Being Developed of Waco, the company operates a large 
our man in charge of oil field yards has : : 
ural ; for 33 Th . “We | “nie shin ah rf ground-floor retail store with excellently 
srge een here for 32 years. e€ secretary e have just scratche © SUTIRCE  Geneaed windows and complete displays 
ving of the company is a youngster with a_ of possibilities in Texas. Most of our of wallpaper, paint, hardware and other 
wiss materials and building accessories. 
ee Austin, State Capital, Is Busily 
Building Homes 
Austin, like most capital cities of west- 
Large, well-kept sign ern States, is a busy place, with construc- 
in yard of Oldham & tion of all kinds going at a lively clip. 
vere Sumner Lumber Co., Early one Saturday afternoon, a call at 
are at Dallas, plainly vis- the Calcasieun Lumber Co. found Mr. 
eled ible to passing motor- Drake and members of the office, sales 
the ists and pedestrians and yard forces driving hard to complete 














29-year record. We have any number of 
men in various capacities with service 
records extending more than 35 years.” 
The company operates in Texas and 
Oklahoma, and in addition to its retail 
yards, has 13 wholesale outlets. All of 
its east Texas yards are in the oil fields. 


Oil Is Only One Contributor 
to-Texas Prosperity 


“To manage a lumber yard in the oil 
field country,’ said Mr. Zimmerman, 
“you’ve got to be a 24-hour-a-day man, 








manufacturing at present is lumber, sash 
and doors, cotton and cotton seed prod- 
ucts, but we can develop many more 
manufacturing industries. We are be- 
ginning, for example, to do a lot of steel 
fabricating from raw steel received by 
boat at Houston. I believe that Texas 
has fewer people on relief and is in better 
business condition than any other State 
in the Union. 

“In all of our yards, we handle com- 
plete lines of building materials, including 


the week’s work preparatory to closing 
the plant for a half-holiday. In the few 
minutes left before Mr. Drake was due 
to be picked up by a fellow member of 
a local club for an afternoon of golf, he 
confirmed what we believed by telling 
us that there was real activity in home 
building, and a normal amount of heavy 
construction in stores and office buildings 
in the downtown area. Austin dealers, 
as a rule, do no contracting, and little if 
any direct selling of new home construc- 
tion. They do, and this includes the 
Calcasieu company, aid the contractors 
in closing sales of small homes, and they 
also turn over to reputable contractors 
such leads as they are able to find. Mr. 


t we : ; paint, hardware and wallpaper. We pur- Drake told us that on small jobs the local 
ption and sleep in the office if at all. We make chase paint and wallpaper in carlots.” yards are just about unanimous in their 
here. a practice of sending only single men to In connection with its headquarters practice of collecting direct from the 
who these yards. There is a lot of drilling office in the heart of the business district owner for all materials that are delivered, 
o the still being done around Kilgore, and as 
- the long as that continues there will be an 
won active demand for materials and equip- 
aon ment. There is now a new field coming 
sived in southwest of Wichita Falls. At pres- 
£ the ent, it seems to be about a 12-mile area. 
It looked for a time as if the oil country 
might be in for some trouble through 
over-production, and a consequent falling 
off in prices. The Mexican trouble, how- 
yone ever, may change the outlook somewhat 
leew by taking Mexican oil off the market. 
er There is no question that oil has been a 
lh “oon to Texas, and that it will play a 
‘elds prominent part in our development in the 
future, but the oil industry should not be 
Note Front of display room for builders’ hard- 
france ware, paint, wallpaper, and small building 





specialties at Oldham & Sumner yard 
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thus eliminating the possibility of a 
contractor using funds collected on one 
job in payment for materials used on 
another. Mr. Drake, we suspect, would 
have stayed on through the afternoon 
telling about the lumber business in Aus- 
tin, but, when a man has been looking 
forward to a round of golf after a busy 
week, he is entitled to it unburdened by 
an itinerant editor. 


Dallas Retailer’s Slogan Is 
“Let’s Talk Lumber” 


In Dallas, George W. Owens, of the 
lumber company that bears his name, was 
closeted with a prospect for a new build- 
ing, with whom he had been working for 
some time. That particular morning 
found Mr. Owens and his prospect iron- 
ing out numerous details preparatory to 
signing a contract, and word was sent out 
that it looked as if he would be tied up 
all day. We therefore talked, very briefly, 
to Mr. Diamond, and left with a mental 
note to make the yard a stopping place 
on the next visit to Dallas. Without 


\ 


talking to Mr. Owens or even seeing him, 
we were able to reach the conclusion that 
he is an alert merchandiser. There are 
numerous evidences of this in the well 
displayed complete lines of both major 
and minor building materials. That ad- 
vertising is an important part of the com- 
pany’s selling program was apparent 
from the garb of the yard men and truck 
drivers. Each one is equipped with a 
neat olive drab shirt which makes him 
distinctive and readily identifiable with 
the company, without appearing to be in 
uniform. On the back of each shirt in 
neat embroidery is “Geo. W. Owens Lbr. 
Co.” in black. Embroidered in red just 
below the company name is the slogan 
“Let’s Talk Lumber.” The same slogan 
is used on trucks and on the front of the 
office and display room. 


Triangular Lay-Out Includes 
Attractive Office 


Just inside the city limits and within a 
stone’s throw of the Texas Centennial 
Exposition grounds, is the neat and busy 
yard of the Oldham & Sumner Lumber 
Co. A double shed at one end of the lot 


American fiumberman 


runs perpendicular to the street, and 
extends nearly to the rear. A second 
shed forms the hypotenuse of a right tri- 
angle, the third side of which is the neat 
steel fence along the sidewalk. The tri- 
angle is truncated near what would be 
the intersection of the fence and rear shed 
to make room for the office. This is a 
neat building with a particularly attrac- 
tive interior, a view of which is shown 
with various members of the company at 
their desks. The walls, including the 
curved corner at the rear, and the ceiling 
are 14-inch Celotex plank and tile coated 
with casein paint. The conference room 
visible behind the low window at the rear 
right is ™%-inch fir plywood with ma- 
hogany veneer. 


Display Facilities Are Put 
to Excellent Use 


Passing through the door at the left, 
one enters the yard and sees the display 
room, an exterior view of which is shown. 
As indicated by the sign overhead, the 
displays feature paint and builders’ hard- 


_ 
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ware. The hardware stock is one of the 
most complete we have seen, and there 
is also a good stock of wallpaper and 
glass, together with accessories, including 
nails. The novel effect on the front of 
this room was obtained by striping black 
tempered tile with white paint applied 
with a striping machine. - Large and com- 
plete stocks and excellent use of display 
facilities characterize the yard. 


Plan Books Are Preliminary 
to Architect’s Drawings 


“We try to sell everything that goes 
into the construction of a house,” said 
W. B. Oldham, “and doing that sets our 
lumber sales at 40 to 50 percent of our 
total dollar volume. We get a lot of our 
business by doing direct selling of the 
idea of building a house, and at the same 
time selling the prospect on the idea of 
having one of our contractors do the 
work. We stay right with the contractor 
to help him close his deals. In the initial 
stages of developing a sale, we use an 
assortment of plan books for basic ideas 
to help the prospect make up his mind, 
then turn the ideas over to an architect 
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for development into finished plans. We 
finance a lot of this work to the extent 
that we furnish the contractor’s payroll. 
We advance the payroll to him every Sat- 
urday, and, when plumbing and other 
mechanical trades are roughed in, we pay 
the sub-contractor one-half the amount 
of his: contract. At the conclusion of 
mechanical trades work, the sub-con- 
tractors are paid in full. At the conclu- 
sion of the job, the loan company makes 
an inspection, and we get our money. 
Nearly all Dallas yards work this way. 


FHA Mortgages for 90 Percent 
Aid in Home Building 


“At present there are many houses 
being built for sale in Dallas. Under the 
FHA plan, a professional builder can get 
a conditional commitment for a loan to a 
responsible purchaser, then sell to a man 
who can qualify. Some builders are going 
ahead without FHA approval, but in 
accordance with FHA standards. In this 
way they can get insured loans up to 80 
percent of the cost for purchasers who 
can qualify. We are handling a lot of 
work under Title 2, and actually getting 
mortgages insured for 90 percent of the 
total on houses averaging $3,500 to 





Interior of Oldham & Sumner Lumber Co., 
Dallas, Tex. Men in picture are: left front, 
W. R. Bonds; right front, C. H. Dodd; left 
rear, Harry Kynett and a contractor at side 
of desk; right rear, W. B. Oldham; at ex- 


treme rear, bookkeeper and two yard men 





$4,000. Dallas people who are building 
these small houses on 90 percent loans 
are mostly salaried workers with incomes 
in the neighborhood of $150 to $200 a 
month. Our houses here, of course, gen- 
erally have no basements or heating 
plants, and an average five-room brick 
bungalow, well built, runs about $4,000, 
while a six-room house will run from 
$4,500 to $5,000. 

“On the work we finance, Dallas yards 
will very often run three dollars outlay 
for every dollar of material they sell on 
a given job. Located as we are, we get 
comparatively little over-the-counter busi- 
ness. At one time we tried a cash plan 
on small sales, but gave it up very soon, 
because we could not get enough volume 
to make it pay. 

“FHA has helped us wonderfully, and 
with the new set-up we look for no reces- 
sion in building in Dallas.” 

That opinion seemed to be fairly gen- 
eral, and easily justifiable, judging from 
the number of small homes under con- 
struction in and near the city. In addi- 
tion to the type of houses mentioned by 
Mr. Oldham, there are a lot of little 
$2,000 houses under way. These, like the 
larger ones, have no basements or central 
heating plants. Gas-consuming floor 
heaters are the almost universal answer 
to heating requirements in most of the 
modest homes in that part of Texas. 
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This Retailer Sells 
Job Complete 


TRAVERSE City, Micu., June 13.—The 
amount of interest being manifested in a 
plan recently inaugurated by the Traverse 
City Lumber Co. would seem to indicate 
that the company has “got something,” 
to use a current slang expression. The 
plan is, that the company now takes the 
general contract for building and remodel- 
ing jobs, sub-letting the labor part. K. 
Keene is manager of the company, and 
E. D. Geeck has charge of the contacting 
and other outside work; also the drawing 
of the plans. 

The company operates along the fol- 
lowing lines: Assume, first, that a cus- 
tomer or prospect is contacted, to find out 
what he wants, how much he wants to 
spend, and when he wants the work done. 
At times it is necessary for Mr. Geeck 
to draw a number of preliminary sketches 
before he hits on just what the customer 
wants. When the final decision is made, 
complete plans are drawn, from which the 
work is done. 

The contractors of Traverse City like 
this new method very much, as it relieves 
them of much detail work and responsi- 
bility. When the lumber company first 
contacts a customer with regard to any 
contemplated job, a contractor who is 
considered to be best suited for the type 
of work involved is called in. The con- 
tractor knows that he will be the only 
one consulted on that particular job, and 
that he will get the labor part of the con- 
tract, if the Traverse City Lumber Co. 
lands the job. With this understanding, 
contractors of the city are glad to co-oper- 
ate with the company, to their mutual 
benefit. 

The customers also like the new 
method, as they know that the Traverse 





Portion of ee room of Traverse oot 
Lumber Co., walls and ceiling of whic 
demonstrate various materials 
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A home recently built 
complete by the Tra- 
verse City Lumber 
Co., which took the 
general contract, sup- 
plying the materials 
and sub-letting the 
labor 





City Lumber Co. will be there in future 
years to back up its work and materials; 
that if a door or other part of the job 
should go bad in three or four years, the 
company will make it good. 


This feature was well demonstrated by 
a conversation which a representative of 
the AMERICAN LUMBERMAN had with the 
owner of a tourist camp which the Tra- 
verse City Lumber Co. had just com- 
pleted. Said he: “I had only so much 
money to invest in the project, and 
wanted to get the most for that amount. 
I wanted to be sure that a reliable firm 
would back up the, work and materials 
used in constructing the camp. That is 
why I went to the Traverse City Lumber 
Co., and now that the camp has been 
turned over to me I am very well pleased 
with the job and the treatment I received 
from the company.” 

The camp referred to is known as the 
Locust Beach Tourist Camp, located 
about three miles outside the city limits, 
on a main highway along the shore of 
Grand Traverse Bay: The camp consists 
of 14 units, an office and general store 
building. Accompanying photographs 
show a view of the camp and a close-up 
of one of the units. The office and store 
building is not shown, as it is in the 
center of the half-circle of cabins, right 
on the highway. 

Another picture shows a private home 
that had just been finished in the city. 
The plan was originated and complete 
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working drawings made by Mr. Geeck. 
The owner had told them he had a certain 
amount of money to put into a home, 
and the company showed him plans of 
the house it could build for that sum. The 
owner accepted, and the company took 
the general contract, supplying the mate- 
rials, and sub-letting the labor. As Mr. 
Geeck said:. “We specify every nail that 
is used in constructing any job we take 
the contract for.” 

Just prior to the AMERICAN LUMBER- 
MAN staff man’s visit, the company had 
completed an unusual remodeling job. A 
building on the main street—one of the 
first built in Traverse City, being over 70 
years old—was empty, rundown, an eye- 
sore to the community, and profitless to 
the owner. A company leased the entire 
building, then told the Traverse City 
Lumber Co.: “We have a certain amount 
to spend on remodeling the building; 
what can you do for that sum?” The 
company called in a contractor with years 
of experience in that sort of work. To- 
gether they inspected the building, and 
decided what could be done for the 
amount available. Plans were drawn and 
presented to the lessee, who accepted. 
The result is an uptodate looking build- 
ing on the main street, a suitable place 
of business for the lessee, a source of 





At right is Mr. Geeck at his desk; at left 
is his secretary. This office forms part of 
display room 
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revenue for the owner, a nice 
profit for the Traverse City 
Lumber Co., a profit on the 
labor for the contractor, and 
everybody satisfied. 

The lumber company main- 
tains a very attractive office 
and display on one of the 
main streets of the city, just at 
the edge of the business sec- 
tion. A picture shows Man- 
ager Keene at his desk; also 
his secretary at hers. The of- 
fice has a beamed ceiling of 
hand-hewn fir timbers. The 
walls of the general offices are 
covered with Idaho red cedar 
panels, making a very beauti- 
ful room. 

Another picture shows a 
portion of the display room, 





Top—General view of Locust 
Beach Tourist Camp, recently 
completed by the Traverse City 
Lumber Co. Bottom—A close- 
up view of one of the tourist 
houses in the camp 
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where Mr. Geeck’s office is lo- 
cated. The visible walls of 
the display room are covered 
with various materials, such as 
knotty white pine, log siding, 
various types of wall boards, 
and different species of woods. 
The portion of ceiling shown 
in the picture is covered with 
Nu-Wood paneling, and panels 
of pecky cypress. The floor is 
laid with various kinds and 
grades of flooring. Thus the 
room is an exhibit of many of 
the materials used in con- 
structing a modern home. 
Mr. Geeck stated that thus 
far the building jobs handled 
have been either for persons 
who had the necessary cash, 
or else had arranged for fi- 
nancing by local sources, 
mostly private, although some 
jobs have been taken care of 
by FHA loans. The company 
itself sometimes assists in fi- 
nancing when necessary, and 
even carries some short-term 


paper. 





Showroom-Offices 
Attract Attention 


Pontiac, ILL., June 13.—There have 
been some changes made at the yard of 
the I. N. R. Beatty Lumber Co. here, 
and such decided changes that 700 people 
from Pontiac and the surrounding coun- 
tryside accepted the company’s invitation 
to attend open house June 4, from ten 
o'clock in the morning until five-thirty 
that afternoon. Sales representatives of 
the manufacturers of nationally adver- 
tised lumber and building materials, paint, 
builders’ hardware, fence, etc., handled 
by the company, were also present with 
displays to explain the utility of their 
products to those interested in moderni- 
zation, repair and new construction. 


The new "$4,000 
front" of the Pontiac 
yard of |. N. R. 


Beatty Lumber Co. 
Ten-inch cedar sid- 
ing, painted white, 
played an important 
part in the moderni- 
zation 





The improvements at the Beatty yard 
include a completely new front for the 
portion of a building facing a main street, 
a new showroom and offices. The 
extent of changes and additions made 











may be realized to some degree when 
one considers the cost—$4,000, which 
the company considers a wise investment. 


Contractors Given a Pre-View 


Pontiac contractors were given a pre- 
view of what was to be shown to the 
public, when they were invited to the 
yard on the evening of June 3. They 
were taken on a tour of inspection, shown 
the building material exhibition of the 
manufacturers’ representatives and were 
dinner guests, after which the provisions 
of Titles I and II of the revised Housing 
Act were explained by Doren Eitsert, 
field representative of the Allied Building 





The old building which now houses the 
office and showroom. Company trucks may 
be seen at the right 
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Credit, (Inc.) Chicago. There were 
twenty-seven at this meeting. 

Twenty useful items were given at the 
“house warming,” including a fifty dollar 
corner cabinet. Those in attendance 
signed registration cards and also signed 
cards at the exhibition booths in case of 
interest in the possible use of a certain 
product. 

The outside of the remodeled building, 
containing the offices and display room, 
is 10-inch cedar siding, painted white. 
Hard maple floors are used throughout, 
the building is heated with hot water and 
completely insulated with balsam wool. 
Decorative insulation board, in two de- 
signs, is used for the ceilings, and all walls, 
with the exception of those in a private 
office which are covered with insulation 
plank and wainscoting, are of fir plywood. 
Kolortrim moulding is used throughout. 
Unit casements and windows have been 
installed and the windows are equipped 
with venetian blinds. Indirect lighting 
fixtures provide proper illumination. The 
display room is utilized for seasonal sug- 
gestions and contains complete paint and 
builders’ hardware departments. Seven 
styles of doors are in actual use in the 
new part of the main building. 

The site of the Beatty yard has been 
the home of a retail lumber and building 
material yard for the past fifty years. The 
first was that of E. B. Kipp & Son. This 
business was purchased by the Beatty 
interests in 1922. The present manager 
is George T. Gore, who has held that 
position since 1928 and who started with 
the company in 1922. 


One of Seven Yards 


While showing a representative of the 
AMERICAN LUMBERMAN around the yard, 
Mr. Gore explained that the Pontiac 
branch is one of seven yards. Others 
are located at Wilmington, Joliet, Tinley 





The company's complete and impressive 
display of builders’ hardware 





Park, Orland, Oaklawn and Morris, IIl., 
the latter being the home office and head- 
quarters for the purchasing department. 


The farm trade of the company at its 
Pontiac branch amounts to fifty percent 
of the total sales volume. Most of the 
farmers pay cash, Mr. Gore said. Those 
who do buy on credit are known to the 
company or have their records checked 
by the local retail credit bureau before 
a delivery is made. In this manner, bad 
accounts are held to a minimum and the 
loss on such accounts on 1937 business 
amounted to one-fourth of one percent. 


Regular newspaper advertising is a 
feature of the company’s sales promotion 
program. Very little use is made of direct 
mail. The yard is recognized as a head- 
quarters for the farm folk and seldom do 
they make a trip into Pontiac without 
stopping in. Not only are small sales 
made at these times, Mr. Gore stated, 
but the visits also give him the oppor- 
tunity to inquire about contemplated 
repair or remodeling jobs. Carrying 
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quality stocks of na- 
tionally advertised 
materials, the com- 
pany furnishes every 
item for house con- 
struction with the 
exception of plumb- 
ing, heating and 
electrical fixtures. As 





The paint. display is 
attractively arranged 
and easily inspected 





there is no architec- 
tural service avail- 
able in Pontiac, most 
home builders select 
their houses from 
stock plans and con- 
struction is handled 
by contractors. 


Ford and Chevrolet trucks are used for 
deliveries of coal as well as building ma- 
terials and barn equipment. The company 
does not stock barn equipment but fills 
its requirements in three days on order 
from the manufacturer. 





Intercoastal Charter Practices 
to Be Investigated 


San Francisco, CAuir., June 11—Word re- 
ceived here indicates that the United States 
Maritime Commission will investigate charter 
practices in the lumber trade between the Pa- 
cific Coast and Gulf and Atlantic ports. The’ 
inquiry is expected to delve into all phases of 
charter shipping, affecting other commodities 
as well as lumber. Complaints of unfair com- 
petition, discriminatory rates and generally de- 
moralized conditions in the intercoastal charter 
trade are the grounds for the investigation. 





George T. Gore, manager, standing at the 
left of the sales desk 











Two years ago the section shown in the above layout was a pasture on the edge of Waupun, Wis. Since the spring of 1936, 
a street has been built, city improvements put in, and a dozen houses constructed. These residences are a few of those erected 
in the town with materials from the Fuller-Goodman Co. 


New Houses ARE Being Built 


Lumber Company's Satisfied Cus- 

tomers Are Its Best Salesmen; Re- 

modeling Brings Profits, Increases 
Owners’ Revenue 


Two Wisconsin Towns Reverberate 
With Noise of Construction as Res- 
idences in Low and Medium Cost 


Classes Are Sold 


There are probably more new houses 
being built per capita in the small cities 
and towns of America than in their 
larger sisters. A few of several reasons 
why this is the case are, the comparative 
low tax assessments in the former com- 
munities, the cheaper labor rates, and the 
fact that the average resident of a 
smaller town seems to be more perma- 
nently settled than many big city dwell- 
ers. The construction programs of any 
size that are going on in major cities are 
| in adjoining suburbs away from exces- 
sive taxation as was borne out in the 
AAMERICAN LUMBERMAN’S resume of 
building activity in Chicago in the June 
4 issue. The following article is based 
on the findings of an editorial representa- 
tive in two Wisconsin towns, where lum- 
ber dealers are going after new housing 
prospects and getting their names on con- 
tracts for homes. 

Kenosha, with its unimpeded and 
lovely view of Lake Michigan, is having 
its landscape dotted with a number of 


fine new homes. At the time of the writ- 
er’s visit, the Kenosha Lumber & Coal 
Co. was supplying materials for eight 
dwellings in various stages of construc- 
tion. George W. Anderson, secretary- 
treasurer of the concern, said that’ four 
FHA insured mortgage loans had been 
put through the preceding seven days, 
and that the First National Bank in the 
city was granting loans up to 80 percent 
on Title II and up to 90 percent on Title 
I. The co-operation which this company 
was getting from financial institutions, 
contractors and others with whom it 
came into contact in its home building 
operations was a pleasure to see. 


EVERY LEAD IS FOLLOWED 


About 70 percent of the business re- 
ceived by the firm comes from its adver- 
tising and through leads turned in by 
contractors working with the company 
under its Guild system, according to 
Thomas J. Montemurro, sales manager. 


Every tip received is followed up until 
















—LEFT 


One of the lower cost 
homes sold by the 


' Kenosha Lumber & 
Coal Co. at a price 
of $3,800 





RIGHT— 


The owner of this 
house on the out- 
skirts of Kenosha, 
Wis., is doing some 
of the work on it 
himself 
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it culminates in a sale, or definitely 
proves to be a dead-end proposition. Mr. 
Montemurro related the slender thread 
of a lead which led him to sell one house. 

One morning on the bus going to the 
lumber office he overheard the driver ask 
a passenger if he had gotten his new 
home under way. The man answered in 
the negative, and went on to tell the lab- 
yrinth of details in which he had found 
himself enmeshed while trying to get 
started. Finally getting disgusted, he had 
decided to wait awhile. The salesman 
rode past his stop so that he could talk 
to the driver after the man got off, and 
learned who the home-minded individual 
was. That night he called on the pros- 
pect, found out what his family’s needs 
were in a house, explained what the Ke- 
nosha Lumber & Coal Co. offered its cus- 
tomers, and generally laid the ground- 
work for the house sale that followed a 
few days later. Everyone in the com- 
pany knows that it is part of his job to 
give lots of service and advice to a cus- 
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tomer, and. that he is to stress quality 
when selling instead of price. 


SATISFIED OWNERS BEST SALESMEN 


The dwellings for which materials 
were being sold from the- yard ranged 
in cost from about $3,800 to $7,000. 
Most of them, however, were around 
$5,000. On a drive around Kenosha to 
see some of the new homes, Mr. Monte- 
murro was constantly pointing out ones 
under construction, those sold the past 
couple of years, others which had been 
remodeled, and business places that were 
improved with materials from his com- 
pany. All of the homes going up are 
modern in every way, with several being 
the now famous Johns-Manville triple in- 
sulated type. The owners of the places 
being built are enthusiastic over the 
sound construction principles followed 
in their homes, and will be apostles for 
the company among their friends for a 
long time to come. 

One of the accompanying pictures 
shows two houses on adjoining lots that 
form an enlightening story by themselves. 
The house with four windows in front 
was soundly constructed by a contractor 
working with the Kenosha Lumber & 
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done by the firm. While buying a suit 
one day, Mr. Montemurro got ac- 
quainted with the owner of an apart- 
ment house who was discouraged be- 
cause his building had six-room suites 
which attracted mainly large families 
that were unable to pay much rent. The 
alert sales manager asked the man to 
let his company figure out a way to re- 
model the structure to provide four-room 
apartments, and made an-appointment for 
a few days later. The task of rearrang- 
ing the interior was accomplished to the 
owner’s satisfaction and appreciation, 
and he now has better-paying profes- 
sional tenants in the smaller quarters. 
Materials alone for the work ran into 
several thousands of dollars. A three- 
level, old house which had been bring- 
ing in only $25 a month to its owner had 
just been remodeled and modernized into 
a two-flat. The owner now lives down- 
stairs and rents the second floor for $55 
a month. Houses are not the only struc- 
tures for which remodeling materials 
have been sold by the company. A busi- 
ness man recently bought an old empty 
machine shop, and has had it transformed 
into a fourteen-alley bowling parlor—the 
finest and largest in the city. Three car- 
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market among the hundreds of employees 
connected with it who had a steady in- 
come as public servants. 

Mr. Engelbracht escorted us around 
the town of 5,800 to see some of the 
projects into which materials from his 
yard have gone. There was the paved 
street of twelve houses all built in the 
past two years. In the spring of 1936, it 
was a cow pasture. These residences are 
in the $6,000 class with a few slightly 
above that amount. The manager of the 
yard feels sure that building needs will 
be sold for more homes this year than in 
1937. The concern does no contracting, 
but has lists of local contractors it will 
recommend displayed on panels in the of- 
fice. Every six months the lists are re- 
vised to make additions or removals. 





European Exporters Recommend 
Firmer Selling Policy 


PRAGUE, CzECHOSLOVAKIA, June 2.—The ex- 
ecutive committee of the European Timber Ex- 
porters Convention had a meeting here on 
May 23 and 24, at which all the member coun- 
tries were represented. Austria has dissolved its 
membership. 

Mr. Kempe, president of the ETEC, opened 
the meeting; the chair was then taken by the 





This large, two-flat building was a rundown residence renting for 
$25 a month before its owner remodeled and improved it with 
materials from the Kenosha (Wis.} Lumber & Coal Co. Now, he 
receives $55 a month for the upper floor, and lives with his 

family downstairs 


Coal Co. under the Guild system. It has 
the best of materials throughout, is fully 
insulated, is provided with storm sash, 
and has the other properties going with 
a good place. It was learned that the 
owner of the second house wanted one 
patterned after the first but with a few 
variations to avoid the obviousness of 
copying. He hired a contractor who was 
to do the job at a cost figure under that 
of the other. When the cottage was 
completed, it had cost the owner $300 
more, was not insulated, did not have 
quality materials in it throughout, and 
even in appearance did not possess the 
air of anything more than a poor repro- 
duction. It is a strong argument in 
favor of a home prospect visiting a reli- 
able lumber dealer and placing his entire 
problem’ in the hands of someone who 
KNOWS how to solve it. 


REMODELING SALES GOOD 


Considerable remodeling has also been 


loads of Celotex and other materials were 


‘purchased for the walls and ceiling for 


decorating and sound-deadening effect, 
and a considerable quantity of maple was 
used in building the alleys. 


NINE HOUSES SOLD IN MONTH 


Waupun is the second Wisconsin town 
considered in this article. In the thirty 
days preceding the writer’s call at the of- 
fice of the Fuller-Goodman Co., nine 
houses had been sold at prices between 
$3,500 and $7,500. One new barn job 
was ready to be started, and concrete, 
face brick, and 2,000 glass blocks were 
being delivered for the new addition on 
the high school costing $250,000. It was 
remarked to H. C. Engelbracht, man- 
ager, that his yard seemed to be humming 
along despite general business conditions, 
and he replied that he had no complaint 
at all. It was explairied that the town 
was fortunate in having the State prison 
located in it, and thus had a considerable 


On the left is a thoroughly built cottage with full insulation and 
sound materials throughout. Thinking he would save money by 
choosing his own materials and hiring a contractor instead of 
leaving the job to his lumber dealer, the owner of the other home 


paid $300 more 


president of the Czechoslovakian State Forests, 
Dr. Siman. 

The executive committee unanimously stated 
that the consumption is good in the leading 
importing countries, England, Holland and 
Germany; that an eventual decrease in the es- 
timated imports to one country or another will 
be neutralized by an increase of the imports 
to other countries and a decrease in the esti- 
mated exports from the ETEC countries and 
Canada, estimated to total about 300,000 
standards. 


The decrease in the exports from the ETEC 
countries under their official quotas is due to 


1—An increase in the consumption in all the 
exporting countries. 

2—The less satisfactory felling conditions in 
the forests, especially in Sweden and Finland, 
so that the supply of logs will be decreased, 
compared to the estimated supply. 

3—Withdrawal of about 100,000 standards of 
the Austrian quota from the importing markets. 


Considering all these facts, the executive 
committee has unanimously decided to state 
that the less satisfactory results of the sales 
of timber is due to psychological reasons, and 
not to statistical. It believes that firm selling 
policy will be the remedy to this situation. 
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Saving For Home, First Step 
Toward Happy Married Life 


Pontiac, ILt., June 13—Henry Wag- 
ner, twenty-eight, and Miss Evelyn Tib- 
betts, twenty-seven, both of Pontiac, are 
to be married during the latter part of 





June. As Henry stated to an AMERICAN 
LUMBERMAN representative, “Of course 
the most important thing to us is the fact 
that we are going to be married, but next 
to this—we are going to have our own, 


brand new home to move into. It was 
rather hard to stint and save carefully for 
several years but being able to have your 
own home is worth every denial.” 
Questioning revealed that this young 
man and his bride-to-be consider a home 
as the foundation on which to start a 
happy married life, and had put off their 
wedding until they were sure that the new 
home would be completed in time for oc- 
cupancy immediately after the ceremony. 


Home Possible Through Savings 


On the morning of our visit to the site 
of the new house, we found Henry in- 
specting this and that, and shyly exhibit- 
ing the emotion and pride which come to 
every home owner. He deserves more 
than passing credit for surmounting ob- 
stacles which for years kept him from get- 
ting any money ahead or doing anything 
but just thinking about getting married 
and having a home of his own. His father 
died nine years ago and, until about three 
or four years ago, he had to contribute 
every cent he earned to help support his 
mother, two sisters and a brother. Since 
that time, although he hasn’t the most 
lucrative position in the world, he has 
managed to save enough to pay $525 for 
a lot and $2,000 more against the $4,000 
home which he is building. Of the $2,000 
balance which he borrowed, on FHA 
terms of five percent interest and one- 
fourth percent mortgage insurance 
premium charge, through a Chicago 
building credit agency, he has arranged 
for payment in ten years. 

The young couple selected their home 
from stock plans and, after minor changes, 


had the suitable plan and specifications 
before they chose the lot. Henry admits 
that he asked Evelyn’s advice about every 
feature. “Afterall,” he said, “she has to 
halal spend most of her 

sl time at home and she 


ie 
a is the one to be sat- 
Ra , isfied.” 


The house, shown 
in an accompanying 









Through planned sav- 
ing, Henry Wagner, 
at left, will bring his 
bride to this home 





picture, is a five 
room bungalow, with 
a full basement and 
provision is made for 
the addition of two 
rooms in the attic. 
Asphalt shingles have been used for roof- 
ing and the eight-inch cedar siding, painted 
white, makes an attractive appearance. 
The house has rocklath and plaster walls 
and balsam wool insulation throughout. 
Yellow pine is used for sheathing and the 
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foundation is of concrete blocks. The base- 
ment is divided off into a coal room, fur- 
nace room and utility space. The heat- 
ing system is hot air. Hardwood floor- 
ing has been laid in all rooms on the main 
floor, with the exception of the kitchen 
floor which will be covered with linoleum. 
Built-in cabinets and a small alcove for 
the stove feature the kitchen. There are 
numerous, well-placed electrical outlets in 
every room. 
House Conveniently Arranged 

From the front porch, one enters into 
the living room which has a clothes closet 
by the front door. An alcove separates 
the living room from the dining room. 
The linen closet and door leading to the 
attic stairway are in the dining room and 
the bathroom and two bedrooms are off 
from a small hall, shut off from the din- 
ing room by a door. The bathroom, in 
addition to standard fixtures, is equipped 
with a basement clothes chute and a re- 
cessed, mirror-front wall cabinet. The 
living room is 16x13 ft.; dining room, 
10x13 ft.; kitchen, 8 ft., 6 in. x 10 ft.; 
bedrooms, 10 ft. 3 in. x 11 ft. 
and 10 ft.6 in. x 11 ft. A side, grade en- 
trance leads to the kitchen and basement. 

The house is located on a lot 50x120 
ft. A single-car, detached garage has 
been erected at one side in the rear of 
the house and will have a gravel driveway 
leading to the street. All lumber and 
other building materials were furnished by 
the I. N. R. Beatty Lumber Co. 


New Home, Possible Through 
Savings, a Wise Investment 


Morris, IL., June 13.—Byron G. Mar- 
vick, accountant for the I. N. R. Beatty 
Lumber Co., which has its main office and 
yard here and operates branches in six 
other Illinois towns, has had ample op- 
portunity to study home ownership as an 
investment during 
his thirteen years 
with the company. 
Married for the past 
eleven years, he has 
also had the experi- 
ence of finding out 
that it isn’t the easi- 
est task in the world 
to rent suitable prop- 
erty in which to live; 
that the net result of 
regular monthly pay- 
ments to the land- 
lord has amounted to 
nothing more than a 
stack of worthless re- 
ceipts. Systematic 





No more rent re- 
ceipts for Byron G. 
Marvick; 


instead a Ge ste 


home of his own . 


saving by the Marvicks brought their re- 
serve fund to a total, about two months 
ago, which they considered sufficient to 
actually start figuring on a home of their 
own, “where,” as Mr. Marvick stated, 
“we would have security, comfort and 
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convenience, “factors which are never 
really present in rented property. 


“We found an excellent lot, 6234x80 
ft., well shaded and on a newly paved 
street, which we purchased for $1,500. 
We selected a stock plan for a two-story, 
frame house and made a few slight revi- 
sions.” 

When an AMERICAN LUMBERMAN 
representative inspected the house, con- 
struction had been underway for about 
three weeks. Sidewalks were being laid 
and the interior had been finished as far 
as the installation of floors and rocklath 
plaster base. The house is completely in- 
sulated with balsam wool and the exterior 
is finished with 10-inch cedar siding, 
painted white. Asphalt shingles are used 
on the roof. The latest design unit win- 
dows, wood sash and copper screens, are 
used throughout. Factory-made cabinets 
are a part of the kitchen equipment. 

Air conditioned heating equipment has 
been installed. Each room contains two 
air ducts to assure evenly circulated heat 
and ventilation. The basement contains 
the heating plant, laundry room and a 
recreation room 26x16 ft. This room is 
especially attractive with its insulation 
board ceiling, knotty pine walls and fire- 
lace. 

The first floor consists of a living room, 
dining room, kitchen, two bedrooms and 
a bath. The living room is 12x21 ft. ; din- 
ing room, 9x10 ft. ; kitchen, 9x10 ft. ; bed- 
rooms, 12x13 ft. The second floor also 
has a bath, bedroom and a living room. 
The bedroom is 12x15 ft., and the living 
room, 131%4x14 ft. Both bathrooms are 
to be finished with wall tile and plaster. 


Using Building & Loan Financing 


Mr. Marvick is financing the house, 
which will cost $7,500, exclusive of the 
lot, through the Morris Building & Loan 
Association, borrowing sixty percent of 
its cost. The association, which I. N. R. 
Beatty helped to organize twenty-five 
years ago, offers the home builder a direct 
reduction loan plan which is in widespread 
use in the Morris area. 

Under this plan, from which Mr. Mar- 
vick has selected a ten-year schedule to 
pay off his indebtedness, the interest pay- 
ments become less each month and the 
corresponding difference is applied on 
the principal. Interest ceases at the end 
of the calendar month on all payments 
of principal made during any month. The 
borrower pays 6 percent on the unpaid 
balance of the loan. Loans are made for 
terms of from five to fifteen years. The 
cost of obtaining a loan is $16, including 
charges for an attorney’s opinion, prepar- 
ing the papers, recording the mortgage 


and extending title papers. When a loan’ 


is made all current and delinquent taxes 
are paid. Loans are made up to 75 per- 
cent of the appraised value of the prop- 
erty. The borrower knows at all times 
the amount of the payment for each year, 
the amount of principal debt paid each 
year and the balance due on the loan at 
the end of each year. 
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Some Building High-Lights 


May Best Construction Month 
Since Last July 


Total construction contracts awarded in 37 
eastern States during May reached the largest 
dollar total since July of last year, according 
to F. W. Dodge Corp. The May, 1938, total 
figure was $283,156,000, which was an increase 
of 28 percent over the preceding month, and 
an increase of 16 percent over May, 1937. 
While the increase was largely in the heavy 
engineering classifications, residential building 
also showed a decided increase over the pre- 
ceding month and compared more favorably 
with the corresponding month of 1937, than 
has any preceding month this year. Privately 
financed work of all kinds was only 8 percent 





in 





Cost Breakdown of a 
$4500 House 


[Shown on Front Page] 


The graph printed on front cover of 
this issue, presents a breakdown, or 
analysis, of the various factors that make 
up the total cost of a $4,500 house. The 
original of this chart was made by S. K. 
Brietz, secretarytreasurer of the White- 
selle Brick & Lumber Co., Corsicana, 
Tex., and was kindly sent the AMERICAN 
LUMBERMAN (with permission to re- 
produce) by Max D. Almond, vice presi- 
dent and general manager of the com- 
pany. The special occasion for making 
this study and analysis of costs by the 
above company was explained by Mr. AI- 
mond as follows: 

“We have been having a lot of com- 
petition in this section from small saw 
mills which have no regular market for 
their product, and consequently sell to 
anyone who will come and get it and 
pay the small price that is asked. It is 
hauled by trucks, usually for distances 
less than a hundred miles. 

“Recently we had occasion to figure on 
a house, the cost of which totaled $4,500. 
The prospective builder (who owned a 
couple of trucks) thought he could buy 
his lumber in ‘East Texas’ and make a 
big saving—under the mistaken idea that 
the main cost of a house is for the lum- 
ber. So our Mr. Brietz made this break- 
down of the costs, which shows that the 
lumber on which the home owner might 
make a cash saving (because of qual- 
ity not being considered essential) to- 
taled $890, or less than 20 percent of 
the total cost of the house. 

“We have used this analysis to good 
advantage and are sending it to you, 
thinking that it might be interesting 
and helpful to some of your readers.” 




















less in dollar volume than in May of last year, 
while publicly financed work increased 55 
percent. 

Residential building contracts, with a total of 
$83,153,000, were only 1 percent behind May 
of last year, and represented the largest dollar 
volume recorded since June of last year. Eight 
out of a total of fifteen districts showed in- 
creased residential building, as compared with 
May of last year. The May figure also in- 
creased 11 percent over the preceding month. 
It did not include any large public housing 


projects under the United States Housing Au- 
thority program. The accumulated total of 
residential building contracts for the first five 
months of this year was $313,356,000; while 
this was 26 percent under the first five months 
of 1937 (the peak period of the last recovery 
cycle), it remained 20 percent ahead of the 
first five months of 1936. 

Non-residential building in May reached a 
total of $77,771,000, representing a decline of 
3 percent from April and a decline of 17 per- 
cent from May, 1937. Public works and utili- 
ties projects amounted to $122,232,000 last 
month, compared with $67,004,000 in April and 
$65,836,000 in May of last year. 





Home Building Increases in May 
in Chicago and Suburbs 


Total building figures in both Chicago and 
its surrounding suburbs declined in May when 
compared to the preceding month and to May 
of 1937. Within the city proper, May per- 
mits were for buildings valued at -$1,535,660, 
and in the outlying areas the permits were 
for a total building expenditure of $2,037,876. 

Although the above figures show a decrease 
in amounts, home building increased in both 
Chicago and its environs. There were per- 
mits for 110 single family dwellings issued in 
May in Chicago compared to 107 in April, 
while the suburbs showed $1,460,922 worth of 
new homes in contrast to April’s figure of 
$1,349,926. 

Home construction and repairs made up 84 
percent of all new building in May in the 
suburban centers, and it is estimated that over 
90 percent of all home construction is now 
financed by loans insured by the FHA. 





Mississippi Bill to Exempt Home- 


steads, Tax Drinks, Smokes 


Jackson, Miss., June 13.—Complete exemp- 
tion of homesteads from local or state ad 
valorem taxes, with farm acreage limited to 
80 acres, is scheduled for consideration by the 
special session of the Mississippi legislature, 
which will be called soon. Complete exemp- 
tion, regardless of value, is expected materially 
to increase home ownership and to stabilize 
conditions. It is estimated that such a’ step 
would involve replacement to districts, counties 
and municipalities of $3,744,000 in tax revenue. 
Recommendations advanced for raising revenue 
include a 1c per bottle soft drink tax, estimated 
to yield $1,000,000 annually, and an additional 
1c tax per package of cigarettes. The cigarette 
tax would bring the total levy on that article 
to 4c per package, and would bring an addi- 
tional $1,000,000 annually. 


Scotch to Build 23,000 Houses 
of British Columbia Woods 


MonrTREAL, QuE., June 13.—Vincent Massey, 
Canadian high commissioner in the United 
Kingdom, June 11 announced plans had been 
approved by various Scottish authorities for 
the erection of 23,000 prefabricated houses built 
of British Columbia timber. 

Under the supervision of Douglas~ Roe, 
British Columbia timber commissioner in the 
United Kingdom, two pre-fabricated houses 
were built at Hull, and inspected by the Scot- 
tish authorities. It is said use of western red 
cedar in the manufacture of solid walls and 
prefabricated sections will provide an outlet 
for lower grades long sought by British Co- 
lumbia mills. 








AN “OUTDOOR LIVING ROOM” will be among the 
rooms displayed in the Decorative Arts exhibit 
at the 1939 World’s Fair of the West on Treas- 
ure Island. 
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Commission Lumber Salesmen 


Hold to Code of Ethics, Tighten 
Qualifications for Membership 


CINCINNATI, OHIO, June 13.—Reaffirmation of 
the code of ethics and tightening of the quali- 
fications for membership, setting a minimum 
of two years’ lumber sales experience as a pre- 
requisite to commission lumber salesmanship, 
were high points in the most successful and 
best attended convention yet held by the Na- 
tional Association of Commission Lumber 
Salesmen (Inc.), which closed June 10, after 
a two-day session here, at the Hotel Nether- 
land Plaza. 

The convention tabled a motion to change its 
name, voted unanimously to hold its 1939 con- 
vention at Memphis, and “bounced” from its 
rolls two members who were not deemed up 
to the standards set for membership in the 
association. Sessions were strictly business, 
and the National Forests Products Sales Con- 
gress, held as the second day’s business of the 
convention, surpassed all previous efforts in the 
number and interest of the lumber manufac- 
turers who attended. 


Praise Association Efforts 


Manufacturers and consumers present were 
invited to speak. They gave high praise 
for the work of the association and its officers 
in promoting a stronger degree of co-operation 
among manufacturers, salesmen, and consumers 
of forest products through its program of co- 
ordinated distribution. The manufacturers also 
commended the association in raising its stand- 
ards of salesmanship and insisting upon the 
strict observance of a code of ethics, espe- 
cially that which specifies that members shall 
not split commissions with buyer or seller. 

At the sales congress, optimism was voiced 
by several of the speakers as to prospects for 
improvement in lumber and forest products sales 
in the late summer and early fall. It was their 
opinion that business would commence to pick 
up as soon as the effects of the new Federal 
Housing Administration campaign begin to be 
felt. Reports from various areas indicated that 
many contractors were figuring on much new 
home building and -anticipated a busy season 
after a start is made. 


See Market Upturn 


It was generally admitted that inventories in 
the hands of all classes of lumber consumers 





were low, but it was felt that there were in- 
dications that retail lumber yards were already 
feeling their way and making purchases in a 
modest way to get ready for the demand when 
it arrives. Speakers expressed the opinion that 
prices had reached bottom and would soon 
begin to seek an upturn. It is felt that this 
will give added confidence to the trade and 





Officers—Left to right: 
Charles L. Baxter, Chi- 
cago, treasurer; E. H. 
Picket, Pittsburgh, first 
vice president; Maurice 
W. Grundy, New Orleans, 
president; H. R. Hansen, 
retiring president and 
new chairman of the ex- 
ecutive committee; M. P. 
Klumph, Cleveland, sec- 
retary-manager; Frank O. 
Tobin, Dallas, second vice 
president 





cause a gradual increase in buying as the 
building season advanced. 

General satisfaction was expressed with the 
entertainment features of the convention. The 
hospitality for which Cincinnati has been noted 
was in evidence and the various functions ar- 
ranged by the committee were well attended 
and thoroughly enjoyed by the delegates and 
their ladies. The general chairman of the con- 
vention committee was Joseph F. Rogers, presi- 
dent of the Rogers Lumber Exchange. Mr. 
Rogers was re-elected a director from Ohio 
as a tribute to the success of his efforts. The 
registration committee was headed by Fred Lar- 
kins and M. R. Moran; E. W. DeCamp and 
all members of the convention committee par- 
ticipated in the reception for the delegates and 
their ladies. In charge of transportation and 
entertainment were Rupert E. Fox, Jack Ken- 
nedy, E. F. Rogers, Fred Larkins, Wm. F. 
Rapp and E. W. DeCamp. In charge of the 
program were Fred Larkins, L. J. Slone, Jack 
Kennedy and Joseph F. Rogers; and on the 
ladies committee were Mrs. L. J. Slone and 
Mrs. E. W. DeCamp, co-chairmen, and Mrs. 





Cincinnati convention 
committee. Seated, left to 
right: Mrs. E. Webster 
DeCamp, co-chairman of 
the ladies’ reception com- 
mittee; Joseph F. Rogers, 
general chairman; Mrs. L. 
J. Slone, co-chairman of 
the ladies’ reception com- 
mittee. Standing, left to 
right: Fred Larkins, chair- 
man of the registration 
and program committees; 
L. J. Slone, vice chairman 
of the program commit- 
tee; Rupert E. Fox, chair- 
man of the transportation 
and entertainment com- 
mittees; E. W. DeCamp, 
chairman of the reception 
committee 
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Wm. F. Rapp, Mrs. Joseph F. Rogers and 
Mrs. Fred Larkins. 

The convention got under way promptly at 
9 o'clock on the morning of June 9, with the 
report of the president, H. R. Hansen, Detroit, 
as the first order of business. President Han- 
sen reported a most successful year, despite 
the depression at its close. He said that the 





work of the association, in offering its services 
to the lumber industry, had been highly appre- 
ciated. This had been shown, he said, in closer 
co-operation between manufacturers and con- 
sumers. 


New Officers and Directors 


Maurice W. Grundy, president of the 
Grundy Lumber Co., New Orleans, who served 
as first vice president last year, was elevated 
to the presidency of the association. E. H. 
Picket, Pittsburgh, president of the Picket Lum- 
ber Co., was elected first vice president, and 
Frank O. Tobin, Dallas, president of the Tobin 
Lumber Sales Co., was named second vice 
president. M. P. Klumph, Cleveland, president 
Klumph Lumber Sales Co., was re-elected sec- 
retary-manager and Charles L. Baxter, Chicago, 
was re-elected treasurer. 

Directors of the association were re-elected 
to represent the various states: 

Alabama: V. P. Childress, Birmingham, 
Childress Lumber Co.; California: H. H. 
Whiteside, Los Angeles, Whiteside Lumber 
Co.; Idaho: V. C. Kerr, Boise City, Kerr Lum- 
ber Co.; Northern Illinois: C. Vanlandingham, 
Chicago, Vanlandingham Lumber Co.; Cen- 
tral Illinois: Walter Nugent, Peoria, Nugent 
Lumber Co.; Indiana: Walter A. Robinson, 
Indianapolis, Robinson Lumber Co.; Louis- 
iana: T. F. Mathes, New Orleans, Mathes 
Lumber Co.; Maryland: A. V. Charshee, Balti- 
more, Charshee Lumber Co.; Michigan: C. E. 
Tredick, Detroit, Abney - Tredick - Niehaus 
Co.; Minnesota: P. H. Betzer, Betzer Lumber 
Co., Minneapolis; Eastern Missouri: C. R. 
Sloan, Sloan Lumber Co., St. Louis; Western 
Missouri and Kansas: H. M. Hayward, Hay- 
ward Lumber Co., Kansas City; Nebraska: 
N. R. Stelzer, Stelzer Lumber. Co., Omaha; 
Eastern New York: Rodney Browne, Browne 
& Bryan Co., New York City; Western New 
York; W. A. Hukill, Buffalo, W. A. Hukill 
Co.; Northern Ohio: Tom Leake, Crum & 
Leake, Cleveland; Southern Ohio: Joseph F. 
Rogers, Rogers Lumber Exchange, Cincin- 
nati; Oklahoma: Carey Davenport, Carey 
Davenport Lumber Co., Oklahoma City; Ore- 
gon: Sam R. Norton, S. R. Norton Lumber 
Co., Portland; Pennsylvania: C. Magill, Magill 
Lumber Co., Pittsburgh; Tennessee: W. B. 
Ross, W. B. oss Lumber Co., Memphis; 
Texas: W. F. Nelson, W. F. Nelson Lumber 
Co., Dallas; Wisconsin: Enos Colburn, Enos 
Colburn Lumber Co., Green Bay. 


Before adjournment for luncheon,. it was an- 
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nounced by President Hansen that a number 
of visitors were present and would talk at the 
Forest Products Sales Congress the following 
day. Among those introduced were: 

Wilson Compton, Washington, D. C., ex- 
excutive secretary, National Lumber Manu4 
facturers Association; Philip Houston, Mem- 
phis, United’ Timber & Lumber Co.; Ralph 
Hill, secretary, National Oak Flooring Manu- 
facturers Association, Memphis; Ben R, Ellis, 
Jacksonville, Fla., field representative, South- 
ern Cypress Manufacturers Association; Ed. 
R. Linn, Memphis, secretary, Southern Hard- 
wood Producers (Inc.); Carl H. Clendening, 
secretary, and. H. E. Everley, manager trade 
extension department, Appalachian MHard- 
wood Manufacturers (Inc.), Cincinnati; J. M. 
Travis, New Orleans, Southern Pine Associa- 
tion, and Findley M. Torrence, Xenia, Ohio, 
secretary Ohio Retail Lumber Dealers Asso- 
ciation. 


Reviving Use of Wood Equipment 


W. F. Gammage, manager of the foreign de- 
partment of Globe-Wernicke Co., Cincinnati, 
had an exhibit of wood filing cases manufac- 
tured by his company in a room adjoining the 
convention hall. The cabinets were made of 
oak, walnut and mahogany. Mr. Gammage said 
that his company had been quite successful in 
reviving the sale of wooden filing cases and that 
he hoped to interest commission lumber sales- 
men in boosting their use. He urged: every 
lumberman to invest in them as an advertising 
program for the use of lumber. 

On the evening of June 9, a dinner was held 
for the delegates and their wives, with a floor 
show among the attractions of the evening. The 
ladies’ committee arranged a tour of the hill- 
tops of Cincinnati, and the parks and green- 
houses of the city, ending with an inspection 
of the famous Rookwood pottery. On June 10, 
a luncheon and a bridge party were given. That 
night there was a dinner dance at Castle Farm. 

The Forest Products Sales Congress, June 
10, concluded the association’s formal conven- 
tion program. More manufacturers were 
present than at any previous session of the 
congress. Wilson Compton, secretary-manager 
of the National Lumber Manufacturers’ Asso- 
ciation, Washington, D. C., and Findley Tor- 
rence, Xenia, Ohio, secretary of the Ohio As- 
sociation of Retail Lumber Dealers, pointed 
out that during the slump of the past six 
months, reports showed that other industries 
experienced a greater decline in business than 
lumber and building materials. The steel 
products industry, for example, was reported 
to have shown almost twenty-four percent loss 
in volume, while the lumber industry’s drop 
amounted to only twelve percent. Both speak- 
ers complimented the work of the association 
in co-ordinating the distribution of lumber 
products and raising the standards for lumber 
salesmen. 

At the open forum, which completed the 
program, speakers were frank in supporting 
the necessity for the association to continue 
its adherence to a strict code of ethics and 
strengthen its qualifications for membership. 
A. T. Brink, Kansas City, commented on the 
improved appearance of the present day lum- 
ber salesman as one who commanded the at- 
tention and respect of his customer, and one 
who is convincing in his presentation of facts 
about his product and the service it renders. 





Grays Harbor Wood Processing 


Concern Organized 


ABERDEEN, WaAsSH., June 11.—Formation of 
the firm of Processed Woods (Inc.), to process 
forest products of this section was announced 
here yesterday. The firm has completed nego- 
tiations for purchase of the former Consolidated 
Furniture Co. plant, here, and expects to have 
this operating by Aug. 1. The organizers of the 
company include H. W. Webber, former north- 
ern California, southern Oregon and Tacoma 
(Wash.) lumberman; Andrew Hilliard, head of 
the Hilliard Glass & Paint Co., of this city, and 
P. M. Hastert, millwright for the Donovan 
Lumber Co. L. J. Tusing has been named sales 
manager. 
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Louisiana Dealers Seek Full Benefits of 
FHA; Group Organization 


ALEXANDRIA, La., June 13.—Under the ag- 
gressive leadership of Ben L. Johnston, Madison 
Lumber Co., New Orleans, newly elected presi- 
dent, the Louisiana Building Material Dealers 
Association, at its eighteenth annual meeting, 
here, May 20 and 21, voted to request adoption 
of grade mark specifica- 
tions on all FHA super- 
vised building in the 
State; and decided to 
point for affiliation with 
the Southeastern Build- 
ing Material Dealers’ 
Association as a means 





B. L. JOHNSTON, 
New Orleans; 
Elected President 





of strengthening the 
proper distribution of 
lumber and other build- 
ing materials. Approx- 
imately 100 dealers 
were present at the 
meeting. 





Officers and Directors 


In addition to President Johnston, the follow- 
ing officers and (Southeastern) directors were 
elected : 

First Vice President—T. H. Pittman, Long- 
leaf Lumber Co., Shreveport. 

Second Vice President—Gilbert DeRouen, 
Krause & Managan, Lake Charles. 

Secretary - Treasurer — George H. Knoop, 
Otto Knoop Lumber & Realty Co., New Or- 
leans. 


Directors—F. Lisle Peters, Louisiana West- 
ern Lumber Co.,. Lake Charles; J. Frank 
Carroll, Carroll Lumber Co., Alexandria; An- 
drew Broussard, Roux Lumber Co., Abbe- 
ville; R. F. Lorio, Larose Lumber Co., Larose; 
E, C. Sundberry, Home Builders Supply Co., 
Houma; Elmer Slagle, Slagle-Johnson Lum- 
ber Co., Monroe; Emmett Brown, Ponchar- 
train Lumber Co., New Orleans. 


A representative group to compose the asso- 
ciation’s board of directors will be named by the 
newly elected officers. 

Plans and operations of the Southeastern 
Building Material Dealers’ Association were 
outlined by Joseph G. Rowell, Birmingham, 
Ala., secretary-manager of the association; E. 
D. Bailey, Louisiana FHA administrator, dis- 
cussed the provisions of the revised Housing 
Act; Walter Parlour, Southern Pine Associa- 
tion, New Orleans, gave an interesting resume 
of the “high cost of low grade selling.” 

Mr. Rowell also reviewed the important 
events of the annual meeting of the National 
Retail Lumber Dealers’ Association, held earlier 
in May at Washington, D. C. Other speakers 
were Frank L. Hackett, Macon, Ga., Southeast- 
ern representative for the Red Cedar Shingle 
Bureau, and Joe Sanders, Jr., the Insulite Co., 
who, in his discussion of the truth about build- 
ing costs, described “the home of today” as one 
which offers greater values at less cost than a 
home of ten years ago. 





West Virginia Rates Up 


RicHMOND, VA., June 13.—The West Vir- 
ginia Public Service Commission has allowed 
a 10 percent increase in railroad freight rates 
on intrastate shipments of brick and clay prod- 
ucts, sand and gravel, certain types of building 
blocks and other building commodities. 


Door Manufacturers Confer on 


4 


Manpison, Wis., June 13.—The Forest Prod- 
ucts Laboratory here was the scene recently of 
a meeting of epochal importance in the field 
of preservative treating of millwork products. 
At that meeting several of the recognized au- 
thorities in this field gathered for the purpose 
of resolving remaining questions in the pro- 
gram being promoted by the National Door 
Manufacturers’ Association for the identifica- 
tion of those millwork products treated in ac- 
cordance with certain minimum standards. In 
attendance were: George M. Hunt, Doctors 
Baechler, Richards and Scheffer, of the Forest 
Products Laboratory; Dr. E. E. Hubert, re- 


Toxicant Treatment 


search technologist of the Western Pine Asso- 
ciation; Dale Chapman, of A. D. Chapman & 
Co. (Inc.); Ira Hatfield, Monsanto Chemical 
Co., Gardner Garlick and William Bradley, of 
the Protection Products Manufacturing Co.; 
J. B. Mellecker, of the Curtis Cos. (Inc.), and 
S. O. Hall, secretary-manager of the National 
Door Manufacturers’ Association. 

Many years have been spent in exhaustive 
research work in several laboratories to perfect 
a commercially practical method of treating 
sash, doors and. frames with toxicants to pre- 
vent decay and stain, and it is upon the results 
of the work of these experts that the N. D. 
M. A. program is based. 





(Reading from left to right) Front row: J. B. Mellecker, Dr. Scheffer, Dr. Richards, Gardner Garlick, 
Dr. Baechler. Rear row: Dale Chapman, George M. Hunt, Dr. E. E. Hubert, S. O. Hall, William Bradley, 
Ira Hatfield 
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What the Associations Are 
Planning and Doing 


Meetings to Be Held 


June 29 — Carolina Lumber & Building Supply 
Association, Ocean Forest Hotel, Myrtle Beach, 
8S. C. Summer meeting. 

July 15-16—Alabama Building Material Institute 
sponsors Annual Deep Sea Fishing Rodeo, 
Panama City, Fla. (Headquarters, Dixie Sher- 
man Hotel.) 

Sept. 22-23—National Hardwood Lumber Associa- 
tion, Congress Hotel, Chicago. Annual. 

Oct, 10-14—National Safety Council, Stevens Hotel, 
Chicago. Silver Jubilee Safety Congress and 
Exposition. 

Oct. 19-21—Pacific Logging Congress, 
Hote!, Tacoma, Wash. Annual. 
Nov. 3-4—California Retail Lumbermen’s Associa- 

tion, Los Angeles, Calif. Annual. 


Winthrop 





Look Out, Big Fish—Deep Sea 
Rodeo Is Coming Up Very Soon 


PanaMA City, Fia., June 13.—A week-end 
of real sport and restful diversion for the tired 
business man is promised by the Alabama 
Building Material Institute, which sponsors the 
12th annual deep sea Fishing Rodeo, which will 
be held here July 15-16, with headquarters at 
the Dixie Sherman Hotel. 

The committee promises a holiday of delight- 
ful sport, ocean breezes, good eats, congenial 
fellowship, and a chance to swap experiences 
with fellow members in the building material 
industry. 

Particulars may be obtained from T. L. Bear, 
chairman Rodeo committee, c/o Bear Lumber 
Co., Montgomery, Ala. Other members of the 
committee are E. Bridgers, president Bridgers 
Lumber & Supply Co., Tuscaloosa, Ala., and 
R. A. Stricklin, president Stricklin Lumber Co., 
Florence, Ala. 





Carolina Dealers Are Promised 
Enjoyable Outing at Beach 


Cuartotte, N. C., June 13.—The summer 
meeting of the Carolina Lumber & Building 
Supply Dealers’ Association, is to held at Myr- 
tle Beach, S. C., June 29, according to announce- 
ment by association headquarters in this city. 

The activities will center in the Ocean Forest 
Hotel, Myrtle Beach, where all sessions will be 
held. Several speakers of national prominence 
are promised, also a “shirt-sleeves clinic” for 
the dealers; and in addition there will be the 
attractions of the beautiful beach. Among pos- 
sibilities in the entertainment line is an old- 
fashioned shore dinner, and a yacht trip. There 
will be music, dancing, and at least one special 
party for the feminine contingent. 

On the same day, at 4 p. m., there will also 
be held the annual meeting of the Carolina As- 
sociation of Lumber & Material Salesmen, fol- 
lowed by a Dutch supper. 





Strong Program Planned by Missis- 


sippi Forestry Association 

Jackson, Miss., June 13—A_ whirlwind, 
State-wide campaign of three weeks’ duration 
to re-organize the Mississippi Forestry Asso- 
ciation culminated in a meeting, here, June 10, 
when Lt. Governor Snider outlined the pro- 
gram for reforestation to be presented at a 
special session of the State legislature. 

He said Mississippi had 18,000,000 acres of 
sub-marginal lands, unfit for farming, that 
could produce $300,000,000 annually in timber 
and pulp products. “We may as well face the 
facts,” the lieutenant governor said, in ad- 
dressing three hundred prominent Mississippi- 
ans here to revive the Mississippi Forestry 
Association. “Our future lies in the soil.” 


The address followed election of officers of 
the reorganized forestry association, which had 





been inactive since 1930. Henry T. Crosby, 
Greenville, was elected president; L. O. Cros- 
by, of Picayune, Mrs. J. H. Wilson, Hazle- 
hurst, and Hindman Doxey, Holly Springs, 
vice presidents; J. B. Bishop, Jackson, treas- 
urer, and Fred Merrill, Jackson, secretary pro 
tem. 

The board of directors was to employ a full- 
time executive secretary and it was understood 
the post would go to Howard Suttle, present 
publicity director of the State planning com- 
mission. 

The membership goal is set at 25,000, accord- 
ing to F. A. Anderson, manager of the Gloster 
Lumber Co., Gloster, Miss., and a three-point 
program, adequate fire protection, equitable 
taxation and the ultimate adoption of a sever- 
ance tax, will be followed: 

According to Mr. Anderson, sixteen counties 
in the State now have fire protection and, in- 
asmuch as fully seventy-five percent of the 
State’s timber loss is by fire, such protection 
must be extended to all sections to decrease the 
destruction by fire. 


Ontarians Protest Attack on 
Shingles 


Toronto, Ont., June 14—The Eastern On- 
tario Retail Lumber Dealers’ Association held 
a meeting at Kemptville, Ont., on June 9, with 
a good attendance. At a morning session, 
matters of routine were disposed of, after which 
Horace Boultbee, secretary-manager of the 
Ontario Retail Lumber Dealers’ Association, 
explained the chief features of a number of 
proposed changes in lumber sales tax regula- 
tions. He also discussed the “Fire Retardant 
Roofing” pamphlet, attacking wood shingles, 
recently distributed widely by the Asphalt 
Roofing Manufacturers of Canada. Protests 
had been made. The dealers had lunch at a 
local hotel, and subsequently toured the Kempt- 
ville Agricultural College. At the afternoon 
session, W. J. LeClair, manager of the White 
Pine Bureau, gave a talk on its work, and 
drew attention to its series of radio broad- 
casts. The secretary-manager of the O. R. L. 
D. A. explained the new collection service 
adopted by the association. 








Mahogany Association 
Will Meet Later 


Los ANGELES, CaLiFr., June 13.—The annual 
meeting of the Philippine Mahogany Manufac- 
turers’ Import Association (Inc.) was held 
here today, in accordance with notice mailed 
to all members under date of June 2. A 
resolution prevailed to hold an adjourned an- 
nual meeting later in the year, for the purpose 
of hearing reports of officers, electing officers 
for the ensuing year, and transacting any other 
business that may properly come before it. 


Philippine 





Pacific Northwest Loggers’ Asso- 


ciation Appoints Manager 


SeaTTLe, WasuH., June 11.—E. T. Clark of 
this city has been named manager of the Pacific 
Northwest Loggers’ Association, succeeding the 
late E. H. Meiklejohn. For the past fifteen 
years, Mr. Clark has been supervising engineer 
for the Sauk River Co., Monroe Logging Co., 
and the Sultan Railway & Timber Co., and he 
also managed the Lyman Timber Co., until it 
was sold to the Sound View Pulp Co. Prior 





WATCH FOR Practical, Mod- 
erate Cost House Plan with 
Complete List of Materials. 


June 18, 1938 


to this time, he was timber valuation engineer 
for two years for the United States Treasury 
Department, Washington, D. C. His Federal 
appointment followed ten years with the Uni- 
versity of Washington, where he organized 
and had charge of the course in logging en- 
gineering in the university’s school of forestry. 
He is the author of numerous books and ar- 
ticles dealing with forestry problems. His 
forestry work also included affiliation with the 
Forest Service. The association, of which he 
is now manager, embraces logging operations 
throughout Washington and Oregon. Offices 
are maintained in the Stuart building here. 





Business Healthy, Building Active 
Says Carolina Secretary—Plans 


Good-Will Tours 


Cuartortte, N. C., June 13.—E. M. Garner, 
secretary of the Carolina Lumber & Building 
Supply Dealers’ Association, has announced 
that within a few weeks a series of good-will 
tours by leaders in the lumber and building ma- 
terial industry in the Carolinas will be inaugu- 
rated. 

Mr. Garner during the past few weeks has 
been engaged in visiting the lumber and build- 
ing material dealers in eastern North Carolina. 
He reported that he found a heavy demand for 
medium-priced housing. This demand is being 
encouraged by the dealers’ organization he 
said. The Carolina association has as an ob- 
jective housing for that income group repre- 
sented by working people. 

“Business conditions show a pretty healthy 
note,” he declared. “There is considerable ac- 
tivity in building. The public is aroused to the 
advantage of building now.” 





Effectively Uses Color to Get 
Members’ Attention 


Rocuester, N. Y., June 13.—The Northeast- 
ern Retail Lumbermen’s Association makes 
clever use of color to attract the attention of 
its members, in sending out its current bulletins 
telling of the association’s new collection pro- 
gram. 

On a mimeographed sheet—topped by a big 
blue rainbow—appears the query “Why Be 
BLUE About Collections?” The message then 
proceeds to describe the new collection pro- 
gram offered at small cost (to members only, 
and not available to anyone else). Full details 
are available from the association’s headquar- 
ters here. 

Attached to the bulletin is a copy of a tes- 
timonial letter from a pleased member who 
says that already the service has paid him hand- 
some dividends on his investment. This sheet 
also bears a big rainbow, in green, with the 
legend “When the Complete Northeastern Col- 
lection Program Gives You the GREEN 
Light.” 





Florida Association Announces Re- 
vised Schedule of Dues 


TAmpA, FLA., June 13.—Following a recent 
meeting of the board of directors of the Florida 
Lumber & Millwork Association, President 
Asher Culp, Culp Lumber Co., here, announced 
that it had been decided to wipe out all delin- 
quent dues and effect the following, lowered 
schedule: Less than $25,000 gross annual busi- 
ness, $15; $25,000 to $50,000, $25; $50,000 to 
$75,000, $40; $75,000 to $100,000, $60; $100,000 
to $200,000, $75; $200,000 and over, $100. 
Walter B. Humkey, newly appointed secretary, 
is at present making a trip throughout the 
State, accompanied by President Culp. 


Hoo-Hoo See "Trees and Men" 


OAKLAND, CALIF., June 11.—Sixty lumber- 
men saw the talking motion picture “Trees 
and Men” presented by the Weyerhaeuser Sales 
Co. at the dinner meeting of East Bay Hoo- 
Hoo Club, held at Athens Athletic Club, May 
16. President Henry M. Hink presided. 
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Among the Lumbermen’s Clubs 


Milwaukee Hoo-Hoo Stages Initial 


Golf Tournament 


Racrne, WIs., June 13.—Thirty-three players 
and nine “19th Holers” participated in the first 
scheduled tournament of the Milwaukee Hoo- 
Hoo Club, here, June 8. The next tournament 
will be held July 12, at the Tuckaway Country 
club, Milwaukee. Prize winners at the Racine 
outing were: 

Low gross, 84, W. G. Meyer, W. H. Pipkorn 
Co., Milwaukee; second low gross, 86, W. P. 
Siegert, Economy Block Co., Milwaukee; low 
net, 88-17-71, W. W. Parker, Hartland .Lum- 
ber & Fuel Co., Hartland, Wis.; second low 
net, 89-16-73, P. B. Cornwall, Alpha Portland 
Cement Co., Oconomowoc, Wis., best approach 
on No. 3, E. J. Budzien, Wisconsin Lumber & 
Supply Co., Milwaukee; best approach on No. 
10, Paul Kind, Insulite Co., Milwaukee; blind 
bogey, Paul Zimmerman, Janesville, Wis. 

“Celotex” Dodge, Milwaukee, provided the 
golf ball prizes for birdies shot by Paul Zim- 
merman, Roy B. Dean, Janesville; W. P. Sie- 
gert, and G. C. Estes, Chicago. F. G. Welsch, 
Milwaukee, not only made a birdie on No. 16, 
but had an eagle 2 on No. 13, a par 4 hole. 





Memphis Lumbermen to Hold An- 


nual Picnic and Barbecue 


MEMPHIS, TENN., June 15.—Members of the 
Lumbermen’s Club of Memphis will have their 
annual summer picnic and barbecue at Edge- 
wood Park on Saturday, June 25. R. H. Bo- 
dine is chairman of the entertainment commit- 
tee which is arranging the event. 


Frisco Club Committee Named 


San Francisco, Cauir., June 11.—Charles 
R. Wilson, Long-Bell Lumber Co., here, presi- 
dent of the San Francisco Lumbermen’s Club, 
announced the following chairmen of commit- 
tees: House, M. J. Byrnes; finance, Edward 
Tietjen; sports and recreation, Floyd W. El- 
liott; attendance, Chas. J. Schmitt; program, 
Frank W. Trower; entertainment, Howard 
Gunton, and publicity, W. T. Black. 








Baltimore Lumber Group May Start 
Lecture Course 


BattimorE, Mp., June 13.—Ninety members 
of the lumber trade attended the meeting. of 
the Baltimore Lumber Exchange in Longfellow 
Hotel on June 6. 

D. Carlyle MacLea, of the MacLea Lum- 
ber Co., who has been conspicuous in getting 
the course of lectures delivered by Phillips A. 
Hayward, chief of the Forest Products Divi- 
sion of the Department of Commerce at Wash- 
ington, before “pupils” of the “school” for 
lumbermen conducted under the auspices of 
the Hoo Hoo Club No. 99 under way during 
the winter and spring in Washington, told 
about this undertaking and its importance in 
enabling men who handle lumber to know more 
about the texture, uses, manufacture and dis- 
tribution of the different commercial woods, 
thus increasing their efficiency in the handling 
of business. Mr. MacLea suggested that Mr. 
Hayward might be prevailed upon to deliver 
a course of similar lectures before a “school” 
in Baltimore, if such a plan were put into 
effect. No definite action was taken, but the 
meeting appeared receptive and it was stated 
that Mr. Hayward would be willing to deliver 
one lecture a month, instead of two, as in 
Washington, if the idea is adopted. 

Through the efforts of F. Bowie Smith, 
L. D. O’Harrow, of the Southern Pine Asso- 
ciation, was present to give a talk on the ad- 
vantages of improving lumber. A sound film 
entitled, “Men and Trees,” was shown, depict- 
ing life in and around saw mills, and presenting 
the various operations from the felling of the 
tree to the turning out of the finished product, 


along with methods of loading and transpor- 
tation. The film was a contribution by the 
Weyerhaeuser ‘limber Corp. 

The central aim of stimulating activity in 
the ranks of the Baltimore Lumber Exchange 
and making the organization a more potent 
instrument for benefiting the trade was helped 
along apace, in the opinion of the committee 
and the other officers. Jack Waters, of George 
Waters & Co., the president, occupied the 
chair. It was decided to hold another get- 
together in July, instead of adjourning over 
the summer, as has been the custom. 


Wisconsin Club News 


FREDONIA, WiIs., June 13.—Eighteen members 
of the Eastern Wisconsin Lumbermens Club 
attended the monthly meeting which was pre- 
ceded by a “Country Style’ dinner at Art 
Gerold’s Place. The principal speaker was Ken 
King, field secretary, who discussed the pres- 
ent situation in the Roofing Application indus- 
try, and urged dealers to have their customers 
report any attempt on the part of these ap- 
plicators to sell them jobs of siding or roofing 
using the customary “high pressure” methods. 
Trucking ‘of lumber to the job by the manu- 
facturers was also discussed. Germantown was 
selected for the next monthly meeting. 





Evxuart Lake, Wis., June 13.—The regu- 
lar monthly meeting of the Sheboygan County 
Lumbermens Club was held at Club Elkhart 
here with O. J. Skillicorn, Barker Lumber & 
Fuel Co., Plymouth, and president of the club 
presiding. Speakers included H. Meyer, 
Potter Lumber Co., Potter, and Ken King, field 
secretary, who discussed “Roofing Applicators.” 
The next monthly meeting is scheduled for late 
in June at Crystal Lake. 
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LaCrosse, Wis., June 13.—Roy W. Cull- 
mann, Cullmann Lumber & Supply Co., West 
Salem, Wis., has been elected to fill an unex- 
pired term of secretary of the Mid-Western 
Wisconsin Lumbermens Club, created by the 
resignation of Loren Austin, who recently re- 
tired from the lumber business. 

The - Mid-Western group, at its regular 
monthly meeting at LaCrosse Hotel, had as 
guest Kenneth O. Johnson, sales promotion de- 
partment, Weyerhaeuser Sales Co., St. Paul, 
Minn., who presented a motion picture, “Trees 
and Men.” Also on the program was Ken 
King, State field secretary, discussing the 
cement situation; truck registration; trucking 
of lumber to the job; retail price book and 
the “Out of Town” roofing applicator. 

The group went on record as being opposed 
to any roofing applicators being allowed at 
conventions of the Wisconsin Retail Lumber- 
mens Association, a feeling which is being ex- 
pressed by other clubs throughout the State. 





Lumber Sales Group Elects 


BaLtrmorE, Mp., June 13.—The Baltimore 
and Washington Lumber Sales Club held a 
meeting the evening of June 6 in Lord Balti- 
more Hotel at which time the annual election 
was held with the following results: 

President —G. V. Frederickson, 
haeuser Sales Co., Baltimore 

Vice President—W. H. Leachman, Johnson 
& Wimsatt (Inc.), Washington, D. C. 

Secretary-treasurer— Arthur V. Charshee, 
Baltimore. 

Directors—Washington: R. B. Riley, Jr., 
and Mr. Leachman; Baltimore: Thomas S. 
Hauck, J. Henry Kraft, A. B. Church, A. V. 
Charshee and Mr. Frederickson 

During a discussion of business, the sales- 
men said they looked for better prices soon. 

Since activities are suspended over summer, 
the next club meeting will be Sept. 12. 


Weyer- 
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Build Better Business With 


Bradley-Miller Frames 


Time has proved the surpassing quality of Bradley-Miller 
Frames; their strength and endurance, weather-tightness, 
freedom from shrinking, warping, swelling, splitting. These 
super-quality frames of Genuine Michigan White Pine are 
so well constructed, so accurately milled, your customer 


| l (et needs only hammer and nails to put them together. We also 
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furnish Ponderosa Pine Frames in the same manufacture and 
grade as the Genuine White Pine. 
and Quality Box Shooks. 


Mixed Cars of Frames 





BAY CITY, MICHIGAN 








MAHOGANY 
Strange as it seems, Mahogany sales apparently have not 
dropped i eng nee hardwoods. This 


during the 
is especially true of Philippine 


ahogany. We import 


and carry large stocks of this wood at Cayuta and im- 
port and saw Central American and Mexican Mahogany 
logs. bined 
other materials for shipment. 


CoTTON HANLON 


ODESSA , NY. 











CAYUTA BRAND HARDWOOD FLOORING 


We have many satisfied users of this product and have 
available 25/32x24%4” all grades Maple, Beech, Birch and 
25/32x24%4", %xl2”, %x2” Red and White Oak in all 


grades. many 5 
item Northern Appalac 
or dressed. 





items. Can ship nearly any 
hian Hardwoods KD or AD, rough 
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Congress Enacts Wage-Hour Law 


Decks Being Cleared for Big New WPA Construction Pro- 
gram--F HA Financing Shows Large Gain Over Last Year 


[By AmerIcAN LUMBERMAN Staff Correspondent] 


[Special telegram to AMERICAN LUMBERMAN] 

Wasuincton, D. C., June 15.—Under the 
provisions of the wage and hour law, finally 
enacted by Congress and sent to the White 
House for Presidential approval, a uniform min- 
imum wage of 25 cents an hour is prescribed 
for the first year. For the second year of 
operation the law prescribes a minimum of 
30 cents an hour. At the end of seven years, 
the uniform minimum wage would be 40 cents 
an hour, except where industry committees, set 
up under the Act and appointed by the admin- 
istrator, decree otherwise, with the approval 
of an administrator appointed by the President 
and confirmed by the Senate. These boards 
likewise would function in fixing minima after 
the second year of operation of the law, deter- 
mining how much more a given industry could 
pay than the 30 cent minimum. The general 
aim is to get the minimum wages up to 40 
cents on the theory purchasing power and liv- 
ing standards will be largely helped thereby. 
The administrator in the Department of Labor, 
is to be paid $10,000 per year. He is directed 
to appoint an industry committee for each in- 
dustry affected. Each committee is to be 
composed of a group of disinterested persons, 
representing the public, a group representing 
employers, and a group representing employ- 
ees. In such appointments, due regard is to 
be given to region in which the industry is 
carried on. 

Maximum working hours are fixed at 44 
hours per week for the first year and 42 hours 
for the second year. Thereafter the maximum 
is to be 40 hours per week. Maximum hours 
are to be enforced by ordering employers to 
pay at least time and a half for overtime. 
These maxima do not apply to certain seasonal 
work carried on over a limited number of 
weeks in a given year. 

The law becomes effective 120 days after 
the date of approval. 

As in previous versions of proposed wage 
and hour legislation, child labor is banned, 
but the restraints in this regard are modified 
with respect to agriculture, moving pictures and 
the stage. 

Provision is made whereby employers may 
challenge orders of industry boards in a Fed- 
eral circuit court of appeals within sixty days 
after orders are promulgated. Employees un- 
der the law would have the right to collect un- 
paid minimum wages or overtime due them 
from violation of the standards prescribed. 
Penalties for violation of the law are fixed 
at fines up to $10,000 or six moths imprison- 
ment, or both. 

Executives, professional workers, local re- 
tail establishments, salesmen, servicing trades 
in intrastate commerce, seamen, aviation, fish- 
ing, farm workers, weekly and semi-weekly 
newspapers with less than three thousand cir- 
culation, street railways, local busses and dairy- 
ing enterprises are exempt from requirements 
of the measure. 


AFL ADOPTS PLAN TO PREVENT STOP- 
PAGES ON USHA JOBS 


Wasuincton, D. C., June 14.—Nathan 
Straus, administrator of the U. S. Housing Au- 
thority, has announced the receipt of reports 
that resolutions aimed at preventing stoppage of 
work because of labor disputes or reduction in 
wages during construction of slum-clearance 
and low-rent housing projects built with loans 
from the Authority, have been adopted by 23 
local Building Trades Councils. In 10 of the 
23 cities, local housing authorities have negoti- 
ated loan contracts with the USHA with which 


to construct slum-clearance and low-rent hous- 
ing projects at a total cost of approximately 
$66,612,548. Local housing authorities in sev- 
eral of the other 13 cities have requests for 
USHA loans now under consideration. 

Walter V. Price, director of labor relations 
of the USHA, states that the action of local 
labor groups is the first taken in the his- 
tory of low-rent housing construction in this 
country in which it has been agreed in advance 





BE PREPARED 


The Administrator of the Wage- 
Hour Act will set up a series of 
industrial ‘boards similar to the 
old NRA code authorities. These 
administrative boards or commit- 
tees appointed by the Administra- 
tor, will be composed of paid offi- 
cials. They will have the power 
to appoint attorneys, clerks and 
so forth. The Administrator can 
accept or reject the committee’s 
advices just as he chooses. 


Each section of the lumber in- 
dustry will be very much inter- 
ested in the men who are going 
to represent its particular phase 
of the business. It is estimated 
that there will be between seven 
hundred and fifty and a thousand 
of these boards. 


It will be well for every lumber 
concern to make a scrapbook con- 
taining all the information that 
can be found on the various phases 
of this experiment in regulating 
wages and hours. As it is going 
to play a very important part in 
their future operations, they will 
want to have all the available in- 
formation in one place. 











that men employed on the projects would not re- 
sort to strikes, or that wages contracted for 
would not subsequently be slashed. 


FHA FINANCING IN MAY WAS 64 PER- 
CENT ABOVE '37 


Wasuincron, D. C., June 13.—In May, home 
financing operations under the Federal Housing 
Administration program of guaranteed mort- 
gages, exceeded figures for the corresponding 
month of last year by a wide margin, according 
to Stewart McDonald, who has just been nomi- 
nated by the President for another term as ad- 
ministrator. Mortgages selected for appraisal 


last month aggregated $96,111,000, an increase of 
64 percent over the $58,233,000 for May, 1937. 
The figure for April of this year was $94,100,- 
000. The proportion of new homes in current 
business continues to show marked gains over all 
preceding figures, In fact, new home mortgages 
have constituted about two-thirds of the home 





mortgage business of the FHA since passage of 
the amendments to the National Housing Act in 
February. It is estimated that about 40 percent 
of the mortgages accepted for insurance during 
the past few months are eligible for 90 percent 
mortgage financing under the amended Act. 
Total business since passage of the amend- 
ments in February approached the $400,000,000 
mark at the end of May. About $327,000,000 of 
this comprised mortgages selected for appraisal, 
$34,000,000 consisted of modernization and repair 
loans reported, while the balance represented 
mortgages on large-scale housing projects. 


PRICES OF BUILDING ITEMS AND ALL 
COMMODITIES DECLINE 


Wasuinocrton, D. C., June 14.—A sharp de- 
cline in prices of agricultural commodities 
largely accounted for a 0.5 percent decrease in 
the Bureau of Labor Statistics’ index of whole- 
sale commodity prices during the week ended 
June 4, according to an announcement by Com- 
missioner Isidor Lubin. 

“The decline placed the combined index of 
over 800 price series at 77.7 percent of the 1926 
average,” said Mr. Lubin, “and is at the lowest 
level reached since the last week in December, 
1934, The all-commodity index is 0.3 percent 
below the corresponding week of last month, 
and 10.8 percent lower than it was a year ago. 
Seven of the ten major group classifications de- 
clined during the week, and three remained un- 
changed.” 

Mr. Lubin stated that weakening prices for 
yellow pine timbers, Ponderosa pine and spruce 
lumber, linseed oil, rosin, turpentine, sand and 
gravel caused the building materials group index 
to decline 0.8 percent. Yellow pine flooring and 
lath prices advanced. Brick and tile, cement and 
structural steel remained unchanged. 


INDIANA FARM HARDWOOD STAND 
REGROWN IN 17 YEARS 


WasuincTton, D. C., June 13.—Seventeen 
years ago a 16-year growth of hardwoods on 
18 acres in Montgomery County, Ind., sold for 
$5,845. Foresters of the U. S. Forest Service 
estimate that another cutting—now “ripe”—will 
yield approximately as much timber as was cut 
17 years ago. What the present crop will sell 
for, of course, depends upon the demand, but 
the foresters cite this as an example of how 
good hardwood trees—or a woodland of any 
kind—may add to the farm income, if selective 
cutting is practiced. The Indiana hardwood 
stand is owned by John Binford and was orig- 
inally used for fuel and for timber for the farm. 
It never has been burned, grazed or clear cut. 


PREPARE TO START EXTENSIVE WPA 
BUILDING PROGRAM 


WasuinctTon, D. C., June 14—The Public 
Works Administration announces that President 
Roosevelt has directed that preparations be 
made for allotment, immediately upon final ap- 
proval of the relief and recovery resolution, of 
a list of projects estimated to cost some $600,- 
000,000. It is pointed out that these projects, of 
varied type, will put large numbers of men to 
work at construction sites and will create orders 
for materials aggregating upwards of $322,000,- 
000. Among other things, it is estimated that 
orders will be placed for $23,400,000 for lumber 
and millwork and provide 22,500,000 man-hours 
of work in forest and mill. More than $90,- 
000,000 in iron and steel products will be re- 
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STANLEY Track and Hangers 


HARDWARE 


STANLEY 






OF DOORS UP TO 1000 POUNDS 


Stanley Hangers in Stanley Track roll the heaviest doors so 
easily a child can operate them. The hangers, made frictionless 
with ball bearing swivels and roller bearing wheels, coast quietly 
and smoothly — permanently care-free through the weather-pro- 
tected, dirt-shielded track. 

The track sections, formed on a mammoth precision die, are as 
uniform and straight as the die itself. Stanley ““Hold-Fast” Track 
Clamps bind the sections together tightly and virtually into a 
single piece of track, any length. 

Three sizes fill the requirements of all sliding doors up to 1000 
pounds. Two-way adjusting nut gives exact fit to any door. Send 
for catalog 38 describing Stanley’s complete line of sliding 
door hardware. The Stanley Works, New Britain, Connecticut. 





FOR CAREFREE DOOR §S 


42 


quired, providing some 122,000,000 man-hours of 
employment. Another large material item is 
$22,800,000 worth of cement, estimated to pro- 
vide 15,000,000 man-hours of employment. Ap- 
proximately $23,000,000 worth of electrical ma- 
chinery, apparatus and supplies will be required, 
furnishmg a further large measure of employ- 
ment. 

Meanwhile, as decks are being cleared for the 
new program, work is being pushed to wind up 
construction of current projects with an esti- 
mated total construction cost of $1,000,000,000. 
These latter projects number about 1,200, many 
of them not large. 


FARM TENANTS BECOMING OWNERS 
WITH FEDERAL AID 


WasHINGTON, D. C., June 15.—Boosted by 
purchase loans from the Farm Credit Adminis- 
tration, farmers and tenant farmers in the 48 
States are climbing the agricultural ladder at 
the rate of nearly 2,000 a month. This an- 
nouncement is made by the Farm Credit Admin- 
istration. In three years since Congress passed 
the Farm Credit Act of 1935, broadening sev- 
eral features of purchase’ loans, more than 
55,000 farm tenants, farm laborers and other 
operators have bought farms by making mod- 
erate down payments and qualifying for FCA 
financing. In spite of lower farm commodity 
prices, the demand for loans to make the jump 
to farm ownership is about as heavy this year 
as at any time since the upswing in this direction 
became noticeable in 1935. It would seem that 
a lot of these new farm owners should find 
themselves in need of lumber for improvements, 
repairs and the like. 


FREE SUMMER COURSE ON BOARD 
TRAINING SHIP FOR BOYS AND 
YOUNG MEN 


Wasuincton, D. C., June 13.—To acquaint 
the youth of America with the opportunities of 
a career as officers in the United States Mer- 
chant Marine, the American Nautical Acad- 
emy, National Training School for Merchant 
Marine Officers, Washington, D. C., an- 
nounced today that boys and young men be- 
tween the ages of 10 and 25 years will be al- 
lowed to secure practical ship experience on 
board a training ship of the Academy within 
the period from July 1 to Oct. 1. 

The young men may remain on board ship 
for the entire period or for any shorter time 
they may wish, but not for less than four 
weeks. 

There is no tuition charge for any of the 
courses offered by the Academy, and no ob- 
ligation for future merchant marine, military 
or naval service of any kind is incurred by 
the young men. There is no charge for in- 
struction nor for living quarters on board 
ship. The only required expense is for meals, 
which are 49 cents. 

The schoolship to which the young men will 
be assigned is the training ship Marsala, a 
five-masted barkentine-rigged vessel of 2,500 
tons, 300 feet long, and 46 feet wide. The 
vessel was built in 1919-20 and is one of the 
largest sailing vessels in the world. 

This is the ninth annual summer course of- 
fered by the Academy, and will be under the 
personal supervision of the Captain Command- 
ant of the Academy, who will be in command 
of the vessel. 

While on board ship the boys will follow 
the regular daily ship routine, and will be 
given practical instruction in nautical subjects 
including seamanship (ship’s work), signaling, 
rowing, handling, and use of motor and pull- 
ing boats, life-saving, and naval drills. They 
will also receive instruction in the use of life 
buoys, first aid, the duties of lookouts, the 
compass, log, lead, and ground tackle etc. 

Students will join the training ship in Long 
Island Sound for the summer training period. 

Those completing the summer ‘course with 
a passing grade will be eligible to apply for 
a scholarship in the regular course, the latter 
being designed to cover a period of three years 
of sea service, two of which the cadet spends 
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cruising and studying on the training ship. 
For the third year the cadet is assigned to a 
steamship of one of the merchant marine lines. 
Following the completion of the three years 
of sea service the cadet is eligible to take the 
officer’s examination of the United States Bu- 
reau of Marine Inspection and Navigatidén, 
Department of Commerce, for a certificate as 
a Third Officer in the Deck Division of steam- 


ships in the Merchant Service of the United. 


States. 

Due to the fact that the number of accom- 
modations available is limited, those wishing 
to take advantage of this opportunity should 
write at once to the American Nautical Acad- 
emy, National Training School for Merchant 
Marine Officers, Washington, D. C 


LUMBER IMPORTS DOUBLE EXPORTS 
—RECTIFICATION NEEDED 


Wasurncron, D, C., June 13.—Declaring that 
“no nation with comparable forest resources 
today has so unsatisfactory a balance between 
exports and imports of forest products as has 
the United States,” Wilson Compton, secre- 
tary and manager of the National Lumber 
Manufacturers’ Association, in a letter to Dr. 
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Francis B. Sayre, Assistant Secretary of State, 
urgéd consideration of this fact in its trade 
negotiations with the United Kingdom and 
Canada. Dr. Compton said that an unwhole- 
some balance exists between our exports and 
imports of forest products, that this must be 
rectified, and that the better way to do this is 
through restoration of American export trad- 
ing opportunities. His letter in part follows: 


The Department of State has wisely deter- 
mined and declared the American lumber in- 
dustry to be fundamentally an export indus- 
try. For many years our national imports 
of forest products have exceeded exports. In 
1937 these imports were more than double 
the exports, a fact frequently and easily 
overlooked inasmuch as nearly 90 percent 
of these imports are duty-free. This unbal- 
anced ratio is incompatible with the objec- 
tive of perpetuating the useful occupancy of 
our six hundred million acres of forest land, 
and of providing employment for hundreds 
of thousands who have now no other source 
of livelihood. This will be opened up in the 
pending investigations of the Congressional 
joint committee on forest conservation. To 
no other nation does a restoration of oppor- 
tunity for major export trading in forest 
products promise more in terms of increased 
employment opportunities and of rehabilita- 
tion of forest resources. 


Among California Mills 


THREE MILLS ACTIVELY OPERATING 


Quincy, Catir.—The Quincy Lumber Co., 
after being delayed by weather conditions due 
to late spring, is operating both its sawmill 
plants on a 9-hour shift. One plant is in Quincy, 
and the other at Sloat, about fourteen miles 
distant. At Quincy, the company has under 
construction a new dry shed. The Sloat plant 
is already equipped with a new dry shed. The 
company has a good stock of both Ponderosa 
and sugar pines. 

The Meadow Valley Lumber Co., at Span- 
ish Ranch, five miles from Quincy, is cutting 
about 100,000 feet a day—Ponderosa pine, 
sugar pine and fir. S. S. Crowley has charge 
of this operation, having succeeded B. W. 
Adams as manager, April 15. 


RUNNING TWO 8-HOUR SHIFTS 


DELLEKER, CALiF.—The Feather River Lum- 
ber Co. is now running two 8-hour shifts. The 
company was until recently on two 5-hour 
shifts, on account of limited log supply. This 
company cuts about 15 percent sugar pine. Its 
biggest production is Ponderosa pine, from its 
excellent quality timber. Thos. K. Oliver, for- 
merly of Hobart Mills, is general manager. 
Mr. Oliver has literally grown up in the 
Feather River forests. His father was for many 
years in charge of operations at Hobart Mills. 
Mr. Oliver is a graduate of the college of 
forestry, University of California. 


SHIPS LUMBER, PLYWOOD, VENETIAN 
BLIND SLATS 


WeEstTwoop, CaLir.—At present, a large fleet 
of trucks is bringing in logs to the Red River 
Lumber Co.’s plant here at the rate of 800,000 
feet daily. The company’s log supply was badly 
depleted on account of the wet spring. Until 
recently the mill has been running full but on 
the first of the month reduced its cut 16 per- 
cent because of the sluggish market. The 
company’s plywood plant is busy. This is the 
only large commercial plywood plant in the 
California pine district. The Ponderosa and 
sugar pine plywoods are sold largely in com- 
petition with hardwood. They are especially 
well adapted for enamel finish. In 1937 the 
Red River Lumber Co. production was over 
200,000,000 feet. This company, with its fac- 
tory equipment and plywood plant, carries re- 
finement of the product further than most any 
other western pine operation, and is thus en- 


abled to ship mixed cars of many items. One 
of the newer products, with which it has had 
fine success, is Venetian blind slats of pencil 
cedar. This product has met with great favor 
among Venetian blind manufacturers. The 
company has installed two special moulders for 
the manufacture of these slats. 


REGULAR PRODUCER OF SUGAR PINE 


Camino, Catir—The Michigan-California 
mills at Pino Grande began operating May 9, 
following the usual winter shutdown. This 
plant has two band mills and a band resaw, 
and cuts 165,000 feet of lumber in eight hours. 
This company is one of the most regular pro- 
ducers of California sugar pine. Its annual pro- 
duction is 30 million feet, including all species, 
and it seldom varies much from this annual 
program. The timber is located in the high 
sierra, close to the famous American River 
canyon, and its lumber is conveyed across the 
canyon, en route to the finishing plant and 
yards at Camino, by a spectacular cable tram- 
way. The company has just moved its logging 
camn to a beautiful site in the midst of a group 
of stately sugar pine trees. Under the present 
method of logging with the use of caterpillar 
tractors the company is cutting about 28,000 
feet per acre. The new camp is located 10 miles 
from the sawmill. 


IS INSTALLING NEW DRY KILNS 


GREENVILLE, Catir.—The Setzer Box Co., 
Sacramento, which operates a modern band 
mill here, is installing new dry kilns. In 1937, 
Setzer Box Co. produced 41 million feet—a 
little more than two-thirds of it being sawn 
at Greenville, and the rest at Sacramento. H. 
R. Neel, manager of lumber sales, was for- 
merly with the California Door Co. 


COMPLETELY REBUILDING SAWMILL 


Loyatton, Ca.ir.—The Clover Valley Lum- 
ber Co., here, is completely rebuilding its saw- 
mill plant. All machinery is either being re- 
conditioned or replaced with new, and many 
new concrete foundations are being put in. 
The company will have practically the same as 
a new sawmill, and expects to increase its 
monthly output about 25 percent. It expects 
to have this plant in operation about June 15. 
J. M. Bedford, of Williams, Ariz., has charge 
of this operation. Mr. Bedford will continue 
to direct the operations of the Saginaw 
Manistee plant at Williams also. 
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THE LUMBERMAN POET 








In All 


In all our colors, paints and dyes 
There is no azure like the skies, 
In all the tints you ever see 
There is no emerald like a tree. 
For nature this and that creates, 
And mortal only imitates. 


Imgfall our songs I never heard 
A’ singer equal to a bird, 

In all our statutes never saw 
A law as sure as nature’s law, 
A law unaltered till the end, 
However mortals might amend. 


In all the changes of our day 

Man will propose, but nature say. 
In all the follies we have tried 
Not man but nature will decide. 
The right will always win the fight, 
Not even man can change the right. 


We See b’ the Papers 


Billions for relief, but not one cent for re- 
covery. 

What you get from Washington depends on 
what you send. 

The purse determines the price, whether it’s 
lumber or labor. 


A man ought not even to vote ‘as he is asked, 
let alone as he is told. 


Funny that Congress never names a com- 
mittee to investigate itself. 


The Government is boosting -the price of 
butter. To match the bread. 


Hats off to State Senator-Lanz, of Illinois, 
who coined the phrase “economic realists.” 


About all we need is for the kids to keep 
out of trouble and Dad: to: keep out of debt. 


As for limiting the hours a man will work, 
that seems to have been taken care of already. 


We agree that the world is living in a time 
.— but so far most of them have been 
ad. 


People are losing interest in the more abun- 
dant life. They would be glad to have it as 
abundant as it was. 


And this depression would have been all 
through in 1931 if we had been willing to 
take the wallop and begin all over. 


What this country needs isn’t only a good 
five-cent cigar, as Tom Marshall said, but 
men who are not too good to smoke ’em. 


Chicago man started his honeymoon by 

smashing a policeman’s car and knocking down 
another, as though getting married wasn’t pleas- 
ure enough. 
_The engine is working hard at the depres- 
sion fire, but hasn’t observed yet that it is 
pumping out of the gasoline-tank instead of 
the water-main. 

To help the home-owner, the FHA has in- 
sured a $750,000 mortgage on an apartment 
building in Chicago where 4-room flats will 
rent for $60 a month. 


See where a Miss “Elynore” Somebody was 
married the other day. We didn’t know the 
girls took it so seriously that they were chang- 
ing the spelling of it. 


_ Can’t understand about our drugstore; first 
it was a drugstore, then it was a restaurant, 


now it is a saloon, but it‘ still calls itself a 
drugstore, 


Now, if you or I were in the drug business, 
we wouldn’t sell it except on’ a prescription, 
no matter what the law permits, or what the 
profit might be. t Oo 


Germany has agreed to assume Austria’s 


assets but not her liabilities, Much like an 
American is willing to accept the benefits of 
citizenship but none of its responsibilities. 


Between Trains 


MINNEAPOLIS, Minn.—It’s a great country, 
this America, and you can do great things. 
For example, we were driven fifty-five miles 
across country from Hannibal, Mo., to Win- 
chester, Ill., after the meeting, caught the St. 
Louis sleeper on the Q to Rock Island at 12:37 
a. m., grabbed a breakfast roll in a restaurant, 
hopped a coach to Savanna, IIl., connected with 
the morning Zephyr, and landed here in the 


lap of 500 Minnesota editors in convention ban-__ 


quet assembled, discussed the state of the Un- 
ion, and then caught a sleeper to Chicago, as 
we were about due in West Virginia; while 
probably somebody said what a snap these fel- 
lows have, just riding around the country tell- 
ing other people what they think is wrong with 


it. The Minnesota Editorial Association.seemed. 


to agree with us, and even Gov. Benson, who 
sat at our left, joined in now and then. You 
know, that’s the funny thing about these States 
with funny politics. When you meet these men 
over the dinner table they seem to be just 
like anybody else. Not even Coach Bierman, 
on our right, looked as fierce as he ought. 


LANCASTER, Pa.—Hearing we were in the 
East, the Lancaster Kiwanis Club had hailed 
us here, and then proceeded to make us happy 
we came. A town that has many fine things 
to be proud of. And is. 


CHILLICOTHE, ItL.—These retail lumbermen 
are fast workers. They have to be these days. 
Russell Hunter called us up day before yester- 
day, and here we are, the occasion being a 
ladies’ night of the Kiwanis Club. They went 
and made Russell chairman, and he got his 
revenge by getting us. The place was Webb’s 
Inn, which Duncan Hines helped to make fa- 
mous in “Adventures in Good Eating,” but 
which Mr. and Mrs. Webb really made famous 
themselves with good cooking. Stayed with the 
Hunters, who live in the newest old house, 
or the oldest new house, in America—but that’s 
quite a long story. 


Keep Cool 


Heat warps a board and warps a mind. 
Remember that when much inclined 
To speak in anger, think in hate. 

The cool mind always is the straight. 


Heat warps a board and warps a brain. 
I know no other truth as plain, 

I know no other better rule, 

No wiser way than keeping cool. 


Where Things Are Green 


I want to get where things are green, 
Green hills and woods are what I mean. 
I’ve seen your buildings stories high, 
I’ve looked at land where grass would die, 
And traveled streets of cobble-stone 
Where not a tree is ever known. 


I want to get where things are green. 

I do not care how grand the scene, 
How high the steeples, wide the walls, 
How great the rafters in your halls, 

I want to get where men look up 

To oak, and down to buttercup. 


I want to get where things are green, 

To houses that have grass between, 

To buildings not. as grand as these 

But that associate with trees— 

I-want to see your city, then 
Get back where things are green again. 
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quired, providing some 122,000,000 man-hours of 
employment. Another large material item is 
$22,800,000 worth of cement, estimated to pro- 
vide 15,000,000 man-hours of employment. Ap- 
proximately $23,000,000 worth of electrical ma- 
chinery, apparatus and supplies will be required, 
furnishing a further large measure of employ- 
ment. 

Meanwhile, as decks are being cleared for the 
new program, work is being pushed to wind up 
construction of current projects with an esti- 
mated total construction cost of $1,000,000,000. 
These latter projects number about 1,200, many 
of them not large. __ 


FARM TENANTS BECOMING OWNERS 
WITH FEDERAL AID 


Wasuineton, D. C., June 15.—Boosted by 
purchase loans from the Farm Credit Adminis- 
tration, farmers and tenant farmers in the 48 
States are climbing the agricultural ladder at 
the rate of nearly 2,000 a month. This an- 
nouncement is made by the Farm Credit Admin- 
istration. In three years since Congress passed 
the Farm Credit Act of 1935, broadening sev- 
eral features of purchase’ loans, more than 
55,000 farm tenants, farm laborers and other 
operators have bought farms by making mod- 
erate down payments and qualifying for FCA 
financing. In spite of lower farm commodity 
prices, the demand for loans to make the jump 
to farm ownership is about as heavy this year 
as at any time since the upswing in this direction 
became noticeable in 1935. It would seem that 
a lot of these new farm owners should find 
themselves in need of lumber for improvements, 
repairs and the like. 


FREE SUMMER COURSE ON BOARD 
TRAINING SHIP FOR BOYS AND 
YOUNG MEN 


Wasuincton, D. C., June 13.—To acquaint 
the youth of America with the opportunities of 
a career as officers in the United States Mer- 
chant Marine, the American Nautical Acad- 
emy, National Training School for Merchant 
Marine Officers, Washington, D. C., an- 
nounced today that boys and young men be- 
tween the ages of 10 and 25 years will be al- 
lowed to secure practical ship experience on 
board a training ship of the Academy within 
the period from July 1 to Oct. 1. 

The young men may remain on board ship 
for the entire period or for any shorter time 
they may wish, but not for less than four 
weeks. 

There is no tuition charge for any of the 
courses offered by the Academy, and no ob- 
ligation for future merchant marine, military 
or naval service of any kind is incurred by 
the young men. There is no charge for in- 
struction nor for living quarters on board 
ship. The only required expense is for meals, 
which are 49 cents. 

The schoolship to which the young men will 
be assigned is the training ship Marsala, a 
five-masted barkentine-rigged vessel of 2,500 
tons, 300 feet long, and 46 feet wide. The 
vessel was built in 1919-20 and is one of the 
largest sailing vessels in the world. 

This is the ninth annual summer course of- 
fered by the Academy, and will be under the 
personal supervision of the Captain Command- 
ant of the Academy, who will be in command 
of the vessel. 

While on board ship the boys will follow 
the regular daily ship routine, and will be 
given practical instruction in nautical subjects 
including seamanship (ship’s work), signaling, 
rowing, handling, and use of motor and pull- 
ing boats, life-saving, and naval drills. They 
will also receive instruction in the use of life 
buoys, first aid, the duties of lookouts, the 
compass, log, lead, and ground tackle etc. 

Students will join the training ship in Long 
Island Sound for the summer training period. 

Those completing the summer ‘course with 
a passing grade will be eligible to apply for 
a scholarship in the regular course, the latter 
being designed to cover a period of three years 
of sea service, two of which the cadet spends 
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cruising and studying on the training ship. 
For the third year the cadet is assigned to a 
steamship of one of the merchant marine lines. 
Following the completion of the three years 
of sea service the cadet is eligible to take the 
officer’s examination of the United States Bu- 
reau of Marine Inspection and Navigatidn, 
Department of Commerce, for a certificate as 
a Third Officer in the Deck Division of steam- 
ships in the Merchant Service of the United 
States. 

Due to the fact that the number of accom- 
modations available is limited, those wishing 
to take advantage of this opportunity should 
write at once to the American Nautical Acad- 
emy, National Training School for Merchant 
Marine Officers, Washington, D. C 


LUMBER IMPORTS DOUBLE EXPORTS 
—RECTIFICATION NEEDED 


WasuincrTon, D, C., June 13.—Declaring that 
“no nation with comparable forest resources 
today has so unsatisfactory a balance between 
exports and imports of forest products as has 
the United States,” Wilson Compton, secre- 
tary and manager of the National Lumber 
Manufacturers’ Association, in a letter to Dr. 
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Francis B. Sayre, Assistant Secretary of State, 
urgéd consideration of this fact in its trade 
negotiations with the United Kingdom and 
Canada. Dr. Compton said that an unwhole- 
some balance exists between our exports and 
imports of forest products, that this must be 
rectified, and that the better way to do this is 
through restoration of American export trad- 
ing opportunities. His letter in part follows: 


The Department of State has wisely deter- 
mined and declared the American lumber in- 
dustry to be fundamentally an export indus- 
try. For many years our national imports 
of forest products have exceeded exports. In 
1937 these imports were more than double 
the exports, a fact frequently and easily 
overlooked inasmuch as nearly 90 percent 
of these imports are duty-free. This unbai- 
anced ratio is incompatible with the objec- 
tive of perpetuating the useful occupancy of 
our six hundred million acres of forest land, 
and of providing employment for hundreds 
of thousands who have now no other source 
of livelihood. This will be opened up in the 
pending investigations of the Congressional 
joint committee on forest conservation. To 
no other nation does a restoration of oppor- 
tunity for major export trading in forest 
products promise more in terms of increased 
employment opportunities and of rehabilita- 
tion of forest resources. 


Among California Mills 


THREE MILLS ACTIVELY OPERATING 


Quincy, Catir—The Quincy Lumber Co., 
after being delayed by weather conditions due 
to late spring, is operating both its sawmill 
plants on a 9-hour shift. One plant is in Quincy, 
and the other at Sloat, about fourteen miles 
distant. At Quincy, the company has under 
construction a new dry shed. The Sloat plant 
is already equipped with a new dry shed. The 
company has a good stock of both Ponderosa 
and sugar pines. 

The Meadow Valley Lumber Co., at Span- 
ish Ranch, five miles from Quincy, is cutting 
about 100,000 feet a day—Ponderosa pine, 
sugar pine and fir. S. S. Crowley has charge 
of this operation, having succeeded B. W. 
Adams as manager, April 15. 


RUNNING TWO 8-HOUR SHIFTS 


DELLEKER, CALIF.—The Feather River Lum- 
ber Co. is now running two 8-hour shifts. The 
company was until recently on two 5-hour 
shifts, on account of limited log supply. This 
company cuts about 15 percent sugar pine. Its 
biggest production is Ponderosa pine, from its 
excellent quality timber. Thos. K. Oliver, for- 
merly of Hobart Mills, is general manager. 
Mr. Oliver has literally grown up in the 
Feather River forests. His father was for many 
years in charge of operations at Hobart Mills. 
Mr. Oliver is a graduate of the college of 
forestry, University of California. 


SHIPS LUMBER, PLYWOOD, VENETIAN 
BLIND SLATS 


WEstwoop, CaALir.—At present, a large fleet 
of trucks is bringing in logs to the Red River 
Lumber Co.’s plant here at the rate of 800,000 
feet daily. The company’s log supply was badly 
depleted on account of the wet spring. Until 
recently the mill has been running full but on 
the first of the month reduced its cut 16 per- 
cent because of the sluggish market. The 
company’s plywood plant is busy. This is the 
only large commercial plywood plant in the 
California pine district. The Ponderosa and 
sugar pine plywoods are sold largely in com- 
petition with hardwood. They are especially 
well adapted for enamel finish. In 1937 the 
Red River Lumber Co. production was over 
200,000,000 feet. This company, with its fac- 
tory equipment and plywood plant, carries re- 
finement of the product further than most any 
other western pine operation, and is thus en- 


abled to ship mixed cars of many items. One 
of the newer products, with which it has had 
fine success, is Venetian blind slats of pencil 
cedar. This product has met with great favor 
among Venetian blind manufacturers. The 
company has installed two special moulders for 
the manufacture of these slats. 


REGULAR PRODUCER OF SUGAR PINE 


Camino, Catir—The Michigan-California 
mills at Pino Grande began operating May 9, 
following the usual winter shutdown. This 
plant has two band mills and a band resaw, 
and cuts 165,000 feet of lumber in eight hours. 
This company is one of the most regular pro- 
ducers of California sugar pine. Its annual pro- 
duction is 30 million feet, including all species, 
and it seldom varies much from this annual 
program. The timber is located in the high 
sierra, close to the famous American River 
canyon, and its lumber is conveyed across the 
canyon, en route to the finishing plant and 
yards at Camino, by a spectacular cable tram- 
way. The company has just moved its logging 
cam» to a beautiful site in the midst of a group 
of stately sugar pine trees. Under the present 
method of logging with the use of caterpillar 
tractors the company is cutting about 28,000 
feet per acre. The new camp is located 10 miles 
from the sawmill. 


IS INSTALLING NEW DRY KILNS 


GREENVILLE, CALIF—The Setzer Box Co. 
Sacramento, which operates a modern band 
mill here, is installing new dry kilns. 
Setzer Box Co. produced 41 million feet—a 
little more than two-thirds of it being sawn 
at Greenville, and the rest at Sacramento. 

R. Neel, manager of lumber sales, was for- 
merly with the California Door Co. 


COMPLETELY REBUILDING SAWMILL 


LoyaLton, Catir.—The Clover Valley Lum- 
ber Co., here, is completely rebuilding its saw- 
mill plant. All machinery is either being re- 
conditioned or replaced with new, and many 
new concrete foundations are being put in. 
The company will have practically the same as 
a new sawmill, and expects to increase its 
monthly output about 25 percent. It expects 
to have this plant in operation about June 15. 
J. M. Bedford, of Williams, Ariz., has charge 
of this operation. Mr. Bedford will continue 


to direct the operations of the Saginaw & 
Manistee plant at Williams also. 





June 





In 1937, 





Bill 
cover 
WI 
what 
Th 
lumbe 
AY 
let al 
Fur 
mittee 
Th 
butte: 
Ha 
who 





ne 
ad 
“il 
or 
he 
or 


nd 


37, 


—a 
wn 


or- 


June 18, 1938 


Amemcanfiumberman 








THE LUMBERMAN POET 








In All 


In all our colors, paints and dyes 
There is no azure like the skies, 
In all the tints you ever see 
There is no emerald like a tree. 
For nature this and that creates, 
And mortal only imitates. 


Isgiall our songs I never heard 
A’ singer equal to a bird, 

In all our statutes never saw 
A law as sure as nature’s law, 
A law unaltered till the end, 
However mortals might amend. 


In all the changes of our day 

Man will propose, but nature say. 
In all the follies we have tried 
Not man but nature will decide. 
The right will always win the fight, 
Not even man can change the right. 


We See b’ the Papers 


Billions for relief, but not one cent for re- 
covery. A 

What you get from Washington depends on 
what you send. 

The purse determines the price, whether it’s 
lumber or labor. 


A man ought not even to vote ‘as he is asked, 
let alone as he is told. 


Funny that Congress never names a com- 
mittee to investigate itself. 


The Government is boosting -the price of 
butter. To match the bread. 


Hats off to State Senator-Lanz, of Illinois, 
who coined the phrase “economic realists.” 


About all we need is for the kids to keep 
out of trouble and Dad: to: keep out of debt. 


As for limiting the hours a man will work, 
that seems to have been taken care of already. 


We agree that the world is living in a time 
Sa but so far most of them have been 
ad. 


People are losing interest in the more abun- 
dant life. They would be glad to have it as 
abundant as it was. 


And this depression would have been all 
through in 1931 if we had been willing to 
take the wallop and begin all- over. 


What this country needs isn’t only a good 
five-cent cigar, as Tom Marshall said, but 
men who are not too good to smoke ’em. 


Chicago man started his honeymoon by 
smashing a policeman’s car and knocking down 
another, as though getting married wasn’t pleas- 
ure enough. 


_The engine is working hard at the depres- 
sion fire, but hasn’t observed yet that it is 
pumping out of the gasoline-tank instead of 
the water-main. 

To help the home-owner, the FHA has in- 
sured a $750,000 mortgage on an apartment 
building in Chicago where 4-room flats will 
rent for $60 a month. 


See where a Miss “Elynore’ Somebody was 
married the other day. We didn’t know the 
girls took it so seriously that they were chang- 
ing the spelling of it. 


_ Can’t understand about our drugstore; first 
it was a drugstore, then it was°a restaurant, 
now it is a saloon, but it’ still calls itself a 
drugstore. 


Now, if you or I were in the drug business, 
we wouldn’t sell it except on’ a prescription, 
no matter what the law permits, or what the 
profit might be. ts fats 


Germany has agreed to assume Austria’s 





assets but not her liabilities, Much like an 
American is willing to accept the benefits of 
citizenship but none of its responsibilities. 


Between Trains 


MINNEAPOLIS, MINN.—It’s a great country, 
this America, and you can do great things. 
For example, we were driven fifty-five miles 
across country from Hannibal, Mo., to Win- 
chester, Ill., after the meeting, caught the St. 
Louis sleeper on the Q to Rock Island at 12:37 
a. m., grabbed a breakfast roll in a restaurant, 
hopped a coach to Savanna, IIl., connected with 
the morning Zephyr, and landed here in the 


lap of 500 Minnesota editors in convention ban-_. 


quet assembled, discussed the state of the Un- 
ion, and then caught a sleeper to Chicago, as 
we were about due in West Virginia; while 
probably somebody said what a snap these fel- 
lows have, just riding around the country tell- 
ing other people what they think is wrong with 
it. The Minnesota Editorial Association.seemed 
to agree with us, and even Gov. Benson, who 
sat at our left, joined in now and then. You 
know, that’s the funny thing about these States 
with funny politics. When you meet these men 
over the dinner table they seem to be just 
like anybody else. Not even Coach Bierman, 
on our right, looked as fierce as he ought. 


LANCASTER, Pa.—Hearing we were in the 
East, the Lancaster Kiwanis Club had hailed 
us here, and then proceeded to make us happy 
we came. A town that has many fine things 
to be proud of. And is. 


CHILLICOTHE, ItL.—These retail lumbermen 
are fast workers. They have to be these days. 
Russell Hunter called us up day before yester- 
day, and here we are, the occasion being a 
ladies’ night of the Kiwanis Club. They went 
and made Russell chairman, and he got his 
revenge by getting us. The place was Webb’s 
Inn, which Duncan Hines helped to make fa- 
mous in “Adventures in Good Eating,” but 
which Mr. and Mrs. Webb really made famous 
themselves with good cooking. Stayed with the 
Hunters, who live in the newest old house, 
or the oldest new house, in America—but that’s 
quite a long story. 


Keep Cool 


Heat warps a board and warps a mind. 
Remember that when much inclined 
To speak in anger, think in hate. 

The cool mind always is the straight. 


Heat warps a board and warps a brain. 
I know no other truth as plain, 

I know no other better rule, 

No wiser way than keeping cool. 


Where Things Are Green 


I want to get where things are green, 
Green hills and woods are what I mean. 
I’ve seen your buildings stories high, 
I’ve looked at land where grass would die, 
And traveled streets of cobble-stone 
Where not a tree is ever known. 


I want to get where things are green. 
I do not care how grand the scene, 
How high the steeples, wide the walls, 
How great the rafters in your halls, 

I want to get where men look up 

To oak, and down to buttercup. 


I want to get where things are green, 

To houses that have grass between, 

To buildings not.as grand as these 

But that associate with trees— 

I want to see your city, then 

Get back where things are green again. 
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NATIONAL PRODUCTION, SHIPMENTS and ORDERS 


Wasuincton, D. C., June 13.—Following is the National Lumber Manufacturers Association’s report for two weeks ended June 4, for 22 weeks 
ended that date, covering mills whose statistics for both 1938 and 1937 are available, and percentage comparison with statistics of identical mills 


for the corresponding period of 1937: 


. Production Percent Shipments Percent Orders Percent 
TWO WEEKS: Mills 1938 of 1937 1938 of 1937 1938 of 1987 
Softwoods: 
I a Soh ak eed Ae eo ke 124 53,819,000 74 53,785,000 85 50,707,000 88 
ee dat a bigs dev gheu seer deeends 143 131,772,000 54 143,086,000 58 141,824,000 69 
i sw on a dha ered Oi eees Came 121 124,596,000 67 110,349,000 72 102,807,000 76 
ceca eet Cubs Velbee ene 13 12,480,000 67 14,950,000 74 11,510,000 73 
RRS SER SSS Ss 4,190,000 61 4,659,000 70 3,910,000 86 
I, a a a on ad 6.6 Garg oes Sele. bile 10 5,091,000 49 2,961,000 49 ,030,000 64 
EE Ee ae 17 3,925,000 65 2,498,000 66 2,213,000 55 
EE TE PCP ECL Le Tee EET 436 335,873,000 62 332,288,000 ae 316,001,000 74 
Hardwoods: 
ee ee cc cc vceset eee eee 87 8,137,000 ° 9,932,000 * 10,038,000 * 
PL SOE go ode checvacbade nctedies 17 3,321,000 138 2,303,000 56 2,231,000 46 
Total Hardwoods .............sceeeceeees . 104 11,458,000 12,235,000 12,269,000 oa 
i ee ea ea viee s Onc aeena dane 523 347,331,000 344,523,000 328,270,000 
TWENTY-TWO WEEKS: 
Softwoods: 
aie to a ches dna ke acd EN ee ow Oe 132 659,740,000 81 658,786,000 83 649,151,000 87 
ee gine ela ok Renae al ee 143 1,599, 234,000 71 1,696,531,000 71 1,672,926,000 72 
EE Dna cbse. d eos chess +ehatasce cle 120 844,190,000 67 1,126,364,000 73 1,143,847,000 76 
Se Nn odie Sein ace cscs cecedveet 13 126,942,000 64 145,395,000 70 707,0 68 
ES Cc cec ese diegetetacndéactess 8 46,621,000 75 46,647,000 73 36,910,000 66 
I I a doo ain kb Wi gll 604 hoes a ee 408 ee 10 22,634,000 62 34,142,000 52 35,254,000 58 
OE EE bec. ws cfu suvedsnacd ches 18 29,852,000 46 24,261,000 52 27,722,000 64 
EI 0 o's» ere. b oes dee scare wala nar 444 3,329,213,000 71 3,732,126,000 73 3,712,517,000 75 
Hardwoods: 
0's a a dain a de ores ai 84 107,366,000 s 109,527,000 * 111,584,000 * 
Se vecaveuagevaceedaees 18 77,433,000 97 28,901,000 43 26,357,000 44 
I ee ey ee 102 184,799,000 138,428,000 137,941,000 
EE eaidlWiiedswseeswe dae Cee hele eae 528 3,514,012,000 3,870,554,000 3,850,458,000 


tUnits of production. 


*No report for last year. 





West Coast Review 


[Special radiogram to American LumsBermMan] 


SEATTLE, WasH., June 15.—The 151 West 
Coast Lumbermen’s Association mills, giving 
production, shipments and orders during the 
two weeks ended June 11, reported: 
Production 136,814,000 
Shipments 155,901,000 13.95% over production 
Orders 148,144,000 8.28% over production 

A group of 143 mills, whose production re- 
ports’ for 1938 to date are complete, reported 
as follows: 


Averane weekly cut for twenty-three weeks: 


ob 066000 640404666 60000 03,796,000 

BE coendecese dls oes eebba ad 72,640,000 
Average cut for two weeks ended 

ree ae 67,200,000 


A group of 151 mills, whose production for 
the two weeks ended June 11 was 136,814,000 
feet, reported distribution as follows: 


Unfilled 
Shipments Orders Orders 
rere 58,154,000 64,568,000 79,265,000 
Domestic 
cargo.... 64,778,000 55,714,000 116,114,000 
Export . 13,939,000 8,832,000 43,401,000 
Local .... 19,030,000 SRCeee |. “Seedawnt 





155,901,000 148,144,000 238,780,000 


A group of 143 identical mills, whose re- 
ports of production, shipments and orders are 


complete for 1937 and 1938 to date, reported 
as follows: 
Aver. for 2 
wks. ended Aver. for 23 weeks ended 
er June 11, June 12, 


193 1938 1937 
Production 67,200,000 72,640,000 103,796,000 
Shipments 75,814,000 77,324,000 110,843,000 
Orders 71,805,000 76,022,000 104,578,000 





Western Pine Summary 


PortLaNnp, Ore., June 11.—The Western Pine 
Association reports as follows on operations of 
identical Inland Empire and California mills 
during the two weeks ended June 4: 

Report of an average of 121 mills: 

Total for 2 Weeks ended 


June 4, 1938 June 5, 1937 
Production ...... 124,596,000 185,032,000 
Shipments ....... 110,349,000 152,257,000 
Orders received.. 102,807,000 134,614,000 


Report of an average of 121 mills: 


June 4, 1938 June 5, 1937 
Unfilled orders... 145,155,000 274,405,000 
Gross stocks..... 1,539,865,000 1,327,474,000 


Reports of 121 identical mills: 
c—Total for Year——_, 
1938 1937 


Production ...... 888,748,000 1,326,885,000 
Shipments .......1,183,085,000 1,607,472,000 
oo, eer 1,203,912,000 1,551,147,000 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., June 13.—Following is statement for eight groups of identical mills and 
two groups of hardwood flooring plants of unfilled orders and gross stock footage on June 4: 





No. of Unfilled Orders Gross Stocks 

Softwoods— Mills 1938 1937 1938 1937 
I ee ere a 111 44,660,000 66,496,000 486,847,000 382,677,000 
ET os ab ven o 60% dnawen¥e 143 237,413,000 667,224,000 934,614,000 988,611,000 
I ia so das eee woke 0 oe 121 145,155,000 274,405,000 1,539,865,000 1,327,474,000 
California Redwood.............. 13 28,437,000 71,599,000 291,064,000 268,851,009 
Southern Cypress ............... 9 4,722,000 7,113,000 194,007,000 164,289,000 
ee 10 5,844,000 8,503,000 153,536,000 112,693,000 
Northern Hemlock* ............. 10 8,170,000 4,805,000 110,743,000 95,985,000 

WOtal Bott Woods. ....-cccccve 417 474,401,000 1,100,145,000 3,710,676,000 3,340,580,000 
Hardwoods— 
Northern Hardwoods* ........... 14 13,593,000 17,885,000 145,505,000 98,179,000 
Flooring— , 
a avin 0 o's on'b'v-an eee & 75 34,278,000 36,950,000 86,130,000 64,949,000 


*Unfilled orders reported by 10 and 14 mills respectively; stocks by 16 mills. 


Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 


New Orteans, La., June 15.—Following is a 
summary of reports from southern pine mills 
for two weeks ended June 11: 

Average weekly number of mills, 1290; 

Units,f 101 
Total for 
Two Weeks 
Three-year average production*... 62,125,000 


MOCO MUOGUECUOGE. 5.0.0 2.64 sei s0er se 50,967,000 
IE a artle ni nice 65.6 5 seers o> amd 53,709,000 
er re eee 52,262,000 


Number of mills, 134; Units,+ 103 


On June 11, 1938 
Ce MED. ong cccccccececen ee 50,414,000 
RE Be rr 498,465,000 


*October, 1934, to October, 1937. 


TUnit is 308,000 feet of “3-year average” 
production. 





Of Northwest's April Exports, 
80 Percent Are from B. C. 


Vancouver, B. C., June 11.—Exports of wa- 
terborne lumber from British Columbia are still 
maintaining a high level, the total shipments 
for April peing 17,000,000 board feet greater 
than in the corresponding month last year. The 
shipments are, however, several million feet less 
than those exported during March. 

Decline in shipments to the United Kingdom 
and Australia was chiefly responsible for the 
falling-off since March, but trade to South 
Africa showed a real rebound, from 416,000 
feet in March to more than 7,000,000 feet in 
April. China’s purchases slumped, while Japan’s 
gained. As usual, the most important factor of 
all was the United Kingdom market, which ab- 
sorbed 57,668,000 feet in April, compared with 
61,250,000 feet in March. A year ago the Brit- 
ish market took less than 40,000,000 feet. 

So far this year, British Columbia’s water- 
borne shipments of lumber are substantially 
greater than for the first quarter of 1937, the 
difference being more than 25,000,000 feet. 

British Columbia still dominates the Pacific 
Northwest lumber export field, the Province’s 
share in April being about 80 percent of the 
trade done in the Douglas fir. area, including 
Puget Sound, Columbia River and other areas 
in Washington and Oregon. 
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High gasoline mileage is important 
—but it’s not everything! What 
really counts is how much WORK a 
truck does—how fast it does the 
work—how much money it earns. 





Ford Trucks give high gas mile- 
age. But that is only a small part of 
Ford economy. Hundreds of truck 
operators have gone 100% Ford after 
they’ve compared records of total 
work done with total expenditures. 


They’ve found that Ford V-8 Trucks 


are in a class by themselves when it 
comes to over-all economy. 


New 1938 Ford V-8 Tractor : 
unit, owned by the Baltimore If you want to lower your hauling 
Lumber Co., Baltimore, Md. 


costs, ask your Ford dealer for an 





Here are some reasons why 1938 
Ford V-8 Trucks do more work, in 
less time, at lower cost: 








@ The rugged, dependable Ford V-8 Truck 
engine, the torque-tube drive, full-floating 
rear axle, Centri-Force Clutch and other 
time-proved features contribute to Ford re- 
liability, low-cost operation and long life. 


@ Furthermore, new refinements and im- 
provements in design and construction 
make brakes safer and quicker stopping, 
steering easier, cabs roomier and cab seats 
much more comfortable. 


@® An additional time-and-money-saving 
Ford feature is the Engine and Parts Ex- 
change Plan which provides an economical 


method of maintenance and keeps units 


on the job. 


‘fon-the-job’”’ test of a Ford V-8 
Truck or Commercial Car. Use your 
own loads—your own driver—your 
own judgment about the results. 


FORD 
VS 


TRUCKS AND 
COMMERCIAL CARS 


put more pay in every payload 
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We do not make the Most 
Oak Flooring, but we Do 
make the BEST 








OAK ee 
BUSINESS-BUILDER FOR DEALERS 


Dealers in all parts a the coun are Sean 
profitable trade on famous “DIXIE BRAND” 
AK FLOORING. Its i ~ of quality and tex- 


ture, its beauty of color and grain, have made it a 
favorite of dealers, builders and home-owners. Made 
of selected Arkansas Oak, it is brought to perfection 
by up-to-the-minute manufacturing. ou'll be proud 
to sell “DIXIE BRAND” Oak Flooring. Back it with 
your strongest guarantee. Learn wane its extra 
quali the service we give. TE FOR FREE 
SAMP . PRICES AND INFORMATION TODAY. 


W. R. WRAPE STAVE CO., INC. 
Office, Plant, 2200 E. 7th St, LITTLE ROCK, ARK. 





CHAPMAN & DEWEY 
LUMBER COMPANY 


* Memphis, Tenn. * 


Manufacturers of high grade 


OAK FLOORING 


AND 


HARDWOOD LUMBER 


from famous St. Francis Basin 


Wire for quotations. 








Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 











Resawed Fables 


is a collection of the funniest 
prosewritings of “the lumber- 
man poet.”’ 

It is the everyday experi- 
ences of the lumberman, told 
with a smile. Every lumber- 
man owes it to himself. 


Price postpaid, $1.00, 
AMERICAN LUMBERMAN, Publisher 
431 Se. Dearborn St., CHICAGO 
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South Struggles Against Many 
Proposals to Raise Rail Rates 





MeEMPHIs, 
petition for continuance a the rough material 
rates and arrangements would be given recon- 
sideration by the Interstate Commerce Commis- 
sion, the Southern Hardwood Traffic Associa- 
tion June 6 announced the Commission has 
postponed the effective date of its cancellation 
order from June 30 to July 31. The railroads 
are supporting the Traffic Association in its 
fight to have the rough material rates continued. 
The Commission has not acted upon the petition 
for reopening the case. 

Southern railroads have agreed to extend the 
expiration dates published in connection with 
“per car” rates on logs, bolts, rough staves and 
heading from June 30 to Sept. 30, 1938, Cecil 
A. New, secretary-manager of the Traffic Asso- 
ciation, announced. 

Southwestern railroads extended the expiration 
dates, published in connection with their rates, 
to July 31, 1938, and have agreed to further ex- 
tend the time to Sept. 30, 1938, Mr. New said. 

Proposals are shortly to be docketed with the 
Southern Freight Association and the South- 
western Freight Bureau, recommending changes 
in the present scales of both “per car” rates and 
per 100 pound rates, and it is the purpose to 
publish such rates as may be approved subject 
to expiration Dec. 31, 1938, Mr. New said he 
had been informed. “No doubt the changes will 
consist of increases, and the whole action is sub- 
ject to such action as the ICC may take in con- 
nection with ICC Docket 27329, which concerns 
the proposed cancellation of rough material 
rates.” 


Seek to Eliminate “Low Spot" Rates 


Shippers are asked by the association to re- 
port to it any special rates that the industry 
enjoys, and which are published to expire on 
certain dates. These rates were made, for the 
greater part, in an effort to compete with traffic 
moving by barge. or truck. “Railroads in all 
sections are seeking rates which may be in- 
creased, and so called ‘low spot’ committees 
have proposed to let many rates that are bene- 
ficial to the hardwood industry expire by limita- 
tion, generally June 30, 1938,” Mr. New said. 
Some of the expirations will be docketed with 
the freight associations, but others must be 
watched for individual action, Mr. New added. 
Many of the important rates in Central Freight 
Association territory will be extended to Octo- 
ber 31, 1938, pending final action. 


Time Extended on Rough Material 


Railroads in the South have extended the 
time limit for reshipping transit and rough ma- 
terial tonnage, and which would have expired 
between July and Dec. 31, by six months, pro- 
viding a maximum reshipping time of 24 months 
but have proposed the following addi- 
tional charges: Rough materials, one-half cent 
per 100 pound on inbound tonnage subject to the 
extension. 

Through-rate transit, two cents per 100 
pounds on the weight of outbound shipments 
covered by freight bills so extended. 

The additional six months reshipping time 
which may be obtained under some rough ma- 
terial tariffs, has not been withdrawn, and may 
be had without penalty if application is made in 
accordance with the regulations, Mr. New said. 
The additional penalty of two cents, he added, 
will destroy the value of some freight bills from 
a transit standpoint. 

The Southwestern lines granted the associa- 
tion’s request for an additional six months on 
rough material tonnage without extra charge, 
and on through rate tonnage with an extra 
charge of two cents per 100 pounds. 

Southern railroads commissions have started 
increasing intrastate freight rates to equalize the 
tariffs with the interstate rates on a basis of 
the recent increases allowed by the Commission. 


The Texas Railroad Commission allowed an 
increase of 5 percent on lumber and lumber 
products in intrastate shipment. 

The Louisiana Public Service Commission 
allowed a similar increase. 

The Public Service Commission of Missis- 
sippi granted the railroads an increase of 5 
percent in rates on forest products, logs, waste 
products, wood and all other forest products 
taking lumber rates or rates lower than lum- 
ber. The increase is applicable to rail and 
motor truck transportation within the State. 


To Protest 10 Percent Boost in Log Rates 


The Tennessee commission allowed a 5 per- 
cent increase on lumber intrastate, but 10 per- 
cent on logs moving intrastate, taking the cue 
from the action of the railroads in hiking log 
rates 10 percent, interstate, after receipt of the 
ICC decision in ex -parte case 123, say officials 
of the Southern Hardwood Traffic Association. 
Protest against the 10 percent increase has been 
made to the Commission, and protest likewise 
will be made, they say, to the Tennessee com- 
— against the 10 per cent increase in the 

tate. 


Proposes Higher Milling-in-Transit Charge 


The Central Freight Association has docketed 
for consideration at its next meeting a proposal 
to raise the milling-in-transit charge in CFA 
territory. The rates now range from $3.96 to 
$6.93 a car. It is proposed to put on a flat 
charge of 2% cents per 100 pounds ($12.50 for 
a 50,000 pound car, for instance). It also pro- 
poses to cancel rough material arrangements 
which provide for cutback or rough material 
rates, and to apply the through rates from origin 
of the lumber to final destination. 


To Hold Hearings on Classifications 


Mr. New said that 899 changes in Official 
Classification ratings are proposed by the car- 
riers in an effort to increase revenue. Hearings 
have been assigned for New York, June 27, 1938, 
and Chicago, July 25, 1938. Mr. New said that 
his association is making a study of the 899 
proposed changes. 

The carriers have asked for an increase in di- 
version and reconsigning charges. They pro- 
pose to hike charges of $5.85 and $6.30, to $7; 
$2.25 and $2.70 to $3, and $1.35 to $1. 50. 

Mr. New said that the ICC has suspended 
until Dec. 25, 1938, additional increases in rates 
on mahogany lumber. The railroads had pro- 
posed to make the increases effective May 25. 
The rates were recently raised 5 percent. 





Minnesota Increases Rates 


MINNEAPOLIS, MINN., June 13.—A bulletin to 
members of the Northern Pine Association from 
W. A. Ellinger, secretary, says that freight rates 
on Minnesota intrastate shipments of lumber, 
logs, pulpwood, shingles, lath and articles taking 
lumber rates will be increased 5 percent effective 
June 15, according to advice from R. H. Dahl- 
berg, chairman of the association’s traffic com- 
mittee. The increase was authorized by an 
order of the Minnesota Railroad & Warehouse 
Commission issued May 25, says the bulletin, 
and gives the following tabulation, compiled by 
Mr. Dahlberg, showing the effect of the 5 per- 
cent increase on present rates below 10 cents: 


Present New Present New 
Rate Rate Rate Rate 
. = Seer: 2.75 Se q 

D. wancees we . Fee Eee 7.5 
| ee cS “pape err ee 8 
° Pea ee 4.25 Das aaa: ae 8.5 
Bae apg Seb 4.75 Bee Pes 9 

aikcikaeotia 5.5 9 ree 
8 Sree 6 WOR <5 «dined 10 
clack 6.5 


There will be no change in rates now under 
2.5 cents. 
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THEY CAME FOR GOLD 
BUT SENT BACK LUMBER 


© bax English adventurers who established the Jamestown settlement in 1607 
came to America seeking gold and precious stones. But, instead, the first 
cargo they shipped home from Virginia was lumber. 





If these same explorers were seeking American treasures today, they certainly 
would not overlook Hines Ponderosa pine. Truly, this soft-textured, easily- 
worked lumber represents a treasure of dollars saved by lumber dealers and 

manufacturers everywhere. Every user is amazed at the savings made possible 
with Hines Ponderosa. Its greater uniformity reduces waste, accelerates produc- 
tion, and lowers overhead. And because this superior lumber costs no more, it 
actually gives you more usable footage per dollar. 


Ponderosa pine comes from tall, straight-growing trees cut on a perpetual refor- 
estation program. ) 


In the world’s largest undercover mill, Hines Ponderosa is scientifically kiln-dried 
in batteries of the latest type Moore Reversible Cross Circulation fan kilns. To 
insure absolute uniformity of seasoning, each load is weighed in before and after 


drying. 


Delivery in paper-lined cars protects Ponderosa’s beautifully bright finish. Once 
in work, this pine demonstrates the savings that can be obtained from all Hines 
products. No matter what your lumber requirements may be, Hines can supply 
you with the lumber you need, and—with unfailing service—when you need it. 
Profit by the experience of a Hines expert who can help you with your lumber 
problem. He will call gladly, without any obligation. Write the nearest office. 


No order is too large for us to execute 
or too small for us to appreciate 





MAIN OFFICE : 


EDWARD HINES LUMBER CO. 


77 W. Washington St., Chicago Tel.—Franklin 2580 
Members of the Western Pine Association 


SALES OFFICES 








New York, N. Y. Pittsburgh, Pa. 
3206 Chanin Bldg. 839 Oliver Bldg. 
Telephone Ashland 4-1358 Telephone Atlantic 2209-10 
Milwaukee, Wis. . Detroit, Mich. 
Room 1226—735 N. Water St. 742 New Center Bldg. 
Telephone Daly 5339 Telephone Trinity 26050 i 


Salesmen in Principal Cities 
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Students Get Eyeful of Practical Operations 


Syracuse, N. Y., June 13.—This year eighty- 
eight students received their B. S. degrees at 
the New York State College of Forestry. Of 
this number, sixteen boys have taken a special- 
ized course of training in preparation for en- 
tering some phase of the lumber industry. 
These boys are trained primarily for employ- 
ment in sawmills, wholesale and retail yards, 
lumber salesmanship and woodworking and 
conditioning establishments of every name and 
nature. The four year course, in addition to 
the regular cultural college subjects, consists 
of many courses in lumber fabricating and its 
varied problems from stump to ultimate con- 
sumer. It also includes many courses in en- 
gineering, economics and business. At the end 
of the sophomore year, the boys attend a ten 
weeks camp, getting practical woods experience. 
At the end of the junior year, several of these 
boys find summer work with mills and indus- 
tries, where they secure practical experience 
and plenty of hard work. 


of age, is still in a fine state of preservation, 
attesting to the durability of cypress and long- 
leaf pine. In the cemetery, wooden foot boards 
of beds, used as grave markers, were still do- 
ing service after 176 years, and the carved in- 
scriptions were legible. The Fraser Lumber & 
Cooperage Co. called for a short stop before 
arriving at the Hercules Powder Co., at Bruns- 
wick, Ga. where old pine stumps are converted 
into valuable chemical products. 


Tour Is Terminated in Florida 


At Jacksonville, visits were made to the 
municipal lumber and rosin docks, the treating 
plant and yards of Eppinger & Russell, Dantz- 
ler Lumber & Export Co., Mack Cypress Co., 
Williamson Tie Co., and the United Lumber 
& Milling Co. 

The trip terminated at Foley and Perry, 
Fla. Due to the unusually dry season, it was 
possible to get into the cypress swamps and 
hardwood bottoms as well as the pine flats. 


Here nearly every type of logging, with a vari- 
ety of equipment, was seen to good advantage. 
The operation of a turpentine camp helped to 
round out the utilization picture. The mills and 
factories of Brooks Scanlon Corp., Burton 
Swartz. Cypress Co., and the Wilson Lum- 
ber Co. of Florida were also visited here. 

Visiting these companies, watching opera- 
tions, and asking questions, from 8 a. m. to 
4 p. m. and enjoying southern hospitality, is 
not all of the story, for detailed and complete 
individual reports were required for every op- 
eration. There was plenty of home work nights 
in the field. Reports consisted of from 80 to 
90 pages, and were accompanied by some dia- 
grams, illustrations and sketches. It was a lot 
of work, but it acts like glue to make it stick. 
It was also a lot of fun, and a good education 
to meet and talk with these people who are all 
playing a part in the growing, harvesting and 
manufacturing, conditioning and selling of for- 
est products. 





Left—The visit of New York State College of Forestry students to the lands of the Brooks-Scanlon Corp. at Foley, Fla., was made complete by a fish fry 


and drinks—Logging Superintendent Hitchcock is at left of picture. 


Right—The eagerness of this student to observe details of actual woods operations 


indicates the earnest effort of the party to get practical information 


Lake States Still Have Timber 


Round Out Training by Field Trip 


During the last month of the senior year, 
these boys take a rather extensive trip into the 
South to visit mills and industries and observe, 
under the supervision of a faculty member, the 
conduct of the lumber industry. It has always 
been the policy of this college that observa- 
tion and practical experience are vital parts of 
its training. This year, under the supervision 
of R. J. Hoyle, associate professor of forest 
utilization, this group of sixteen boys visited 
twenty-five different companies from Sumter, 
S. C., to Jacksonville, Fla., and west to Perry 
and Foley, Fla. 


First Visit South Carolina, Georgia 


The trip started at Sumter, S. C., May 4. 
At this point the schedule included visits to 
the sawmill and cooperage plant of the Brook- 
lyn Cooperage Co., the sawmill and factory of 


Korn Products (Inc.), and the plywood and 
furniture plant of the Williams Furniture 
Corp. Here also visits were made to a large 


forest tree nursery, and as a bit of worthwhile 
liberal education, a short visit was made to the 
largest pigeon farm in the United States, owned 
by W. M. Levi. The next stop was at Lightsey 
Bros. mill at Miley, S. C. 

Several days were spent at Savannah, Ga., 
visiting the Union Bag & Paper Corp., Rey- 
nolds & Manley Lumber Co., Savannah River 
Planing Co., Pacific Coast Hanger Co., Pier- 
pont Manufacturing Co. (making containers), 
the turpentine still of Robertson & Register, 
the lumber dock, and the Columbia Naval 
Stores Co. The trip proceeded northward, stop- 
ping at the Government bamboo experiment sta- 
tion, the nursery of the Union Bag & Paper Co., 
and the old church and cemetery at Midway, 
Ga. The church, considerably over 100 years 


The popular belief that the Lake States— 
Michigan, Wisconsin and Minnesota—are prac- 
tically denuded of saw timber is upset by the 
somewhat surprising results shown in a report 
just issued by the Lake States Forest Experi- 
ment Station at St. Paul of the forest survey 
being made of those States under the McNary- 
McSweeney Forest Research Act. All previous 
estimates of the amount of saw timber left 
standing in the area covered must be dis- 


Volume of saw timber in the Lake States Region, by species and 
State, by International rule, 4” kerf 


carded, as the report shows they were far be- 
low the actual figures. Tables of present saw 
timber stands in the report show the total to 
be 60 percent greater than the last previous 
estimate; that there is 85 percent more pine 
saw timber, 50 percent more hemlock and 150 
percent more yellow birch. This very encour- 
aging report, however, must not be taken as 
meaning that the Lake Statés have anything 
like the vast timber resources of a former day. 

The original stand 
of pine in the region 
is estimated at be- 





Regional > 
SPECIES total Minnesota Wisconsin Michigan tween 300 to 350 bil- 
atin ‘ Mft.b.m. Mft.b.m. Mft.b.m. Mft. b. m, lion board feet, or 
Sortwoods: + 
SD Mlb: 525.5 oes nek 3,753,200 1,598,200 1,145,000 1,010,000 about 40 times the 
a bSibaes SREaRS HERE “Uenggg role now remaining 
I os. oa aie a meni ,677, 262, 46,00 and other species have 
ME is... ..tcacchauk 2'362,730  1,240;730 138.000 984,000 . i 
EE SR eee 1,089,310 350,310 133,000 606,000 been reduced in like 
EEE” oc eretace Sas 97,340 137,340 82,00 78,000 proportion. 
SN ok cebad occ enced 9,222,000 p can neg 2,672,000 6,550,000 The report shows 
All softwoods .......:: 20,880,750 £,587,750 4,709,000 9,584,000 also the present rate 
oe 1 10,538,120 306,120 2,809,000 7,423,000 pal cog 6 Morey 
Reger e 538, ,809, 423, a 
Yellow birch |.......:: "252,230 93230 11388000 3'771,000 2nd — 2 the, te 
Basswood ............. 2'039,200 451,200 28,000 760,000 ent standing timber. 
Elm LO EES SE NENG. 3,178,690 701,690 1,229,000 1,248,000 Tables and charts 
Rn ian ea ae A cepa ‘ '326,000 i 
Pa ale eC ais ae thse: 5,297.79 761,790 3,325,000  15211,000 a oe eg 
Re eee 4,125,700 2,366,700 04,000 55.000 Dy sizes of trees, by 
Paper birch ........... 1,288,340 783,340 160,000 345,000 log quality, and by 
Soft maple .-... 0.0... 1,742,640 110,640 435,000 1,197,000 old growth and second 
Hardwoodst '........... 1,776,280 292,280 755,000 _—729,000 +«rowth, in cubic feet 
All hardwoods ......! 36,734,990 5,866,990 11,903,000 18,965,000 and in board measure 
al eee. 2. hia 57,615,740 12,454,740 16,612,000 28,549,000 by two log rules; also 


*Includes both red and white oak 
tIncludes balsam poplar and cottonwood. 


tPrincipally black ash, hickory, and hop-hornbeam. 


pulpwood and cordage 
timber stand and avail- 
able supplies of fir 
posts and poles etc. 
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Enough Northern Hardwood to 
Supply Consumers Indefinitely 


OsHkosH, WIs., June 13.—The report re- 
cently issued by the Lake States Forest Experi- 
ment Station at St. Paul, giving standing tim- 
ber estimates for Minnesota, Wisconsin and 
Michigan, has attracted considerable attention 
among lumbermen in these States. (Note: The 
table from this report, giving the stand of tim- 
ber of each species in each of the Lake States, 
is published on the preceding page.—Eprror. ) 
Commenting on this report, O. T. Swan, secre- 
tary-manager, Northern Hemlock & Hardwood 
Manufacturers’ Association, said: 

“We were especially interested in this report 
because the Wisconsin State Conservation Com- 
mission made a study fifteen years ago, and said 
that we had about 15% billion feet of commer- 
cial standing timber in Wisconsin. The current 
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Forest Seryice reports made by the Experiment 
Station gives Wisconsin nearly 17 billion feet. 
Our annual cut is less than it was fifteen years 
ago, and accordingly we are mentally much bet- 
ter off today than we were fifteen years ago— 
when we thought we had less timber and were 
using it up at a faster rate. The report itself 
says that these estimates are much higher than 
those which had been in use, that the estimate 
for hemlock had been doubled, that for yellow 
birch increased 150 percent, and the white pine 
estimate increased 170 percent. Other esti- 
mates are also up. Five years ago, when we 
thought we had so much less timber in the Lake 
States, Dr. Raphael Zon said that he thought we 
could cut 300 million feet of hardwoods and be 
on a sustained-yield basis until about 1963, when 
large areas of second growth would become 
commercial, and the annual cut increased. Now 
that we know we have so much more timber on 
hand, the sustained yield cut could be increased 


over those estimates, and, taking the lumber 
production figures of 1935 as a possible ten-year 
average, we could see that the 1935 rate of cut- 
ting is not far from the current production 
capacity of the region. These greatly increased 
estimates showing 28% billion feet in Michi- 
gan, 16% billion feet in Wisconsin, and 12% 
billion feet in Minnesota show that the hard- 
wood consuming industries can count upon a 
stable supply of northern hardwoods indefinite- 
ly. The report shows 10 million acres in tim- 
ber which has reached cordwood sizes, and 26 
million acres in land which is restocking. In 
less than twenty-five yéars, considerable quan- 
tities of this will be commercial. When this 
is considered in connection with these estimates 
showing a stand of timber thas would take care 
of the 1935 cut for forty years or more, it is 
apparent that the northern timber industry will 
supply its customers indefinitely.” 





Announces New Douglas Fir 
Plywood Sheathing Grade 


Tacoma, WasH., June 11.—A new grade of 
Douglas fir plywood sheathing, grade-marked 
and scored under the name Plyscord, was an- 
nounced June 2, by W. E. Difford, managing 
director of the Douglas Fir Plywood Associa- 
tion. The grade has been standardized by all 





Nailing Plyscord, Douglas Fir Plywood, is facilitated 
through evenly spaced, horizontal lines on the face 


members of the association to meet the need 
for a sheathing which is easy to apply, eco- 
nomical to use, and which also carries the 
added features of strength and rigidity to con- 
struction. 

It is planned to back the announcement of 
Plyscord with extensive advertising, and dealer 
helps for direct consumer contact are ready for 
distribution. It is available in standard 8-ft. 
lengths, 32-inch and 48-inch widths, and in 
te-, ¥%- and %-inch thicknesses. Each panel 
is plainly marked and scored with parallel lines 
spaced sixteen inches apart, and when the car- 
penter lays the panel horizontally over the 
studs, the lines indicate the exact location for 
nailing. 

The new sheathing has an improved face and 
presents a solid surface. According to the as- 
sociation, tests at the Forest Products Lab- 
Oratory show that, compared with ordinary 
horizontal sheathing, Plyscord makes a wall 
six times as rigid, while compared with diag- 
me sheathing it makes a wall 40 percent more 
rigid. 
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Brand *’ Oak Flooring. 


















SOUTHERN PINE 


You Will Like 
This Ylooring 


All of our Oak Flooring is produced from kiln dried lum- 
ber manufactured at our own mills, insuring uniformity of 
color and definite moisture content. 


Perfectly machined, it requires a minimum of scraping 


You can buy it in straight carloads, or mixed with yellow 
pine and hardwoods, at no additional cost to you. 


We will gladly quote you on any of the following ‘Kirby 


FINISHED SIZE 25/32x2', 25/32xl/e 3/8x2  3/8xiy 1/2x2 1/2xlle 
Clear OQtd White...... 28,000' 1,500 None 16,000’ 4,000’ 1,000’ 
Clear Oid Red.:...... 17,000 750 None 9,000 13,000 750 
Select Otd White...... 12,000 1,000 None 3,000 750 750 
Select Otd Red........ 20,000 750 None 11,000 6,000 250 
Clear Plain White..... 15,000 2,000 21,000 39,000 4,000 1,000 
Clear Plain Red....... 36,000 3,000 17,000 16,000 15,000 1,000 
Select Pl White....... 10,000 3,000 4,000 25,000 4,000 1,000 
Select Pl Red.......... 84,000 7,000 7,000 26,000 15,000 1,000 
No. 1 Com White..... 65,000 14,000 2,000 39,000 7,000 750 
No. 1 Com Red....... 81,000 8,000 5,000 34000 24,000 2,000 
No. 2 Com Mixed...... 5,000 11,000 14,000 50,000 None None 
No. 1 Com & Btr 

Shorts (15 Count).... None 1,000 1,000 7,000 None -~ 1,000 


KIRBY LUMBER CORPORATION 


HOUSTON 


‘““A Wood for Every Purpose ”’ 


We can furnish either NL Creosoted or NL “Wolmanized” Lumber 
in mixed cars along with untreated items 

























SOUTHERN HARDWOODS 
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Here’s What's New-- 


New Booklet Issued On Hardwood 
Floor Finishing 


“It Broke Our Heart” is the unusual name 
of a new booklet on the finishing of hardwood 
floors just issued by E. L. Bruce Co., Memphis, 
Tenn. It is a dramatized presentation, easy to 
understand, and requires but three minutes to 
read. Each page carries a single thought, illus- 
trated in cartoon style. The booklet empha- 
sizes the advantages of the penetrating-seal 
method of surface finishes; describes the weak- 
ness of certain methods; tells the reasons why 
the Bruce company has a logical interest in the 
proper finishing of floors. Addressed to home 
owners, housewives in particular, it was pre- 





pared for the use of dealers selling the com- 
pany’s floor finishes. The booklet fits into a 
small envelope and will go with a letter with- 
out increasing postage. Copies are available 
to dealers on request to the company. 


Folders for Dealer Distribution 
Foster Proper Painting 


Now that linseed oils fortified with 10 per 
cent of cooked oil are available, at no extra 
cost over regular oil, retail lumber and build- 
ing material dealers are in a position to fur- 
nish master painters with means of delivering 
a better job. Just off the press is an attrac- 
tive and easily readable folder which clearly 
explains the extra value Pol-mer-ik linseed oils 
give to paint film. Broadcasting the facts 
given in the folder, the master painter can 
reach the home owner and help him to secure 
a better appreciation of paint jobs which carry 
lasting value; enable him to establish the extra 
quality of his work with proper materials. The 
folders are furnished free on request to deal- 
ers merchandising Pol-mer-ik linseed oil, a 
product of the Archer-Daniels-Midland Co., 
Minneapolis, Minn. 


New Product to Dissipate Noise 
Within Buildings 


Acoustilite, a new product announced by the 
Insulite Co., Minneapolis, Minn., through appli- 
cation on walls and ceilings, serves the three- 
fold purpose of sound deadening, interior deco- 
ration and insulation. In addition to absorbing 
sound and reducing echo, its main purpose, 
Acoustilite may be used as the subject of cold 
water, flat paint stenciling for further decorative 
effect. Furnished in squares and rectangles of 
various sizes, the tile-like boards can be pat- 
terned as desired and wide use made of the 
two finishes, soft surfaced Travertine stone and 
an open-mesh fabric covering. As insulation 
it combats heat loss from the building in win- 
ter and protects against heat entry in the sum- 
mer. Offices, restaurants, theaters, school 


rooms and churches offer a wide field for 
dealer sales promotion of Acoustilite. Low cost 
and economical application are additional ad- 
vantages claimed by the manufacturer from 
whom dealers may obtain complete information 
and samples. 


Illustrated Booklet Describes Over- 
head Door Advantages 


The Modern Steel Products Co., 2901 Dublin 
Road, Columbus, Ohio, announces the publica- 
tion of an illustrated folder giving complete 
description of “Modern” garage door hard- 
ware, including electric door operators and 
“trouble-proof” overhead doors. Overhead op- 
eration for garage doors is detailed for both 
new installation and for remodeling existing 
doors. Features of its overhead operation of 
doors, according to the manufacturer, include: 
uniform operation under all weather conditions, 
self-lubricating bearings; operation from inside 
or outside of garage; door opens entirely within 
garage. The descriptive booklet is available 
from the company without obligation. 


Announces Booklet On Farm Loans 
Under Revised Title Il 


The James Manufacturing Co., Ft. Atkinson, 
Wis., announces that its question and answer 
booklet on “How to Get Farm Building Loans,” 
under Title I of the Housing Act, has been 
revised to include information about procedure 
for farm loans under Title II. The first book- 
let was issued early in May and the revised 
edition is now available. 


Features Flexible Woven Wire Fire- 
place Spark Curtains 


The Bennett Fireplace Co., Norwich, N. Y., 
is featuring the Bennett Flexscreen, consisting 
of two flexibly woven wire fireplace spark cur- 
tains, which move on a forwardly curving roller 
track screwed to the underside of a lintel sup- 
port angle iron, and also other styles, not built 
in, which attach to the face of the mantel. The 
built-in Flexscreen (Style O), when opened 
allows the curtains to disappear into recesses, 
in the masonry at each side, provided by 
formed steel pockets. When closed, in front 


of the fireplace, the roller carriers overlap the 
center of the curtain three full inches for safety. 
Satin black and polished solid brass curtains 
are standard finishes although any metal finish 
can be matched. Complete information is avail- 
able from the manufacturer. 
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New Combination Woodworker 
Performs Forty Operations 


The new Ever-Ready Combination Wood- 
worker, a product of the Hutchinson Manufac- 
turing Co., Bridgeport, Pa., a versatile, single 
motored machine which has a saw table, jointer, 
band saw, lather, shaper, mortiser and sander, 
is capable of performing forty woodworking 
operations. The complete unit, with cast iron 
frame, ball bearing machine units and direct 





belt drive, occupies a space of only five by six 
feet. It is available as a complete unit or in 
separate units which may be added. Detailed 
information and specifications may be had from 
the manufacturer. 





Price Reductions Announced in 
Cab-Over-Engine Trucks 


Detroit, Micu., June 13.—Effective June 1, 
price reductions of from $35 to $60 were an- 
nounced by the Federal Motor Truck Co., here, 
on its line of cab-over-engine models. The re- 
ductions are from purchasing and production 
savings due to increased sales volume, accord- 
ing to R. W. Ruddon, president of the com- 
pany, who also announced that fifty-four Fed- 
eral dealers had been added since the first of 
this year in territories where the company had 
not been previously represented. 

Al, J. Greenough has been named manager 
of the Federal factory branch at Chicago, ac- 
cording to an announcement by K. M. Schaefer, 
Federal’s general sales manager. 





Finds Much Progress Made on 
Redwood Forestry Program 


San Francisco, Cauir., June 11.—“Outstand- 
ing progress has been made in the selective 
logging and modern forestry program of the 
California redwood industry,” declared Dr. A. 
B. Recknagel, professor of forestry at Cornell 
University, following a tour this month through 
the various lumber operations of the region. 

Prof. Recknagel is a notable authority in the 
field of sustained-yield operations and private 
forestry practices. In addition to his work at 
Cornell, he has served as consulting forester to 
the northern white pine and spruce producers 
of New England, and for the past year has 
been a guest professor of forestry at the Uni- 
versity of British Columbia. He will return to 
Cornell University this fall. 

Accompanying the Cornell educator to the 
redwoods was Dr. J. N. Findlayson, dean of 
the college of applied science at the University 
of British Columbia, in which is included the 
British Columbia school of forestry. They were 
joined on their tour by Prof. Emanuel Fritz 
of the University of California division of 
forestry. 

After reviewing the splendid progress made 
in putting the redwood industry on a_ basis 
of selective logging, he declared that private 
forestry should be encouraged by all govern- 
mental agencies, with every assistance offered 
to assure its permanent success. 
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(Continued from Page 18) 


and their different members tied in securely 
with ring connectors. Mr. Van Vlack an- 
swered questions on farm construction at the 
finish of his address. 

Another feature of the program was the 
showing of a talking movie by Robert Binkley, 
Seattle, on the use of red cedar shingles in re- 
roofing and for sidewalls. The merits of the 
product were clearly brought out in the picture, 
which received close attention from the crowd. 


Cheap Paint Hurts Lumber 
The clinic was brought to a smashing finish 
by Don Critchfield’s talk on the “Cause and 
Prevention of Paint Failures—How to Create 
Paint Sales.” Dealers were urged to know the 


paint they sell, and were told that cheap paint 

discourages home ownership. A film was shown 

illustrating the effect of cheap paint on wood. 
Accompanying pictures show two of the effec- 
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b. Arouse your city to ease of building 
NOW. 
ec. Take movie of progress. 
d. Organize carpenters and painters as 
promotion men, 
3. Publicize all building projects. 
a. Newspaper co-operation. 
b. Use Red Cedar Shingle Bureau home 
films. 
ec. Put miniature homes in store win- 
dows. 
4. Schools, civic clubs. 
a. Create “word of mouth news” children. 
b. Place your colored building calendars 
on every public wall and in each 
school room. 
ce. Seatter your plan books in business 
offices. ’ 
5. Create paint sales and profits. 
a. Distribute paint booklets. 
b. Place color cards in homes. 








tive posters employed during the latter half of 
the address. Telling his audience that their 
business was being allowed to sputter along 
with poor spark plugs, Mr. Critchfield force- 
fully displayed, one at a time, the six new 





Dealers, contractors, 
carpenters and guests 
sat down together for 
luncheon in the hotel 
dining room at noon 





ec. Attract painter co-operation, sell 
painters’ supplies. 

d. Visualize paint values with action. 

e. Stop paint failures. 


6. Turn your ability into cash. 








“spark plugs” which they ought to install. 

1. Paint up your office and lumber sheds. 
a. Rearrange display tables and shelves. 
b. Revive your pride as manager 


owner, 


ec. Ditch your cushioned chairs. 


2. Build a model house while it’s news. 
a. Cash in on National association cam- 


) 


and 


a. Be a community builder. 
b. Excel your competitors. 
c. Use your brains. 

d. Enjoy increased profits. 


With the conclusion of a discussion of these 
things dealers can do, the speaker clanged a 
school bell and said it was time to get busy for 





paign. “recess is over.” 
NEWS AND 
vewsor OQ YEARS AGO 





From the AMERICAN LUMBERMAN 








The Berlin Mills Co., Port- 
land, Me., with a capital stock 
of $30,000 was incorporated to 
manufacture lumber and other 
wood products. William W. 
Brown, of Deering, president; 
Thomas Edwards, Portland, 
treasurer. 

ee @# @ 

The lumbermen of Birming- 
ham, Ala., have formed an ex- 
change with the following of- 
ficers: W. Youngblood, presi- 
dent; C. M. Smith, vice presi- 
dent; D. M. McLean, secretary- 


treasurer. 
* * o 


Lumbermen continue to come 
to the front as philanthropists 
and humanitarians, Charles H. 
Hackley, of Muskegon, Mich., 
being the latest honorable  in- 
stance. He has presented 
$100,000 to the public schools 
of that city, in trust, for the 
erection of a public library and 
reading room, and for the pur- 
chase of books and other mate- 
rials. The only condition °on 
which the gift is based is the 
absolute permanency of the in- 
stitution to be established, un- 





der control of the board of 
education. The building site 
and books are to forever re- 
main the property of the public 
schools of Muskegon. 

ee 2 @ 


Several large rafts will start 
for St. Louis from the Chip- 
pewa and other up rivers the 
end of the week. There will be 
two fleets of 1,200,000 feet each 
for the Philip Gruner & Bros. 
Lumber Co.; two fleets of 
2,500,000 each for Knapp, Stout 
& Co.; one of 1,300,000 feet for 
the John J. Ganahl Lumber 
Co.; one of 800,000 feet for the 
John R. Livingstone Lumber 
Co.; and one of 2,500,000 will 
start from Stillwater for the 
Schulenburg & Boeckeler Lum- 
ber Co. All of these will be 
heavily deck-loaded with lath 
and shingles. Besides the lum- 
ber fleets, there will be large 
log rafts started for St. Louis 
this week from Beef Slough, 
and the steamer J. G. Chapman 
will start down ‘from the Chip- 
pewa with a raft of 2,500,000 
feet for the Eau Claire Lum- 
ber Co. 





It is reported that the Puget 
Sound, W. T., loggers’ associa- 
tion, which now represents 
about three-fifths of the log- 
gers of that region, held a 
meeting recently and decided 
to reduce the output about 
80,000,000 feet, owing to the 
present over supply. 

* * * 


The Michigan wing of the 
Minneapolis lumber fraternity 
came to the front the other eve- 
ning at the first annual banquet 
of the newly organized Michi- 
gan Society. The affair was 
held at the West Hotel, and 
was a notable social event, sev- 
eral hundred ex-Michiganders 
being present. Thomas H. 
Shevlin, of Hall & Ducey Lum- 
ber Co., officiated as master of 
ceremonies with his wonted 
grace. H. C. Akeley was one 
of the guests. 

* * @ 

Lutcher & Moore, Orange, 
Tex., are building three dry 
kilns with a combined daily ca- 
pacity of 100,000 feet; also a 
50 x 128 addition to their plan- 
ing mill. 
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Large 


or Small 


TIMBERS 


of super-strength and dura- 
bility. Standard sizes or cut 
\ to your order. We make 
practically everything in 
Long Leaf Pine. 





Appalachian 


HARDWOODS 


Lumber of distinguished 
beauty and serviceabilty 


We specialize in Oak and Poplar. 


Soft-textured high-quality Appal- 
achian lumber, well-manufactured. 
Careful attention to inquiries and 
orders, Let us hear from you. 


WILDERNESS 
LUMBER CO. 


NALLEN, W. VA. 








Ask Your Wholesaler 
for “ALGER” BRAND 
LONG LEAF SHED & YARD STOCK 
MOULDINGS, LATH, SHINGLES. 
The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 





CHANGE YOUR SAWS TO 


THE GENUINE SIMONDS 


B r F tooth Y iwi 


bits ast. twice as g le ve a 


yb { 


J. H. MINER SAW MF’G. CO., Meridian, Miss 


















‘*KORRECT BRAND” 
AND BircH” FLOORING 
has a national reputation for superior quality 
and manufacture. Our most modern plant, 
years of experience, expert workmanship and 


desire te maintain “‘Korrect Brand” reputa- 
tion guarantees this superiority. 





Try a car now and always be 
a “Korrect Brand" customer. 


Kneeland - McLurg Flooring Co. § 
PHILLIPS, WISCONSIN 


SUPERIOR BRAND 
MFMA 
MAPLE FLOORING 
Michigan Hard Maple 
BROWN DIMENSION CO. 
MANISTIQUE, MICHIGA 


q | 
YO U R REQUIREMENTS FOR 


4/4” 6/4” 8/4" 
ONE,COMMON AND 
BETTER NORTHERN 


HARD MAPLE 


CAN BE PROMPTLY FILLED 
FROM OUR LARGE WELL 


17 AIR DRIED STOCKS 


VON PLATEN - FOX COMPANY 
IRON MOUNTAIN, MICHIGAN 




















Cottage for Rent 


Plan to spend your vacation 
at Lakeside, Mich. 


It is easy of access—only sixty-five miles 
from Chicago—and is on the cool side of 
Lake Michigan. 

Cottage is one hundred feet from the bank 
of the Lake and has a fine private beach. 

Less than two hours from Chicago on U.S. 
12, Dunes four-lane highway—or—on South 
Shore Electric and bus. 

Cottage has large living room, dining room, 
kitchen, bath and two bedrooms on first floor 
and.a large bedroom upstairs. Fireplace, 
screened porch, hot and cold water and elec- 
tric lights. 

Good neighbors—all Gentiles. 
restful nook. 

Will rent for the season. 

Chickaming Country Golf Club—with Shake- 
speare’s home reproduced—only one mile 
away. 

For further particulars inquire of— 


E. C. HOLE, 6704 Stewart Ave., Chicago. 
PHONE—Harrison 4687—or—Wentworth 5723. 


A quiet, 


San Francisco, Calif. 


BUILDING—The total value of all building 
construction authorized in San Francisco 
during May, 1938, was $1,385,417, compared 
with $2,319,280 in April, and $2,248,419 in 
May, 1937, according to figures of the city’s 
Central Permit Bureau. The total value of 
residential building authorized during May 
was $934,885 for frame structures, compared 
with $839,125 in April, and $1,010,076 in May, 
1937. Indications of renewed residential 
building in May over April were outstanding 
on May 25 and 26, when applications were 
filed for permits to construct six frame flats 
and twenty-four one- and two-story dwell- 
ings valued at $140,800. During the first five 
months of 1938, authorized building construc- 
tion totaled $8,234,291, compared with $8,757,- 
661 for the same period in 1937. 


LUMBER CHARTERS—The Pacific Coast 
freight and charter market for May remained 
quiet, according to the current report of 
General Steamship Corp. The credit situa- 
tion in the Far East still continues in an un- 
satisfactory state. Two or three vessels 
were reported as fixed for time charter for 
one way trips or short round voyages. Dur- 
ing May, 21 vessels were fixed for lumber 
cargo, compared with 18 in April, and 43 in 
May, 1937. Of the May fixtures, 11 were from 
British Columbia ports, 5 from North Pacific 
ports, and one each from Columbia River/ 
Puget Sound, Coos Bay/Columbia River, Co- 
lumbia River, Columbia River/Grays Harbor, 
and San Francisco/British Columbia. Des- 
tinations were the United Kingdom, Aus- 
tralia, China and Japan. Fifteen of the total 
May fixtures were completed with wheat and 
general cargo. No extensive business has 
been reported for China or Japan. Lines are 
still attempting to maintain rates of $12.50 
on squares, $14.50 on bolts, $12 on sleepers 
and $16.50 on logs, although it is rumored 
that under special circumstances and by per- 
mission of the Conference some parcels have 
been booked at less. A number of vessels 
have been fixed for United Kingdom on lump- 
sum, which will make lumber a large part 
of their cargo. Freight rates are reported in 
the neighborhood of 50 shillings. Conditions 
still continue quiet in the Australian market. 
One or two vessels have been reported as 
fixed on lumpsum basis, which will probably 
work out in the neighborhood of $9 to $9.50 a 
thousand feet. Liners are reported to be book- 
ing parcels at similar rates for spot positions. 
No fixtures were reported for South Africa. 
No full-cargo charters were reported in the 
intercoastal trade, and regular lines engaged 
in the trade still find it difficult to secure 
sufficient lumber at Conference rate of $14. 


LUMBER RECEIPTS—Lumber receipts at 
San Francisco from interior points totaled 
8,100,000 feet in May, 1938, compared with 
9,620,000 feet in April. Receipts of lumber 
at the port of Oakland amounted to 17,753,- 
840 feet during April, 1938, this being an in- 
crease over March, which had a total of 13,- 
527,510, but was decidedly under total for 
April of the preceding year, which was 
32,008,890 feet. 


WHARFING FEE—tThe Los Angeles Har- 
bor Commission has asked the city council 
permission to raise wharfage charges 10 
cents a ton. If granted, the rate on coast- 
wise freight will be 15 cents a ton, and 25 
cents a ton for intercoastal freight. It is 
expected San Diego, Long Beach and the 
Outer Harbor Dock & Wharf Co. will also 
raise fees if the council grants the increase. 


CALIFORNIA PINES—The Ponderosa sit- 
uation continues at previous unsatisfactory 
level, with prices extremely soft. While re- 
ports indicate some of larger mills have 
made some attempt at price stabilization, 
generally lists are being disregarded, espe- 
cially so in the case of the smaller mills. 
While some business is coming from the 
middle West, that east of Chicago is at a 
very low ebb. Shortages in some items, such 
as D select and better, continue. The ten- 
dency of some of the larger mills to curtail 


production is noted. Snow continues to de- 
lay opening of mills in some areas; it will 
be into next month before all mills get under- 
way. Box lumber is reported scarce, with 
shook business holding up very well. De- 
mand for moulding is reported rather erratic. 
A general pick-up in business is anticipated 
for the fall. Sugar pine prices are said to 
be holding, otherwise the situation is same 
as in Ponderosa. 


REDW0OOD—Whereas volume of business 
is far from what it should be at this time, 
it is felt that the industry is holding its own. 
Prices remain at a firm, stabilized level. Pro- 
duction is now being curtailed, in most cases 
to one shift, in line with new business and 
shipments. Inquiry is mostly for upper 
grades and generally from all sales districts. 


DOUGLAS FIR—wWhile far from satisfac- 
tory, the volume of local business is reported 
fair. Despite growing curtailment in pro- 
ducing areas, prices in this district continue 
exceedingly weak. While a fair volume of 
business is reported from the large central 
valleys of California, its distribution is 
spotted. Taking the situation as a whole, 
California is said to be the brightest spot 
for this wood, and is now taking about 20 to 
25 percent of present shipments. 


Portland, Ore. 


WEST COAST WOODS—The market has 
recently been the slowest in the memory of 
some of the older operators in this territory. 
There was increased idleness in the industry, 
and a ragged price situation. 


INTERCOASTAL—Demand in this district 
is virtually at a standstill, because of heavy 
stocks on the Atlantic Coast, and the ability 
of British Columbia shippers to charter ton- 
nage materially cheaper than the $14 parcel 
rate available on Conference lines. Lum- 
ber prices are irregular and orders very low 
in volume. 


CALIFORNIA—The market is again weak, 
and demand for virtually any items is nar- 
row. Bookings are a good 25 percent below 
those of a month ago, and they were then 
low. 


RAIL, NEARBY, LOCAL—Carlot orders are 
virtually absent. Local demand is a shade 
larger but still slow. Nearby Northwest 
business is moderate and about unchanged 


in volume. 
Seattle, Wash. 


WEST COAST WOODS—RAIL—Prices are 
holding, and some C and D upper items are 
stronger in a market which shows little 
signs of life. Vertical grain 1x4-inch floor- 
ing, C grade, is $1 stronger, and D is selling 
at $1 to $1.50 above old quotations. Flat grain 
D flooring showed changes; 1x4-inch has 
moved at $1.50 more and the 1x6-inch at $1 
more. All three grades of 1x6-inch Pattern 
No, 106 drop siding have advanced 60 cents 
to $1, and the No. 116 D grade is up $1. 
These higher prices are caused by shortages 
of these items at mills. The remainder of 
the Douglas fir list is steady at. previously 
published figures. 


INTERCOASTAL—Lack of demand makes 
this market an unsatisfactory consumer. 
Eastern stocks are ample, but are being 
slowly reduced because of the small volume 
of arrivals, and there is no glut on the 
Atlantic coast. Canadian competition is not 
an overly important factor. 


CALIFORNIA—A fair volume of lumber 
continues to move south by ship. 


EXPORT—Overseas markets are getting 
quieter. Shipments to Japan are held up 
awaiting letters of credit. The rate to Japan 
is $12, and to China, about $12.50. No lum- 
ber is now being ordered for Hongkong. The 
United Kingdom and European Continent are 
in the market for very little lumber. South 
Africa buys a little, but American lumber 
is facing active competition. South America 
buys practically nothing, and inquiries are 
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few. Honolulu is buying a fair amount, and 
prospects there look better. 


SHINGLES—A fairly good volume is being 
sold. Production is so low that stocks are 
being depleted. Prices are firm. 


LOGS—Practically all logging camps are 
closing down seasonally. Prices of logs are 
unchanged. There is a considerable inven- 
tory of hemlock and merchantable fir logs, 
due to reduced demand from pulp mills and 
sawmills. 


Tacoma, Wash. 


WEST COAST WOODS—Sales, shipments 
and production of lumber throughout this 
territory continue to be slack, and unusually 
so for this time of the year. Despite the 
most strenuous efforts of operators to ap- 
pear optimistic, there is no denying that 
there is little if anything of an encourag- 
ing nature. Rail and cargo markets are 
both extremely slack, with few inquiries 
trickling in. Even the door and veneer fac- 
tories are feeling the dearth of business, al- 
though on the whole their orders have held 
up better than have those of most manufac- 
turers. Although logging companies are 
doing little to build up heavy inventories of 
logs, despite the fact that this normally is 
the season of heaviest log production, there 
seems little likelihood, because of the light 
demand, that there will be any noticeable log 
shortage. 


Minneapolis, Minn. 


NORTHERN PINE—wWhile production is 
gradually increasing, sales continue at about 
the same level as for several weeks, and are 
averaging lower than a year ago. Shipments 
are about on a par with sales, and up to 
this time have exceeded production by 70 
percent. The increase in production is ac- 
counted for by the reopening of one of the 
large Head of the Lakes mills and of one 
or two small ones. Most present orders are 
for retail yards, with mixed items and 
speedy shipment stipulated. Industrial de- 
mand has been rather slow. The Twin Cities 
millwork strike has slowed down trade there, 
but country yards are using a fairly satis- 
factory amount of material. Prices remain 
fairly firm at levels established months ago. 
Dealers confidently predict an upswing in 
the market in the rural and small-town areas 
as soon as the peak of farm work is past. 


NORTHERN WHITE CEDAR—A Twin 
Cities treating plant strike is still holding 
up shipments, but a fair volume of untreated 
posts is moving. Stocks are fairly well 
rounded out, but a shortage is developing 
in a few items. Untreated poles are moving 
slowly. 


MILLWORK—With the millwork strike 
continuing, little building is in progress in 
the Twin Cities. Were it not for the strike, 
an unprecedented amount of building would 
be in progress. 


Memphis, Tenn. 


SOUTHERN HARDWOODS —Though the 
market continues in the doldrums, consumer 
stocks are known to be at almost an irre- 
ducible minimum, so that an early pick-up 
is expected. Orders received here are for 
rush shipment. While prices continue low, 
many manufacturers are standing firm on 
their lists and rejecting bids at lower figures. 
Passage of the wages-and-hours bill is ex- 
pected to force prices upward; many mills 
which have been paying their mill and forest 
workers from 10 to 17% cents an hour, are 
now confronted with a 25 cent minimum. 
Hardwood flooring manufacturers are said to 
have bought considerable quantities of lower 
grade rough oak to beat the advance. One 
large producer here has set his price on 
inch common plain white oak f. o. b. Mem- 
phis at $30; and FAS at $50, and declines to 
recede. Mills are closing down wherever 
possible. For the week ended June 4, pro- 
duction was down to 27 percent of normal; 
orders were 38 percent, and shipments, 30 
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nlerica’s Lumber Centers 


percent. Orders for flooring are at about 
40 percent of production, with production 
slightly higher than orders, and shipments 
slightly under orders. Each flooring manufac- 


turer is making his own price schedule. Ex- 
port sales of hardwood are still light. Dis- 
tributors in the United Kingdom, heavily 


stocked at the beginning of the summer, are 
trying to reduce inventories. 


Norfolk, Va. 


NORTH CAROLINA PINE—Demand has 
been rather erratic. Competition is very 
keen. There has been a better demand for 
4/4 B&better boards, rough and dressed, in 
mixed cars, and prices hold very firm. There 
is also a very good demand for air dried 
Bé&better stock widths, and these items are 
scarce, because so many small mills have 
been shut down. Demand for No. 1 boards, 
rough and dressed, from the retail yard trade 
in the South has also picked up, so large 
planing mill operations need more _ stock; 
price is steady. Box makers are still out 
of the market so far as rough boards are con- 
cerned, but there has been a little more buying 
of dressed and resawn stock. Retail yards have 
been buying more rough boards, and this 
is an encouraging sign. Heretofore, these 
retail dealers have been buying all their 
boards from small mills at low prices. Caro- 
linas 8-inch roofers are scarce for quick 
shipment, even though bringing a premium 
over 6-inch. Prices asked today for 6-inch 
air dried roofers are $11.50; 8- and 10-inch, 
$12; 12-inch, $12.50; 4-inch, $7.50. These 
prices are f. o. b. cars Georgia Main Line 
rate. Carolina quotations are about in line 
with Georgia. 


Warren, Ark. 


ARKANSAS SOFT PINE—A slight let-up 
in business has been noticed, although some 
industrial business has been placed. The 
prospective bumper wheat crop has prompted 
some railroads to increase orders for grain 
doors and grain door lumber. A bumper 
tomato crop in this area has furnished the 
box and crating plants with new business. 
Production, shipments and orders are about 
balanced. Some mills announce their inten- 
tion to further curtail production July 1 un- 
less more business is in prospect. There has 
been little change in the price situation. 


SOUTHERN HARDWOODS — Slight im- 
provement in demand for rough hardwood 
has been noticed, such stock being purchased 
by the planing mill trade and flooring manu- 
facturers. Rough stocks are fairly plentiful, 
but some owners are unwilling to sell at 
current prices. Prospective passage of wage- 
and-hour bill will definitely increase produc- 
tion costs. 


Kansas City, Mo. 


SOUTHWEST—The lumber market in this 
area continued in the doldrums, with mills, 
wholesalers and retailers asserting that new 
business is at the lowest ebb since 1932. 
Prices generally are weak and tending lower. 
The net loss on each thousand feet of lumber 
sold is about $2. 


SOUTHERN PINE—Prices appear stabil- 
ized at recent low levels, but concessions by 
small mills again are unsettling the market. 
It is reported that many of the small oper- 
ators are expected to discontinue, as it is 
impossible to make a profit at current prices. 
Industrial and railroad buying is virtually 
at a standstill. 


WESTERN PINES—Although there has 
been some pickup in inquiry, new orders are 
limited. 


DOUGLAS FIR—Shipments of Douglas fir 
have been in fair volume. Prices, as a rule, 
have been maintained. 


OAK FLOORING—The market is dull, with 
little price change noted. Upper grades are 
weaker, and lower grades, principally No. 2 
and shorts, are fairly firm because mills are 
oversold on those items. Eastern inquiries 
to this market have increased. Production 
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continues in line with sales and shipments. 


HARDWOODS—Prices of hardwoods re- 
main unsatisfactory, and shipments are 
smaller. Furniture manufacturers have pur- 
chased sparingly, and other industrial users 
have not entered the market. 


SHINGLES—Shingle prices moved up 5 to 
10 cents per square, with the average in- 
crease for the last month between 20 and 30 
cents. Canadian operators are taking orders 
for delivery after July 1. Principal demand 
is for No. 2 and No. 3 16-inch. 


Birmingham, Ala. 


SOUTHERN PINE business is quiet. Some 
offers are being made at prices so low the 
mills are passing them up. Mills shipping 
by water or for export are in better shape 
than rail mills. Stocks are low at all mills 
and badly broken, and production is below 
sales. Upper grades have suffered the past 
two weeks. Bé&better rough finish, 1x6- to 
12-inch, reached a new low of $33, and No. 1 
and C, $29. No, 2 flat grain flooring moved 
up to $17, mill base, but No. 1 declined to 
$31 as a new low. For dimension, an average 
of $15.50 f. o. b. mill for the 2x4- to 2x8- 
inch, with a dollar up on 2x10- and 12-inch, 
is barely maintained. 


HARDWOOD FLOORING has again de- 
clined; clear plain 1x3-inch is $64; select, 
$54; No. 1, $43, and No. 2, $30. Beech and 
southern maple are in demand, and hold be- 
low oak prices. 

WESTERN WOODS—Calls for Ponderosa 
and other western pines are limited to im- 
mediate needs. Prices have slipped several 
dollars. Buyers want just as small cars as 
possible, and only “filler” items. 





Harnesses Old Canal for Power 
to Drive Mill 


Vancouver, B. C., June 13.—A sawmill op- 
erated by water-power is rare in Alberta; and 
the mill installed, owned and operated by C. A. 
Card on the old mill site of the Great West 
Lumber Co., on the north bank of the Red 
Deer river, in North Red Deer, has created 
much interest. 

By widening and deepening the old canal 
used by the Great West for floating logs to 
its mill 30 years ago, which canal has been 
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dry for many years, he has secured a steady 
flow of water and by installation of a six-foot 
wheel has sufficient power to operate a 46-inch 
saw and 24-inch planer. His wheel is hand- 
made, and his own work, as is most of his 
equipment, and with the present flow of water 
develops from 50 to 60 horse-power. He 
hopes to install a 16-inch grinder in the near 
future and do custom grinding. 

The work required on the canal, which is 
almost a mile long, has been stupendous, but 
with the usual lumberman’s optimism, Mr. 
Card has made a dream conceived several 
years ago come true. He says he has no wish 
to emulate the glories of the old Great West, 
whose sawmill required about 50 men in the 
busy season—and which was operated by 
steam, not water-power—but he has demon- 
strated the practicability of his scheme in spite 
of much adverse criticism. 

Mr. Card is one of a family of lumbermen:; 
his father, J. A. Card of Leslieville, operated 
one of the first mills in the Leslieville dis- 
trict. Mr. Card, Sr., has now a large mill at 
Ferrier. 


Termite Scare Advertising Mod- 
ified on Club Protest 


New Or eans, La., June 13.—Prompt action 
by the New Orleans Lumbermen’s Club in re- 
gard to what was regarded as an unethical and 
destructive advertisement appearing in the New 
Orleans Item, has resulted in pledges to desist 
from that line of sales promotion, according to a 
report by Richard Fleming, club president. The 
advertisement, inserted by the Termiteol Co. as 
a means of obtaining contracts for termite-proof- 
ing buildings, contained exaggerated statements 
relating to extent of infestation and damage by 
termites. The Lumbermen’s Club took the mat- 
ter up with the advertising firm, the newspaper 
publishing the advertisement, and with the New 
Orleans Better Business Bureau. The results 
were declared satisfactory, in that the company 
pledged itself not to repeat, and the newspaper 
indicated it would examine such copy more 
closely. A pamphlet on termites, prepared by 
Dr. Thos. E. Snyder, senior entomologist of the 
Southern Forest Experiment Station, was sent 
New Orleans architects and other interested fac- 
tors to offset the bad advertising. 





Water Lounge Displayed in Unique Trailer 


Touring representatives of the aquatic divi- 
sion of the Pacific Millwork Co., Tacoma, 
Wash., were Chicago visitors June 9, and had 
with them a trailer display of- the company’s 
“water lounge,” an all wood, “sea-going,” pon- 
toon-type creation which is rapidly becoming 
popular for use in lakes and resort pools. The 
accompanying pictures show the unique trailer, 





A Water Lounge brings the comfort of an easy 
chair to water enthusiasts. The seat back and leg 
bie rack are adjustable 


with the top raised, and also a “dry land” 
demonstration by one of the representatives. 
The lounge is navigated by the means of paddle 
wheels, turned by hand, and cannot sink or tip 
over. The pontoons are cedar and upkeep is 
limited to a coat of varnish when the water 
season is over each year. The lounge 8 ft. 
long, 3 ft., 5 in. wide, has a draft of 20 inches, 
and weighs but 75 pounds. It is equipped with 
an adjustable seat and leg rack. Details of its 
construction appeared in an article on page 40 
of the May 21 issue of the AMERICAN LumM- 
BERMAN. 





The Pacific Millwork Co., Tacoma, Wash., is using 
this unique trailer display to show its new “Water 


Lounge” to the public 
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Acquires Large Coast Plants, Tim- 
ber and Steamship Lines 


San Francisco, CAuir.. June 11.—Effective 
June 4, the Pope & Talbot Lumber Co., with 
headquarters at 461 Market St., this city, took 
over all of the properties of the Chas. R. Mc- 
Cormick Lumber Co., including timber and 
sawmills in Washington and Oregon. An an- 
nouncement by the new company states that, 
under the name of its principal owners, it will 





C. L. WHEELER, 
San Francisco; 
Executive Vice Pres. 


J. S. BROWN, 
San Francisco; 
Secretary-Treasurer 


carry on the service and traditions of eighty- 
five years of experience in the manufacture and 
distribution of Douglas fir lumber, mining pil- 
ing and ties. The staff of the new company is 
the same as that of the former organization, 
with the following officers: 

Chairman—George A. Pope. 

President—George A. Pope, Jr. 

Executive Vice President — Charles L. 
Wheeler. 

Vice President—J. A. Lunny. 

Vice President—Hillman Lueddemann. 

Secretary-Treasurer—J. S. Brown. 


The company operates sawmills at St. 
Helens and Port Gamble, Wash., and a creo- 
soting plant at St. Helens. Sales offices are 
maintained at Portland, San Francisco, Los An- 
geles, San Diego, New York City and San 
Juan, Puerto Rico. 

The history of the Pope & Talbot Lumber 
Co. began in 1767, when the founders shipped 
a cargo of American lumber into the Boston 
harbor from East Machias, Me. The develop- 
ment of the company turned west in 1850 when 
Capt. William C. Talbot arrived in San Fran- 
cisco with a cargo of lumber. He was preceded 
by other members of the two families. In 
1853, he visited Puget Sound in search of addi- 
tional timber and directed the erection of the 
Port Gamble mill, which, considerably enlarged 
and improved, is still in operation. The Pope 
& Talbot interests also own the McCormick 
Steamship Co., formerly a subsidiary of the 
Chas. R. McCormick Lumber Co., which oper- 
ates thirty ships in domestic and foreign routes. 





Get Tax Exemption from Louisi- 
ana on New Construction 


New Or.eaAns, La., June 13.—Tax exemp- 
tions have been extended under contract by the 
State of Louisiana,:to the following new_con- 
struction in the industrial field: Ouachita River 
Lumber Co. (Inc.), Baskin, La., $16,000 for 
a sawmill; R. W. Hillcoat Co., New Orleans, 
$6,667 for a sawmill; Rayville Cooperage 
Co., Holly Ridge, La., $36,954 in a new cooper- 
age plant; and Louisiana Materials Co. (Inc.), 
New Orleans, $30,000 for a new plant. 
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THE BUSINESS RECORD 








New Ventures 


CALIFORNIA. Santa Rosa—The Indian Creek 
Lumber Co. will open a retail yard and offices in 
South A Street, at the Triangle intersection with 
the Redwood Highway, supplying all types of lum- 
ber but specializing in redwood and redwood 
shingles. 

Buellton—Ambrose Lumber Co. of Santa Bar- 
bara, will open a branch yard here, carrying a com- 
plete line of building material, hardware and 
paints. 

COLORADO, Greeley—The Guy Martin Lumber 
Co. of Denver is establishing a lumber yard on 
North Eleventh Avenue and will handle lumber, 
paints and builders’ hardware. 


KANSAS, Great Bend—Rock Island Lumber Co. 
opened a yard and office at Main and 19th. 


MICHIGAN. Utica—Arlington Halliwell, of 
Romeo, has entered the lumber and supply business 
of Sener ennanen and Van Dyke Roads, north of 
Utica. 

Detroit — Lowrie & Webb Lumber Co., 14541 
Michigan Avenue, Dearborn, recently opened a 
new branch store at 5901 Michigan Avenue, 

MINNESOTA. New Prague—New Prague Lum- 
ber Co. opened yard. 


NEW YORK. Lindenhurst—Lindenhurst Lumber 
Co. recently began. 


OREGON. Coquille—Oregon Myrtlewood Factory 
established by Charles E. Oerding. 

Portland—R. A. Premo has engaged in wood 
products business at 3216 S. E. Hawthorne, under 
style of Premo Wood Products. 


TEXAS. Goose Creek—Boyd Lumber Co. opened 
at 210 East Texas Avenue. 

Paris—Gist Lumber Co. opened at 58 North 
Twenty-first Street, handling lumber and general 
building supplies. 

Wichita Falls—John Abbott Lumber Co., stock- 
ing standard brands of lumber, paints, builders 
hardware, insulating material and weather strip- 
ping, has opened at 318 North Scott. 

WISCONSIN. Madison—Fritz Construction Co. 
has opened a retail lumber and material yard 
at 105 North Murray Street; under the manage- 
ment of Oscar Lundgren. 


New Mills and Equipment 


CALIFORNIA. Whitmore—Georgée Gartner will 
open a lumber mill here. 

Weaverville—George and A. J. Simons of Oak- 
land will construct a sawmill on Cedar Creek, in 
the Lower Trinity ranger district, of 25,000 feet 
daily capacity. 

MAINE. Lewiston—Maine Lumber Co. will re- 
build mill recently destroyed by fire, according to 
Henry H. Morin of Auburn, proprietor. 

Portland—McDonald Lumber Co. will erect a 
$25,000 lumber mill at 121-131 Marginal Way. 


MISSISSIPPI. Oakley—Fincklea Bros. of Leland, 

Miss., are erecting a saw and planing mill here. 
The mill, of band saw type, will have a capacity 
of 25,000 feet a day and will handle pine and 
hardwood lumber. 
_ OREGON. Lakeview—Goose Lake Box Co. erect- 
ing a box shook factory. The box factory will cut 
approximately 10,000,000 feet of timber: a year and 
will be a year-round operation. Plans call for in- 
stallation of four cutoffs and three resaws. 

Lakeview—Clyde Richardson and Harry Utley 
plan plant to manufacture pencil slats’ and vene- 
tian blind stock. 

Prairie City—Prairie City Lumber Co. will erect 
a sawmill of 25,000 feet daily capacity. The firm 
plans to have a retail yard on Front Street. The 
firm will also put into use a large logging truck, 
bull-dozer, Caterpillar tractor, power log jammer 
and lumber trucks, 

TEXAS. Abilene — Martin Planing Mill Co. 
opened at North Fourteenth and Mesquite. 


Business Changes 


CALIFORNIA, Arcadia—L, A. Beckstrom is the 
new owner-manager of the Arcadia Lumber Co., 
215 South Santa Anita Avenue. 

Los Angeles—H. W. Brown succeeded by H. W. 
Brown Sash & Door Co., 1913 East Florence 
Avenue, 

Los Angeles—Ost Lumber Co. succeeded by Globe 

Lumber Co. (Ltd.), 3430 South Grand Avenue. 
_, San Francisco—Charles R. McCormick Lumber 
Co. properties, including timber and sawmills in 
Washington and Oregon, taken over by Pope & 
Talbot Lumber Co., with headquarters at 461 Mar- 
ket Street, San Francisco. 


COLORADO. Denver—Brooks Parlor Furniture 
Co. name changed to S. Brooks Manufacturing Co., 
1300 Arapahoe Street. 

ILLINOIS. Winchester—Allen Lumber Co. pur- 
chased by Duke Bugg of Pittsfield. ¥: 

IOWA. Lowden—D. W. 

Consall' ly) Glee Conrad succeeded by 

KENTUCKY. Bradfordsville—L. W. Bright & 
Bon, Grccseded by Stanley Bright. *: 

way: ogar-Rumle " ° 
Pruitt Lumber Co. ce ee 

MICHIGAN, Byron Center—C. B. Towner Co. 
lumber and building materials, succeeded by 
Towner Lumber Co. 

Lake. Leelanau—C. E. Hilton succeeded by Lee- 
lanau Lumber Co., recently organized. 

NEW JERSEY. Newark — Lindsley Lumber 


Corp, succeeded by Medlin, Mye & 
(Ine.), 106-108 Broad Street. ° yers Lindsley 








NEW YORK. Schenectady—Madden Lumber Co. 
purchased by H. W. Fleet and Fenton J. Sylvester, 
who will continue the business at 431 Peek Street. 

NORTH DAKOTA. Tappen—Thompson Yards 
(Inc.) succeeded by E. F. Olson Lumber Co. 

TEXAS. Beaumont—Beaumont Retail Lumber 
Yard succeeded by Clyde Oldham, Bowie Street and 
Avenue D. 

WASHINGTON. Edison-—Guerrier Lumber Co. 
sold shingle mill to Bow Shingle Co. 

CANADA. MANITOBA, Belmont—Fargey & 
Smith succeeded bv Belmont Lumber Yard. 


Incorporations 


CALIFORNIA. Palo Alto—Safeway Ladder Co.; 
$25,000. 

FLORIDA. 
(Inc.); lumber. 

NORTH CAROLINA. Charlotte—Charlotte Lum- 
ber Corp.; $50,000. To buy and sell retail lumber 
and all building materials, taking over the retail 
sales department of the Charlotte Lumber & Man- 
ufacturing Co. 


Pensacola — Barber Lumber Co. 


OREGON, Cottage Grove—Scott Lumber Co, 
(Inc.), Gulf Creek, near here; $25,000. 

Lakeview — Goose Lake Box Co., box shook 
factory. 


Sweet Home—Sweet Home Lumber Co., $4,000; 
sawmill and logging. 

VIRGINIA. Bowling Green—Milford Excelsior 
Co. (Inc.); $15,000. To manufacture lumber, excel- 
sior and wood products, 

WASHINGTON. Aberdeen — Lumber Products 
(Inc.); $2,500. 
ara VIRGINIA. Beaver—Beaver Lumber Co.; 

5,000. 


WISCONSIN. Milwaukee—Gower Woodworking 
Co.; building materials. 
CANADA, BRITISH COLUMBIA. Vernon— 


Vernon Box & Pine Lumber Co. (Ltd.) has been in- 
corporated under the B. C. Companies’ Act. Regis- 
tered offices are at 375 Coldstream Road and the 
authorized capital is $75,000. 


Casualties 


ARKANSAS, Sparkman—D. B. Horne sawmill 
destroyed by fire, resulting in a loss of $20,000. 
Plans are being made to rebuild. 

ILLINOIS. Danville — Pierson-Hollowell Wal- 
nut Co. (Inc.) mill destroyed by fire with loss esti- 
mated at $75,000. Approximately 50 percent of 
the loss was on machinery. . 

MASSACHUSETTS. Gloucester—Gloucester Coal 
& Lumber Co. lumber department damaged be- 
tween $15,000 and $20,000 by fire. 

NORTH DAKOTA. Cooperstown—Crane-Johnson 
Co. yard and coal sheds destroyed by fire. Loss 
$30,000, partially insured. A new yard will be 
constructed, 

WASHINGTON. Dishman—Kellogg Lumber Co. 
sawmill destroyed by fire, with loss estimated at 
$25,000. Insurance $5,000. 

Tacoma—Tacoma Sash & Door Co. plant, 15th 
and Docks Streets, leveled by fire, with loss esti- 
mated at $100,000. 

WEST VIRGINIA. Ronceverte—L. L. Lee & Son 
saw and planing mill destroyed by fire. Loss esti- 
mated at $10,000 to $15,000, with no insurance. 





Hymeneal 


WHITTLESEY - FIRMIN — Miss Rhoda 
Boehm Firmin, daughter of Mr. and Mrs. 
A. F. Firmin, Tacoma, Wash., and Charles 
Albert Whittlesey, Portland, Ore., were mar- 
ried at the country home of the bride’s par- 
ents on Fox Island, near Tacoma, June 11. 
The bride’s father is an executive of the 
Weyerhaeuser Timber Co., in charge of the 
reforestation and land department. The bride 
attended Washington State College, where 
she was a member of the Sigma Kappa soror- 
ity. The groom is a graduate of Reed Col- 
lege, Portland. After a honeymoon in Cali- 
fornia, they will make their home in Port- 
land, 


WILKINSON-SCALES—Announcement has 
been made of the coming marriage of Miss 
Elizabeth Ann Scales, daughter of Mr. and 
Mrs. Walter Scales, New Orleans, to Horace 
Wilkinson, III, of Monta Vista Plantation, 
West Baton Rouge parish. The event will 
take place July 12. Mr. Scales is_ regional 
engineer of the National Lumber Manufac- 
turers Association. 


MOSS-BRITE — Miss Antoinette _ Brite, 
daughter of Mrs. Annie Brite, Ft. Worth, 
Tex., and Herbert Moss, Jr., son of Herbert 
Moss, general sales manager of the Tremont 
Lumber Co., Rochelle, La., were married 
June 11 at Ft. Worth. They will reside in 
Rochelle. : 


WANAMAKER-KOHLS—Miss Cleora Kohls, 
daughter of Mr. and Mrs. Sylvester Kohls, 
Ft. Jennings, Ohio, and -Carl. Wanamaker, 
son of Mrs. Odelia Wanamaker, Coldwater, 
Ohio, were married May 21 at Lima, Ohio. 
Mr, Wanamaker is associated with the West- 
ern Ohio Lumber Co., Coldwater. 
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CRATER LAKE 
BOX & LUMBER CO. 


Sprague River, Oregon 











The extra fine quality of this famous Klamath 
Ponderosa makes it a favorite of dealers and 
builders. Advanced manufacturing methods 
in our modern mills produce lumber sur- 
passing fine—stock that is always depend- 
able. We are well equipped to meet your 
needs in SELECTS and COMMON, S4S. PAT- 
TERNS or ROUGH, SHOP and BOX. Let us 
quote or fill an order for you. 


Crater Lake Box & Lumber Co. 
Sprague River, Oregon 
HUNTINGTON TAYLOR, General Manager 





THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 











SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


FIR 


TIMBERS, YARD STOCK, FACTORY CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 
27th YEAR 


© TIMBER ESTIMATORS 
YY JAMES W. SEWALL ™ 











Consulting Forester 


JAMES W. SEWALL 
Old Town, Maine 
Established 1910 


PHILLIPS & BENNER 
Ruttan Block 
Port Arthur, Ontario 
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Eastern Trade News 


[F. J. Caulkins] 


Boston Mass., June 13.—Two addresses re- 
cently made before Massachusetts Institute of 
Technology alumni, will be of interest to lum- 
bermen. “Prospects for the return of good 
times,” declared Roger W. Babson, head of the 
Babson Institute at Wellesley, Mass., “have long 
centered on the building industry. Building 
swings up and down in cycles, just as does busi- 
ness, but both cycles do not always coincide. 
Now the tide of both is running in. The syn- 
chronizing of the building and the business 
cycles for the first time in many years may give 
us a prosperity peak never seen before in Amer- 
ica. Right now America is on a starvation basis 
in building,” Dr, Karl T. Compton, president of 
the MIT, said, “Today we see the principles of 
democracy attacked abroad and at home. We 
see individual initiative and freedom tending to 
be replaced by governmental benevolence and 
regulation. What we should and must have is 
the establishment of a more favorable political 
and economic situation in which the powerful 
forces of productive science and its army of 
trained technologists can join with the forces of 
capitalism and of labor for their best achieve- 
ments. We must have increased efficiency in 
industrial production and distribution, and the 
utilization of all available knowledge and skill 
to bring greater satisfactions, larger profits, 
higher wages, more employment and less ardu- 
ous labor.” 


WEST COAST FIR AND HEMLOCK—Sales 
to dealers have been chiefly from spot stocks 
at the wholesale yards, and from stored lots 
at the terminals, with the yards showing 
little interest in offerings for water ship- 
ment direct from the mills. Cautious buy- 
ing to cover current needs only, by both 
wholesale and retail distributors, is the out- 
standing feature of the local market. That 
the wholesale offices are not bringing in 
unsold lots in anticipation of future demand, 
is revealed in the light receipts through May 
and thus far in June. The average receipts 
at Boston by water in June in the previous 
nine years has been exactly 8,465,475 feet, 
while for the first thirteen days of the pres- 
ent month one ship has arrived to leave a 
small consignment of 200,000 feet. A British 
Columbia cargo is listed to arrive this week. 
The total for the month will be far below 
the June average. The mill price position 
is steadier, as production has been brought 
below current sales and shipments. Local 
sales to dealers for mill shipment take the 
$11 discount from page 16 of the West Coast 
manual, while sales in small lots at the ter- 
minals are at the discount running from $8 
to $9 for the smaller dimension sizes. Whole- 
sale distribution yards hold the discount for 
the smaller sizes of fir dimension at $7, down 
to $5@6 for the larger timbers in lengths 
beyond 20 feet. Board supplies are ample, 
but in no sense excessive, and prices are 
steady at $26.75@27.75 for the 8- and 10-inch 
No. 2, and $23.50@24 for No. 3. 


EASTERN SPRUCE—The volume of retail 
yard sales has increased substantially dur- 
ing the past thirty days, the greater volume 
being for remodelling and repair work, 
rather than for new residential construction 
jobs, though the outlook for the latter type 
of orders is distinctly better. Improvement 
is noted also in the amount of new business 
being booked by local offices for mill ship- 
ment, and a feature is the pressure for 
prompt deliveries. The downward tendency 
to prices which prevailed earlier in the year 
has been checked, and, while they are not 
quotably higher, they are uniformly held 
at the level quoted by the mills. The smaller 
dimension sizes are steady at $30@32, and 
the 8-inch at $4 higher. The 2x10-inch sells 
at $37@38, and the 12-inch at $39@40. The 
mills have accumulated a fair supply of dry 
boards that are selling freely at $31@32 for 
the 5-inch and up, with the 6- and 7-inch 
stock sizes at $33@35. There are more lib- 
eral offerings of small dimension and boards 
to be shipped by water chiefly from Provin- 
cial ports, at prices ranging from $1@3 less 
than the same sizes are delivered for by rail. 


LATH AND SHINGLES—The call for 
spruce lath is limited to small lots to be 
shipped in cars with ordered lumber. Even 
the larger mills regard an order for a full 
car as a rarity. * Most sales are at $4@4.25, 
with an occasional small mill offering as low 
at $3.50@3.75. Eastern white cedar shingles 
sell freely at $4.25 for extra’s; $3.85 for 
clears, and $3.25 for 2nd clears. There is a 
limited call for the two lower grades, and 
the supply is ample. The western red 
cedars—all-rail—are in good demand, but 
there is evidence that production of the 
lower grades has caught up with demand, 
as delivered prices for the 16-inch Nos. 2 and 
3 have eased a bit. The No. 1 18-inch Per- 
fections, delivered at New England points, 
are held at $4.80; with the 16-inch XXXXX 
No. 1 at $4.22; No. 2, $3.67@3.72; No. 3, 
$3.17@3.22. There has been a drop of 5 cents 
per square in the latter two grades. Cana- 
dian shipments will be resumed July 1 on 
the new quota, the amount of which has not 
yet been set. 


EASTERN HARDWOODS—Buying is cau- 
tious, and limited strictly to current needs. 
It is a sharp trading market, and the spread 
between prices for maple and birch as quoted 
by the smaller mills, and those quoted by 
the larger modern plants, is very wide. 
Mills of the latter type hold FAS inch birch 
and maple at $80@85, but there are offer- 
ings by the smaller mills at $10@15 less. 
The woodworkers and furniture factories are 
buying sparingly. Heel maple, 2- and 2%- 
inch, sells more freely, with the 2-inch at 
$80@83 for the short cross-cut, up to $88@90 
for the 2%-inch. 


PINE BOXBOARDS—No. 4 square edge, 
inch, moves freely at a price range of $23@28 
f.o.b. the shipping point. Available supply 
is normal. Of the round edge, inch, sup- 
plies are excessive, with prices at the mill 
yard as low as $13, and up to $16 for the 
wider lots. 


Morrill Wiggin, president of Piers Operating 
Co., that controls the docking and wharfage 
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privileges at Army Base on the South Boston 
waterfront, returned June 3 with his bride from 
a two months’ tour of Europe. Miss Margaret 
Patterson became Mrs. Wiggin on April 9 at 
a ceremony in the bride’s home at Plainfield, 
N. J., and on the following day the couple sailed 
from Boston for the Mediterranean. They are 
now at their home in Brookline. Morrill is 
the younger of two sons of the late H. H. Wig- 
gin, who developed the great Wiggin lumber 
terminal in Charlestown. Back in 1916, Mor- 
rill was a burly center on the Harvard varsity 
football squad. Arriving in Venice, the honey- 
moon was continued through Yugoslavia, on 
to Budapest and up the beautiful blue Danube 
to Vienna. They motored leisurely to Salz- 
burg and Munich, thence to Paris and London. 
They found that in all countries everybody was 
very cordial to the visiting tourists, but just 
the same, said Mr. Wiggins as his ship berthed, 
“T am glad the Atlantic is so wide.” 

The Curtis & Pope Lumber Co., one of the 
older retail concerns in the up-town Boston 
area, is now fully established at its new loca- 
tion on Massachusetts Avenue, a main artery 
for motorists moving in or out of the 
city from or to the South Shore. The site 
was formerly a baseball park. The office has 
been planted at the exact corner of an inter- 
secting street. The main shed, 60x250 feet, is 
set back 50 feet from the street front, with the 
area in front reserved as a parking space for 
the use of callers. The move is from its old 
waterfront location, but the company will con- 
tinue to take both water and rail deliveries 
from nearby terminals. George F. Cobb is 
president of the company, and Daniel A. Lucey 
its treasurer. Both have been active in the 
business many years. 


NEW YORK, N. Y. 


The yards are moving more lumber to the 
construction jobs than at any time within 
twelve months, and the dealers are a unit in 
expressing the conviction that there will be a 
steady increase in the call for building mate- 
rial through the remainder of the year. Such 
a trade trend for the year would be in exact 





OREGON COMPANY INSTALLS MODERN KILN 





The Rogue River Sugar Pine Co. recently installed a modern Moore cross-circulation kiln at its sawmill 
operation, Central Point, Ore. The kiln, entirely of wood construction, is 35 feet wide and 104 feet 
long, and has a capacity of 100,000 feet of lumber. The accompanying picture shows the kiln, and an 
edge-to-edge stacked load of sugar pine may be seen in the inset. Moorekiln fans are mounted on a 
single shaft along one side of the building to produce uniform, rapid air circulation. The kiln is 
equipped with automatic temperature and humidity controls. The loads of lumber are carried into the 
kiln on a track which has the ties imbedded in the ground. Long stacking tracks are located at the load- 
ing end of the kiln to facilitate placing the lumber on loads shortly after it comes from the saw. 
Thicker stock is protected on the ends by the application of the Moorekiln Endtite as soon as it is 
trimmed. The company secures its logs from the upper Roque River valley near Crater Lake National 
Park. The timber is of high quality, lending itself to the manufacture of pattern stock and specialty 
items. The company also has available a large stand of Idaho white pine and plans to produce sev- 
eral million feet of white pine uppers and common this year. C. H. Davis is in charge of the sawmill 
operation, Chauncey Florey is timber expert, in charge of logging and transportation, and Harry Van 


Dyke is in charge of sales 
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line with the predictions of eight and ten 
months ago. There is a spirit of real optimism 
in local lumber circles, both wholesale and 
retail, but the yard men are apparently feel- 
ing this turn of the trade tide in advance of 
the wholesale offices, for the latter continue 
to report a sub-normal volume of new busi- 
ness through May and thus far in June. Car- 
load buying of southern pine finish, oak and 
maple flooring and the better’grades of the 
western pines shows some increase, and 
there is a tendency toward steadier prices, 
but the call for eastern spruce and West 
Coast fir and hemlock is sluggish, and, as 
there is still sales pressure in an effort to 
move surplus holdings of unsold lots of fir 
and hemlock, the price range is wide. Re- 
ceipts by water are the lowest in many 
months. Most sales to the yards are in small 
lots from local storage. The smaller dimen- 
sion sizes of fir, up to 4 inch and under 20 
feet in length, are usually offered at the dis- 
count of $7@7.50 from page 16 of the West 
Coast list and up to $8 and even $8.50 for 
the more desirable orders. It is still a sharp 
trading market, as the yards are able to keep 
their assortments in balance by drawing 
upon local wholesale stocks. Only occasion- 
ally is a round-lot order booked, calling for 
mill shipment. For such schedules, in fir, 
the current discount ranges from $10.50 to 
$11, delivered at the New York terminals. 
Curtailment of production has—within the 
past month—brought output into balance 
with current demand, and a much steadier 
price list at the mills. The vessel rate con- 
tinues at $14. Space is plentiful, and there 
are rumors of charters at lower rates. The 
U. S. Maritime Commission has ordered an 
investigation into the intercoastal charter 
situation and the extent to which it conforms 
to the provisions of the Shipping Act as to 
charter terms, rates and charter practices 
with respect to the transportation of lum- 
ber. It will seek to find and correct dis- 
criminatory rates, unfair competition and al- 
leged demoralizing rate conditions in inter- 
coastal lumber transportation. It is also 
investigating a local strike situation which 
tied up forty-three ships in New York harbor 
—for a one-day period—and held one lumber 
boat here ten days as the C. I. O. the A. F. 
of L. and the National Labor Relations Board 
fought out their claims for jurisdiction in 
naming the crew that was to man the vessel. 

Roy Dailey, western manager of National- 
American Wholesale Lumber Association, 
en route to his home office in Seattle, follow- 
ing attendance at the Atlantic City conven- 
tion late in May, spent several days at New 
York headquarters and planned to visit the 
trade in Davenport, Cedar Rapids, Waterloo, 
Des Moines, Lincoln, Denver, and Salt Lake 
City before reaching Seattle on June 15. 

C, J. Fisher, genial and efficient credit and 
collection department manager at wholesale 
headquarters in 42nd Street, was awarded 
the title of assistant secretary at a recent 
meeting of the directors. 

His host of friends in the trade will be 
Pleased to learn that Otis N. Shepard re- 
turns today to the New York office of the 
Shepard & Morse Lumber Co. in East 42nd 
Street, following six months of severe illness 
initiated by a heart embolism on New Years 
day. Recovery has been slow but sure, and 
for the past two weeks he has been a guest 
at his father’s home in Brookline, Mass. For 
a time he will remain at his office but an 
hour or two each day. Mr. Shepard is vice 
president of the lumber company, and of 
the Shepard Steamship Co., and is the resi- 
dent manager of both. 


Buffalo, N. Y. 


Demand for lumber continues light for this 
time of year, buying being largely for imme- 
diate needs. With some wholesalers, June 
trade is expected to exceed May, but the 
general business situation is causing a cur- 
tailment of new building, as well as of con- 
sumption of lumber by industrial concerns. 
The price situation is unsatisfactory, as the 
amount of stocks available in most woods 
has shown an increase recently. In most 
localities of the State, home construction for 
the year to date is below that of last year 
for the same period. Some improvement is 
expected as the result of government efforts 
to start the building of homes. 

HARDWOODS.—Demand is small. Some 
wholesalers report that their sales so far this 
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year have been less than half as large as for 
the same period of last year, and they do not 
anticipate any great improvement until next 
fall. Prices in most woods have shown a 
declining tendency. 


WESTERN PINES.—Buying has_ been 
largely confined to immediate needs lately. 


NORTHERN PINE.—Northern pine sales 
of building items are curtailed and there is 
less than a normal amount of industrial 
demand. Prices are easy. 


Baltimore, Md. 


NORTH CAROLINA PINE—There are some 
slight indications of a better demand. House 
construction is calling for somewhat larger 
quantities, while industrial building leaves 
much to be desired. The diminution of stocks 
on the municipal docks is merely the result 
of transfers to other storage spaces. The 
quotations have remained about unchanged. 


LONGLEAF PINE—Some gain, as com- 
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pared with May, has occurred in the move- 
ment. Stocks are called for only when actu- 
ally needed. Considerable resistance to price 
cutting is indicated. Assortments suffice for 
current needs, 


CYPRESS—This wood continues to be per- 
haps the firmest on the list. Available sup- 
plies are not excessive. 


WESTERN ~WoOODS—There are_ those 
among the distributors who advance the 
claim that business is better than might be 
supposed. 


HARDWOODS—The price level remains low, 
but a measure of stability prevails. Domes- 
tic business continues quiet. Foreign buy- 
ers are paying a little more attention to 
quality. 





UNDER THE CLARKE-McNary Law, agree- 
ments have been signed between Illinois and 
Missouri, and the Department of Agriculture, 
bringing to forty-seven the number of States 
now co-operating. 





Lumbermen’s Red and Blue Book Service 


is NOT the 





STOP ann GO 





type of service 





IT IS ALL GO 








the press. 


new book to all subscribers. 


arranged for quick reference. 


ings that are of interest to you. 


Approval Plan. 
about this liberal plan. 


Remember our slogan: 





STOP means to cease progress, and the usual 
Credit Rating Book STOPS even before it is off 
While on the press, the information 
in it goes out of date. The book is obsolete when it reaches the sub- 
scriber and because it is not supplemented, the longer it is in his hands, 
the more obsolete it becomes. That is the stop and go type of service. 


With the Lumbermen’s Credit Rating Book it is GO all the time. Our 
large organization is gathering information continuously, even while 
the book is on the press. By the time it is off the press this new infor- 
mation is printed in supplement form and goes right along with the 


Regularly, at three day intervals during the period between issues of 
the book, all of the new information is sent to subscribers in Supple- 
mental Sheets which become a part of the book itself, conveniently 
These Sheets give changes in ratings, 
the names of new concerns starting up and practically all other happen- 


Get acquainted with this unique service. Try it on the popular 30 day 
There is no obligation. 


“It’s Always Up-to-Date, Because It’s Supplemented Twice-A-Week.” 


Lumbermen’s Credit Association Inc. 
608 S. Dearborn St. CHICAGO -- 99 Wall St. NEW YORK CITY 


Write for full information 
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YARD, MILL 





Newsy Notes of Persons and Places 


and OFFICE 








North Jones has become sales representative 
in New York for the R. T. Jones Lumber Co. 
of North Tonawanda, N. Y. 


The Smith Veneers (Inc.), 433 East Erie 
Street, Chicago, has recently been incorporated, 
and will deal in all kinds of wood and wood 
veneer products. 


The neighborhood yard of the Baltimore 
(Md.) Lumper Co. was formally opened last 
week, and residents of the territory were in- 
vited to inspect the place. 


C. A. Pickett, secretary Lumbermen’s Asso- 
ciation of ‘Lexas, was recently re-elected presi- 
dent of the Young Democratic Clubs of ‘lexas 
at the State convention in San Antonio. 


R. M. Goodman has been appointed special 
sales representative for the Sloan-Pierce Lum- 
ber Co., Ves Moines, Lowa, and the Des Moines 
Housing Guild, according to R. I. Sloan, 
president. 


Hugh I. Stahlman, president of the Stahl- 
man Lumber Co. which has its headquarters 
in Houston, Tex., was in Big Spring, Tex., 
in May making tentative plans to build a 
number of houses. 


John M. McLeod, manager of the Southern 
Lumber & Supply Co., Cotton Plant, Ark., 
was elected president of the Eastern Arkansas 
Young Men’s Clubs recently. He is active in 
his community. 


J. C. Cauthen, Jr., has become president of 
the Rock Hill (S. C.) Lumber Co. (Inc.), suc- 
ceeding his father who died April 29. Mr. 
Cauthen was vice president and secretary of 
the firm previous to his father’s death. 


Among the lumbermen who wrete on com- 
mittees tor the annual cruise of the Chamber 
of Commerce of Buttalo, June 14, were Willis 
K. Jackson, C. F. Sullivan, Oscar L. Miller, 
and Albert J. Phinney. 


Plans are reported completed by Paraffine 
Companies (Inc.), San Francisco, for rebuild- 
ing the Pabco factory at Sydney, Australia. The 
original factory, destroyed by fire last winter, 
was built 30 years ago. 


Theodore Bendt announced his retirement 
from the lumber business on June 1 when he 
observed his fiftieth anniversary with the in- 
dustry. He has been affiliated with the Alamo 
Lumber Co., Seguin, Tex. 


A. W. Scott of Menefee-Scott Lumber Co. 
(Inc.), wholesale yellow pine lumber dealers, 
Lynchburg, Va., and Mrs. Scott recently visited 
San Francisco during a western tour which will 
include the Pacific Northwest. 


The El Monte (Calif.) Lumber Co. under 
the ownership of F. P. Sappington has ob- 
served its thirty-fourth anniversary. It is in 
the same location and under the same manage- 
ment as when it was founded. 


A. P. Williams, vice president and general 
manager of the Farmers Lumber Co., Earl, 
Ark., has announced the liquidation of the 
coneern and the sale of the stock to Wallin- 
Dickey & Rich Lumber Co. of Earl. 


W. W. Miller of Miller Bros. Co., Johnson 
City, Tenn., made a business trip through the 
East the latter part of May and first part of 
June. It was said that business was fair for 
his company, which manufactures oak flooring. 


Gilbert Cheney of Dant & Russell (Inc.), 
Portland, Ore., visited Baltimore lumber cir- 
cles the first week in June following a trip 
through the South. He reported that the 
South shows signs of prosperity, with suff- 
cient work at good pay. 


Dan Schloss, co-partner of the Baltimore 
(Md.) Lumber Co., has just finished a week’s 
trip, mostly by airplane, during’ which he 
called on distributors in Missouri, Wisconsin, 
Michigan, Illinois and Ohio. He reported an 
encouraging measure of success. 


Jess D. Davis, general manager of the Long- 
Bell Lumber Co. in Tulsa, Okla., has a rec- 
ord of more years of service with his com- 
pany in proportion to his age than any other 
manager, it is reported. At 30, Mr. Davis is 
completing his fifteenth year with the concern. 


R. B. Browne, for several years connected 
with the Lehigh Portland Cement Co., and 
more recently with the Certain-teed Products 
Corp., has been named director of sales for the 
Pennsylvania-Dixie Cement Corp., with head- 
quarters at the corporation’s New York office. 





Named Midwest Representative for 
West Coast Company 


Kansas City, Kan., June 13.—H. C. Benni- 
son, for the past eighteen years manager of 
the Kansas City branch 
of the Pacific Mutual a 
Door Co., resigned re- 
cently to accept the po- 
sition of Midwest sales 
representative for the 
Peterman Manufactur- 
ing Co., Tacoma, Wash., 
fir door and fir plywood 





H. C. BENNISON, 
Kansas City, Kan.; 
Midwest Sales Repre- 
sentative for West 
Coast Firm 





manufacturer. Mr. Ben- 
nison had been associ- 
ated with the Pacific 
Mutual Door Co. for 
twenty-two years. He 
will make his headquar- 
ters at 910 Ward Park- 
way, this city, and will 
enter actively into his new work following a 
month’s vacation in northern Minnesota. 








Dr. Edward C. Jahn, professor of forestry, 
who has been with the University of Idaho 
school of forestry at Moscow, Idaho, for eight 
years, has, accepted a position at New York 
State College of Forestry, Syracuse, N. Y. He 
will teach cellulose and forest chemistry and 
conduct research work. 


G. A. Vangsness, secretary of the National 
Association of Hardwood Wholesalers and 
wholesale lumberman of Chicago, became a 
grandfather for the first time June 4 when a 
son was born to his son-in-law and daughter, 
Mr. and Mrs. Paul A. Negley. The baby was 
named Neil Lied Negley. 


Robert S. Foster, of the R. S. Foster Lumber 
Co., Indianapolis, Ind., has been re-appointed 
chairman of the Marion County better housing 
committee, R. Earl Peters, State FHA director, 
has announced. The committee was organized 
to promote home construction and modernization 
under the Federal Housing Administration pro- 
gram. 

Calvin Fentress, chairman of the board and 
president of Baker, Fentress & Co., recently 
has been elected ‘president of the Personal Loan 
& Savings Bank of Chicago. Mr. Fentress is 


-well known to lumbermen throughout the coun- 
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try, his company being manager of lumber en- 
terprises, both in the South and West. 


Howard V. Smith, Eldorado, Kan., for the 
past eleven years assistant superintendent of the 
Skelly Oil Co., refinery, there, has been named 
chief chemical engineer of the Barber Asphalt 
Corp., Philadelphia, Pa., in charge of the com- 
pany’s technical department. J. Strother Miller, 
Jr., has been advanced to the position of tech- 
nical adviser. 


L. B. Macdonald, owner-manager of the 
Builders Lumber & Millwork Co., has been 
elected president of the Ambassadors Club of 
the Tacoma, Wash., Chamber of Commerce for 
the ensuing year. The group was organized 
when it made a nation-wide goodwill tour more 
than ten years ago, and since has conducted an- 
nual reunion tours to various parts of the coun- 
try. 


Einar Christensen,. recognized as an author- 
ity on lightweight concrete engineering, re- 
cently returned to America from Denmark to 
become sales engineer for the newly estab- 
lished Pottsco department of the Celotex Corp. 
Mr. Christensen will make his headquarters in 
New York City and will have charge of sales 
promotion, technical and engineering services 
in the East. 


To crystallize forestry conservation con- 
sciousness in all east Texans in the timber 
belt is the aim of the work program to be 
outlined at an all day forestry session in San 
Augustine, June 23. It will be in the form 
of a joint meeting of the Texas Forestry As- 
sociation and the Committee on Forestry of 
the east Texas Chamber of Commerce, and 
will start at 10:30. 


Frank T. Dooley, head of the F. T. Dooley 
Lumber Co., Brinkley, Ark., was in Chicago 
last week, en route to San Francisco for the 
annual convention of Rotary International. 
While in Chicago, Mr. Dooley spent one day 
calling on the trade and before leaving re- 
ported having booked a nice volume of busi- 
ness. Mr. Dooley makes his home in Memphis, 
Tenn., but spends the greater part of his time 
at the mill in Brinkley. 

The 138th district of Rotary recently elected 
Mr. Dooley district governor at the organiza- 
tion’s convention at the Arlington hotel, Hot 
Springs, Ark. 


Kenneth C. Ross, who for the last two years 
has been attached to the sales force of the Long- 
view, Wash., office of the Long-Bell Lumber 
Co., has been transferred to the company’s Chi- 
cago offices, where he will familiarize himself 
with office and territory details before being as- 
signed to sales territory, according to Earl 
Houston, Longview sales manager for the com- 
pany. Before reporting to Chicago, he will 
familiarize himself with company operations at 
Weed, Calif., and Kansas City. 


Lowell T. Murray, prominent Pacific North- 
west logging operator, and Mrs. F. R. Titcomb, 
wife of F. R. Titcomb, prominent Tacoma, 
Wash., lumberman, have just been elected mem- 
bers of the board of trustees of the Tacoma 
Philharmonic orchestra. Holdover members of 
the board include Chauncey Griggs, secretary of 
the St. Paul & Tacoma Lumber Co.; Mrs. Lee 
Doud, wife of Lee Doud, president of the De- 
fiance Lumber Co.; Axel Oxholm, managing 
director of Pacific Forest Industries. 


Announcement is made of the opening of 
the Ben Franklin Lumber Co. at ‘7711 East 
End Avenue, Chicago. Mr. Franklin has 
taken on a few exclusive West Coast and 
southern mill accounts and will do a commis- 
sion business in Chicago and adjacent terri- 
tory. He formerly represented the Coast Fir 
& Cedar Products Co., of Portland, Ore., 
which is now known as the George E. Miller 
Lumber Co. Mr. Franklin is well known in 
Chicago trade circles, having been associated 
with the lumber industry since 1922. 

Recent visitors to lumber offices in Buffalo, 
N. Y., included: T. John Torkelson who is in 
charge of West Coast hemlock promotion. for 
the West Coast Lumbermen’s Association; 
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Walter S. Kennon, sales manager of the 
Swayne Lumber Co., Oroville, Calif., and G. 
A. Meyls, Jr., Baltimore, district manager of 
the same company; L. O. Taylor, general 
sales manager, and N. H. Morgan, New York, 
eastern representative, Shevlin Pines Sales Co., 
Minneapolis, and Douglas P. Jones, New York 
representative of the Florida-Louisiana Red 
Cypress Co., Jacksonville, Fla. 


At the invitation of the British Columbia 
Government, a party of 35 United Kingdom 
timber merchants and importers will visit Brit- 
ish Columbia for ten days at the end of Au- 
gust. It was originally planned to invite 25, 
but requests were so numerous that the size of 
the delegation was increased. The party will 
sail from Southampton Aug. 12. It will study 
timber growth, logging and manufacture. The 
British Columbia Lumber & Shingle Manufac- 
turers’ Association and others are already -mak- 
ing plans for the visiting party and the Provin- 
cial government will co-operate. 


John M. Bush, manager of the land depart- 
ment of the Cleveland-Cliffs Iron Co., has an- 
nounced that during the present season the 
company itself will operate the Hotel Williams 
and cottages and the resort on Grand Island, 
located in Munising Bay, Munising, Mich., and 
that the hotel and cottages will be open from 
July 1 to Sept. 15, 1938. The hotel and cot- 
tages will be under the direct supervision of 
Mr. and Mrs. Langan J. Foard, of Marquette, 
Mich. This is one of the most delightful vaca- 
tion spots in the Upper Peninsula, and is a 
popular gathering place for lumbermen. 


The J. E. McNally Lumber Co., of Colum- 
bus, Ohio, has been awarded the contract to 
supply the millwork for Olentangy Village, 402- 
unit apartment project being erected in that 
city. The contract calls for window frames, 
window sash, glass and weather stripping for 
3,000 window openings, and in addition the 
McNally company will supply a large part of 
the interior trim to be used in the 58 buildings. 
As was reported in the issue of May 21, the 
Cannon Lumber, Tie & Timber Co. was 
awarded a contract for the first four carloads 
of lumber to be used. More than 150,000 board 
feet of form lumber will be needed. 


Carl G. Davidson, former assistant general 
superintendent for the Oregon-American Lum- 
ber Co., at Vernonia, Ore., has been named 
counsel for Oregon Business & Investors (Inc.), 
State-wide taxpayer organization. Mr. David- 
son came to Oregon in 1922 as purchasing 
agent, when the Oregon-American company 
started its operation at Vernonia, and later be- 
came logging superintendent and then assistant 
general superintendent. In 1930, Mr. Davidson 
resigned to enter George Washington law school 
at Washington, D. C. In 1934 he was named 
assistant attorney general for Oregon, and 
served for two years as counsel for the State 
tax commission. In 1936, he joined Ivan Phipps 
in the law firm of Phipps & Davidson, confin- 
ing its practice to tax matters. 


R. L. Hill, of the New Orleans retail firm 
bearing his name, is dividing his time between 
New Orleans and his 1500-acre ranch in south 
central Georgia. Mr. Hill says he paid taxes 
for thirty years on the old homestead and re- 
cently undertook to revive it. He selected the 
most suitable ground for agricultural purposes 
and cleared it, selling the better trees for lum- 
ber and the tops and saplings for pulpwood. 
The cleared land has been planted to pasture 
or is cultivated for live stock feed crops. The 
sloping hillsides are also in pasture. The un- 
favorable acreage he left in timber, culling and 
thinning to improve the stand and selling the 
cut material as pulpwood. He now has a fine 
herd of white faced cattle, and some pure bred 
hogs. The location is south of Columbus, Ga., 
= Mr. Hill drives there from New Orleans in 
a day. 


Robert G. Kay, of the Kay Lumber Co., 
Philadelphia, Pa., was a visitor in Chicago dur- 
ing the past week. Mr. Kay is one of the old- 
time eastern lumbermen, having been engaged 
in the business for approximately sixty years. 
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He is the sole surviving charter member of 
the Philadelphia Wholesale Lumber Dealers’ 
Association. Among many reminiscences of 
earlier days in the lumber business, Mr. Kay 
recalls that fifty years ago, as a young purchas- 
ing agent, he went to Alcolu, S. C., and placed 
an order with D. W. Alderman & Sons Co. for 
340,000 feet of material for prompt shipment, 
to be used in construction work on the Bush 
terminals in Philadelphia. In the intervening 
years he has made many trips to mills in the 
South and has witnessed the passing of a good 
many concerns who were prominent in the 
earlier days of the industry. Mr. Kay is hale 
and hearty, and finds much pleasure not only 
in his business contacts, but in meeting his 
many old friends in the trade. Before coming 
to Chicago on this visit, Mr. Kay had looked 
after business matters in Youngstown, Ohio, 
and from here went to Louisville, Ky., and 
then expected to visit points in West Virginia 
before returning to his headquarters in Phila- 
delphia. 


COMINGS & GOINGS 


Butter, Mo.—Will Smith, Jr., employed in 
the Logan-Moore Lumber Co. yard here for 
nine years, has been promoted to assist A. C. 
Coberly in the annual inventory of the con- 
cern’s several yards. After this task has been 
completed, Mr. Smith and family will reside 
in Eldorado Springs, where he will be con- 
nected with the firm’s yard in that city. 


AveL, Iowa—M. J. Evans, manager Sloan- 
Pierce Lumber Co., has been promoted after 
nine years in the local yard to field man and 
sales manager of the firm’s seven outside 
yards. His position here has been taken by 
Milo P. Smith. of Wellman, who previously 
has operated yards at Glendale, Ariz., and 
Fredericksburg, Iowa. Fred Wing, also of 





Adel, has been advanced to special sales rep-. 


resentative of the company. 


Damon, TEx.—T. J. Chapman has assumed 
the managership’ of the Lutman Lumber Co., 
here, after having been connected with the 
Lone Star Lumber Co. in Goose Creek four 
years. 


Emmett, Ipa.—Lynne Beeghley has _ been 
employed as bookkeeper and assistant manager 
of the Boise Payette Lumber Co. yard in this 
town. He has been with the Sack Lumber & 
Coal Co., Ord, Nebr. 


LeicH, Nesr.—Alvin Teply succeeded John 
A. Glandt as assistant manager of the Leigh 
Lumber & Coal Co. on June 1. 


CLypeE, Ou1o—Ben Parker has succeeded E. 
> Forsyth as manager of the Gross Lumber 

0. 

Evstnore, Ca.tir..—Arthur Messelheiser has 
been transferred from the managership of the 
Dill Lumber Co. in this town to a similar post 
at Hemet. His successor is Guy Kremer. Mr. 
Messelheiser follows R. H. McCoy at Hemet, 
who resigned to become secretary and general 
manager of the newly organized McCoy Lum- 
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ber Co. which has purchased the interests of 
H. H. Spaulding in lumber yards at Hemet, 
San Jacinto and Idyllwild. 


NeEosHO, Mo.—Wood Cunningham, who has 
been associated with the Springdale (Ark.) 
Lumber Co., has become manager of the 
Cooksey-Cornwell Lumber Co. here. He suc- 
ceeds Glenn Cornwell, manager for five years, 
who has accepted a position with the E 
Abernathy Lumber Co. in Joplin, Mo. 


Mackinaw, Itit.—Lawrence Hunter has 
been transferred from the managership of the 
Hunter Lumber Co. here to the yard in St. 
Joseph, Ill. He will, also, assist his father 
in operating other yards owned by the latter. 





Yard's Name Is Changed 


VisatiaA, Cair., June 11—The name of the 
Tulare County Lumber Co., of this city, sev- 
eral months ago was changed to Sequoia Lum- 
ber Co. While there was a change in name, 
there was no change in ownership, this yard 
being one of a line operated by the Valley 
Lumber Co. of Fresno. F. Dean Prescott, 
general manager of the Valley Lumber Co., 
discussing this change in name, recently said 
that the name Sequoia Lumber Co. was chosen 
because of the fact that the great redwood for- 
ests are only an hour and thirty minutes’ drive 
from Visalia, and it is felt that this name has 
a particular significance. 





From Down in Arkansas 


Louis M. Frazier, manager of the Parkin 
Lumber & Supply Co., was elected president of 
the Parkin Rotary Club for the ensuing year. 


The economic program being followed by the 
United States today is leading us away from 
true Americanism, Carthall Robbins, Stuttgart 
lumberman, and past district Rotary governor, 
told the Elaine Young Men’s Business Club at 
a banquet there. Mr. Robbins drew a picture of 
our present economic position, pointing to spe- 
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cific instances where large expenditures are be- 
ing made, he said, needlessly and wastefully. 


At the hundredth anniversary of the Arkan- 
sas Masonic Grand Lodge observed recently in 
Huttig, honors were extended to President F. 
W. Scott of the Union Saw Mill Co. as a char- 
ter member of the Huttig lodge and the oldest 
active member in point of service. 


Cc. C. Curl, Helena retail lumberman, is the 
new president of the Whoa Mule Club. The 
club is an organization of Phillips County 
sportsmen maintaining a club house at Maddox 
Bay. 

Charles Curl, son of C, C. Curi, Helena lum- 
berman, recently won recognition in eastern col- 
legiate circles for his work at the Penn Relays 
in Philadelphia. Young Curl ran anchor posi- 
tion on the Washington and Lee University 
team, which won the one-mile college relay 
event. 

T. B. Palmer has joined the sales organiza- 
tion of the Arkansas Lumber and Manufactur- 
ing Co., Little Rock. Mr. Palmer, who has 
been in the retail lumber business many years, 
learned lumbering as timber estimator for big 
companies in southwest Arkansas twenty years 
ago. 

The Arkmo Lumber Co. at Augusta became 
the Augusta Lumber Co. when J. T. Gillespie 
announced that he had bought the yard and was 
the sole owner and manager. Mr. Gillespie 
went to Augusta seventeen years ago as man- 
ager of the Arkmo Lumber Co., and has been 
active in the civic life of the town. 


T. J. Reynolds of the Valley Lumber & Sup- 
ply Co., Hot Springs, recently went through 
the Mayo Clinic, Rochester, Minn. He was 
accompanied by Mrs. Reynolds on the trip. 


W. C. Chamberlin, general manager of the 
Arkmo Lumber Co., Little Rock, has returned 
from a business trip to California. 


Charles A. Stuck of C. A. Stuck & Sons 
(Inc.), Jonesboro, and president of the Arkan- 
sas Association of Lumber Dealers, attended 
the conference of the Southern Methodist 
Church in Birmingham. He was accompanied 
by Mrs, Stuck. 





Lumber Company Marks 50th Anni- 
versary by Appropriate Greeting 


Good cheer and optimism are reflected in 
the attractively printed Fiftieth Anniversary 
message sent out by the Keystone Lumber Co., 
Pittsburgh, Pa., commemorating a half-century 
of progress (1888-1938). 

Appropriately decorated by a rainbow, in col- 
ors, lettered “Fiftieth Anniversary,” and also 
showing the industrious elephant carrying a 
plank in his trunk (in.fact, five of them), which 
has been used as a sort of trademark for the 
above company for some time, the message 
reads in part: 

“Through the years of prosperity and in de- 
pression days we have shared with you in the 





Amemecanfiumberman 


progress of our great industrial city, and now, 
with better days showing on the business hori- 
zon, may we continue to serve you, today and 
every day.” 

The AMERICAN LUMBERMAN joins in extend- 
ing congratulations to this long established and 
well known concern; one of the important units 
of the lumber industry in the Smoky City. 





Companies Make Arrangement for 
"Border Line" Trade 


WarrEN, ArK., June 13.—The Southern 
Lumber Co., an affiliate of the Weyerhaeuser 
interests, has announced an arrangement with 
the Weyerhaeuser Sales Co. whereby the lat- 
ter will represent it in certain territories. As 
a result stock from the Southern Lumber Co. 
will be offered by Weyerhaeuser salesmen lo- 
cated at the following points and in adjacent 
areas: Mason City and Sioux City, lowa; 
Lincoln, Nebr.; Saginaw and Grand Rapids, 
Mich.; Zanesville, Lima, Wooster and Cin- 
cinnati, Ohio; Mankato, Minn.; Columbia, 
Mo.; Indianapolis, Ind.; Peoria, Rockford and 
Decatur, II. 

Prior to 1922, the Weyerhaeuser Sales Co. 
sold Southern Lumber Co. stock, but the ar- 
rangement was discontinued in that year. The 
new arrangement is largely for “border line 
territory,” and it is thought it will be advan- 
tageous to all parties. 





Flying Lumberman Greeted by 
Representative in 1906 Buick 


SAN Francisco, CAuir., June 11—As George 
W. Gorman, president of the Gorman Lumber 
Co., of this city, set his slick Stinson cabin 
plane down at Grand Central Airport, Glendale, 
recently, he was greated by Arthur Twohy, of 
the Twohy Lumber Co. of Los Angeles, who 
stepped out of a 1906 model Buick, all togged 
out in a long white linen duster, leather driving 
gauntlets, cap and everything. 

The ultra-modern in business transportation 
of thirty-two years ago and today, met on the 
homing grounds of the latter, each with a lum- 
berman at the controls. Gorman had roared 
down from San Francisco at a 100-mile clip; 
Twohy, southern California representative of 
Gorman’s concern, had chugged out from Los 
Angeles at around 25 miles per. 

The old Buick, which cranks on the side and 
has right-hand steering, is one of a collection 
of about thirty ancient models owned by Mr. 
Twohy, who has appeared in a number of 
movies as the driver of most of his old timers. 
_ Mr. Gorman, who has been dubbed the “fly- 
ing lumberman,” uses his private plane for the 
majority of his business trips, from San Fran- 
cisco to the Port Orford (Ore.) plant of the 
Trans-Pacific Lumber Co., of which he is gen- 
eral manager. He streaks it from San Fran- 
cisco to Portland in five hours; to Port Or- 
ford (about 500 miles by road), three hours; 
to Los Angeles, a little under three hours; to 

Sacramento, 30 minutes, 

® and from Los Angeles 

, to San Diego, one hour. 

' He is a veteran flyer 

with two years’ experi- 

ence as First Lieutenant 

in the Royal Flying 

Corps in the World 

War, and_ exhibition 

and commercial flying 
behind him. 





To airport near Los An- 
geles, Arthur Twohy, 
southern California rep- 
resentative for Gorham 
Lumber Co., of San Fran- 
cisco, chugs out in an- 
cient Buick to meet 
George W. Gorham, pres- 
ident of the concern, 
who uses a Stinson cabin 
plane 
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Illinois Retailer Tries Egyptian 
Transportation 


Morris, ILt., June 13.—The desk of I. N. R. 
Beatty, founder and president of a chain of re- 
tail lumber and building material yards in IIli- 
nois which bear his name, hasn’t been moved 
ten feet from its original location in the com- 
pany’s main office, here, although the firm first 
“saw the light of day” forty-six years ago. 
However, Mr. Beatty doesn’t follow the ex- 








I. N. R. Beatty, Morris, Ill., retail lumberman, “mas- 
ter of all he surveys," from atop a camel in the 
desert near Cairo, Egypt 


ample set by his desk. Ever so often, accom- 
panied by Mrs. Beatty, he scoots off to some of 
the world’s most interesting places. 

An AMERICAN LUMBERMAN representative 
was talking with Harvey Beatty, vice presi- 
dent of the company, in his office recently, 
when “I. N. R.” came back from lunch and ex- 
plained that he was a trifle late, having been 
detained at home to help Mrs. Beatty unpack 
some purchases which they made in Italy, while 
on a tour which included a trip to Egypt. Con- 
versation revealed the coincidence that the 
Beattys’ ocean voyage to Alexandria had been 
made on the same boat with a friend of the 
writer. Later in the afternoon, while being 
shown some of the examples of rare marble 
and fine paintings from the Beattys’ Italian col- 
lection, we glanced through some pictures of 
the trip and persuaded Mr. Beatty to let us 
have the accompanying snapshot. 

Regardless of the inspiring pyramid in the 
background, it seemed that Mr. Beatty’s equili- 
brium was somewhat disturbed on the occa- 
sion by the manner in which the camel got to 
its feet—first up in the air from the back and 
then up in the air again, this time from the 
front. The “fez” adornment likens Mr. Beatty 
unto some imperial potentate, and his drago- 
man, at the right, is the most famous of his 
race. An Arabian, he is a university gradu- 
uate and most proud of having been Mary 
Pickford’s guide. 


Son of NHLA Secretary an 


"Active" Journalist 


The journalistic ability of John W. McClure, 
secretary-treasurer of the National Hardwood 
Lumber Association, Chicago, has long been 
demonstrated through the medium of the news 
letter which he issues from his office to mem- 
bers of the association. The day has come, it 
seems, when he must share the honors of the 
printed page with another McClure—this time, 
Mr. and Mrs. McClure’s seventeen year old 
son, Donald C. McClure, who is graduating 
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from Choate preparatory school, New Haven- 
Wallingford, Conn., this June. 

It is the practice at Choate to elect the staff 
of the Choate News, school newspaper, for one 
year, from April to April, allowing the boys the 
last few weeks to study up for final examina- 
tions. “Don” McClure was named as President 
of the Choate News in April, 1937, serving 
through April of this year. During that time 
the publication was honored with first class 
ranking in the National Scholastic Press Asso- 
ciation competition, winning from 1500 high 
school and college entrants; received a tie for 
first place in the Columbia Scholastic Press 
competition, against entries from 1,114 private 
schools; won second place in the Princetonian 
contest. 

As one of three editors for the alumni supple- 
ment, young McClure was the author of a 
thought-provoking editorial on practical educa- 
tion, stressing the need for education to fit the 
boys of today rather than the type which makes 
life a “fit” for them. He also introduced 
Thomas McMorrow, noted short story writer, 
at a school function and acted as toastmaster 
for the occasion. The literary effort of Choate 

“fellows” is on a consistently high plane. Dur- 
ing the past ten years.of nation-wide short story 
contests for preparatory school students, as 
staged by the Atlantic Monthly, the school has 
won seven first places. 

Despite the press of association business and 
the necessity of getting preliminary plans un- 
derway for the organization’s annual meeting in 
Chicago, Mr. McClure managed to attend the 
school’s prize day exercises on May 27. Gradu- 
ation day follows in June, at which time no 
guests are allowed. ‘Don’ reached his seven- 
teenth birthday on May 1, and further proved 
himself “a chip off the old block” by addressing 
a school forum on the subject of “Wood Versus 
Steel in Construction.” Who said that “lum- 
ber pens” aren’t as good as any others, if we 
may “steel” a point to include his efforts? 





Lumberman Elected Imperial 
Potentate 


At the annual convention of the Mystic 
Shrine, recently held in Los Angeles, Andrew 
A. D. Rahn, of Zuhrah 
Temp le, Minneapolis, 
Minn., was elected Im- 
perial Potentate. Mr. 
Rahn, who is connected 
with the Shevlin-Car- 
penter interests, is a 
widely known and es- 
teemed member of the 





ANDREW A.D. RAHN, 
Minneapolis 


Elected to High Post 
at Convention 





lumber industry. He 
has practically retired 
from active participa- 
tion in the business, but 
keeps closely in touch 
with developments in 
the industry and _ his 
advice and counsel are frequently sought on 
questions of national interest. 


Long Established Lumber Co. Is 
Building New Plant 


Mitton, W. Va., June 13.—Happy Hall, of 
the Happy Hall Lumber Co., has recently 
purchased a tract of two and one-half acres, 
on which will be erected new buildings for 
housing the retail lumber and wood working 
business conducted for many years by the above 
company. Work has been begun on a new 
shed 20 feet wide and 100 feet long, and a 
new mill, two stories high and containing 4,600 
¢quare feet of floor space, which will employ 
five men. A steel fence, 8 feet high, will 
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be constructed along the rear of the property. 


When the new buildings have been completed, 
the old structure on Smith Street will be de- 
molished and the real estate offered for sale. 





Montana Retail Concerns Now 
Under New Ownership 


Bitutincs, Monrt., June 13.—C. J. Baldwin, 
head of the retail companies with which his name 
has long been identified, says regarding the re- 
cent sale of those interests, and as to his plans 
for the future: 

“T intend to put in a year or two winding up 
the affairs of the companies, working on collec- 
tions, etc., and possibly at the end of that time 
may feel like retiring. 

“We have been subscribers to the AMERICAN 
LUMBERMAN for something like thirty-four 
years, and expect to continue to enjoy reading 
your magazine, as we are still very much in- 
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terested in the retail lumber business, although 
no longer actively engaged therein. We have al- 
ways depended on the AMERICAN LUMBERMAN 
for information on conditions in the lumber 
business. 

“The Baldwin Lumber Co. sold its yard in 
Billings, and the Baldwin Lumber & Hardware 
Co., an affiliate, sold its four yards located at 
Bridger, Belfry, Edgar and Crow Agency, 
Mont., to Aldrich & Co., of Billings, turning 
over possession of the yards as of April 15, 
1938, The Aldrich company purchased from the 
two companies above mentioned all of the lum- 
ber, building material and other merchandise on 
hand, as well as all of the real estate, buildings, 
furniture and fixtures, trucks—in fact all of the 
assets of the two companies, excepting accounts 
receivable and bills receivable. 

“The Aldrich company is continuing the busi- 
ness as it was handled by the two companies 
above mentioned, retaining the same personnel, 
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JACKSONVILLE, FLORIDA 
VANCOUVER, B. C. 
NORTH 
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and continuing on about the same plan as here- 
tofore, although it no doubt will make some 
changes and probably add some other items than 
those handled at the time of above change in 
ownership, 

“The Aldrich company already had seven 
yards—other than those recently purchased— 
six in Wyoming and one in Montana, so that 
it now has twelve yards in all. L. R. Aldrich 
Jr., is president of the company. He has lo- 
cated his general office here, at former location 
of the Baldwin company, and from it will 
supervise the management of all the yards of 
the Aldrich company. 


“The Baldwin Lumber Co. was first organ- 
ized in October, 1904, starting with a yard at 
Bridger, and later acquiring other yards. In 
1919 it was reorganized as the Baldwin Lumber 
& Hardware Co., operating the four yards men- 
tioned above, Then years ago I moved my gen- 
eral office from Bridger to Billings, organizing 
a separate company called the Baldwin Lumber 
Co., engaged in the retail lumber business in 
Billings. The reason for the difference in names 
of the two companies was that there were some 
stockholders in the new company who were not 
interested in the old company; also that the 
Billings company handled lumber and building 
material exclusively, while the parent company 
handled lumber, hardware and farm machinery.” 





New Company Succeeds Old One 


Newark, N. J., June 13—The Lindsley 
Lumber Corp. having decided to retire from thé 
metropolitan market, has formed Medlin, 
Myers & Lindsley (Inc.) which will continue 
to handlé the same business. Mill and sales 
connections will remain the same. The suc- 
cessor company will continue to specialize in 
oak, maple and pine flooring, having restricted 
sales on Dierks and Elkins brands in this 
territory. In addition to flooring, the firm will 
handle roofers, and Medlin-Myers brands of 
genuine white pine. 

George Medlin, active in the Lindsley Lum- 
ber Corp. for eleven years, is president of the 
new organization. Mr. Myers, former secre- 
tary and salesman of the retiring company, is 
vice president and secretary of Medlin, Myers 
& Lindsley (Inc.). The offices will remain 
at the same address, 106-108 Broad Street. 











SPEE-D-TWIN 


STEAM FEED 


Costs little more than belt or 
friction type feeds, but makes 
a tremendous difference in the 
cut of the mill. Investigate. 


Write for catalog A. 


SOULE 


STEAM FEED WORKS 
| MERIDIAN MISSISSIPPI 





Amemcanfiimberman 


Red Book Representative Visiting 
Pacific Northwest 


W. B. Downs, special representative of the 
Lumbermen’s Credit Association (Inc.), Chi- 
cago, publishers of the “Red Book,” left May 31 
for an extended trip through the Pacific North- 
west in the interests of the association’s credit 
reporting and collection services. Mr. Downs’ 
tour will include stops at Minneapolis, St. Paul, 
Calgary, Alta., Vancouver, Seattle, Tacoma, 
Spokane, Boise, Denver and Omaha. 





West Coast Company Names New 
Kansas City Branch Manager 


Kansas City, KAN., June 13.—S. R. “Ray” 
Lambert, associated with the Pacific Mutual 
Door Co., Tacoma, Wash., for the past four- 
teen years, as assistant manager under K. D. 
Hoag at the company’s Brooklyn, N. Y., 
branch, had been named : -_ 
manager of the Kansas 
City office, according to 
an announcement by T. © 
F. Eckstrom, general 
manager. : 

A banquet was given g 
in Mr. Lambert’s honor, © 
















Ss. R. LAMBERT, 


Kansas City, Kan.; 
“Pamudo” Manager 





Thursday evening, June 
2, at the President 
hotel here. Seventeen 
members of the Kansas 
City branch personnel 
were present in addition 
to Mr. Eckstrom and E. 
G. Thuresson, Chicago 
branch manager, who acted as toastmaster. 
Mr. Lambert is married and the father of 
two children, a boy and a girl. 





Sales Manager Discusses New 


Construction Prospects 


California could start a real building boom 
within its own boundaries, if the present ap- 
proved FHA commitments were acted upon by 
prospective builders who made application for 
loans, according to P. J. “Pete” Van Oosting, 
sales manager of E. J. Stanton & Son, (Inc.), 
wholesale and retail lumber and building ma- 
terial firm, Los Angeles. Mr. Van Oosting, inter- 
viewed by an AMERICAN LUMBERMAN repre- 
sentative while in the Chicago offices of the 
Insulite Co. June 14, expressed the opinion 
that, as soon as the public overcomes a certain 
amount of “fear,” privately financed construc- 
tion will go ahead rapidly. 

“Banks are co-operating in furnishing 
loans in California,” he said, “to the extent 
of actively soliciting such business. Misin- 
formation concerning the high cost of build- 
ing has been discredited; the talk has died 
down since we have been able to show pros- 
pective builders that costs for 1938 are at 
least ten percent under last year. In Los 
Angeles, the practice of creosoting houses 
under construction and other acts of vandal- 
ism have been stopped, and, as an open shop 
mete. union and non-union labor do not con- 

ct. 

Mr. Van Oosting stated that English inter- 
ests are backing the development of a subdivi- 
sion in San Gabriel, about fifteen miles from 
Los Angeles, where, it has been announced, 
840 moderate-cost houses, in the $3,500 to 
$4,500 class, will be built for sale under long 
term financing. The same group completed 
a similar project near London and will follow 
the system of operation used in England, with 
the exception of adapting construction to hous- 
ing requirements of this country. 

“New house construction may well receive 
impetus from within the ranks of the build- 
ing industry itself,” he said. “Every com- 
pany, from manufacturer to retailer, should 
call in its employees and tell them: ‘Now is 
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a good time to build. Build within your 
means. Our company has been in business 
for so many years and will continue to be 
in business. Your job is safe.’ If we adopt 
a negative approach to building, how can 
a, the public to be enthuiastic about 

As soon as Mr. Van Oosting returns to the 
West Coast, plans will be completed for his 
own new house. On his trip by motor to the 
midwest, he was accompanied by Mrs. Van 
Oosting, their two children and her mother. 
Mrs. Van Oosting, formerly a resident of Oak 
Park, Chicago suburb, who had not been back 
for seventeen years. After leaving Chicago 
their tour will include a visit to the mills of 
the Insulite Co., International Falls, Minn., 
stops in North Dakota, Mr. Van Oosting’s na- 
tive State, and at Yellowstone National Park. 

Mr. Van Oosting, who has been connected with 
E. J. Stanton & Son (Inc.) for the past sixteen 
years, was named sales manager about three 
months ago. The company, a pioneer hardwood 
yard, through its wholesale division furnishes 
Philippine mahogany and deals extensively in 
sugar pine and white pine. 





European Beech Production 
Less Than in 1937 


PRAGUE, CzECHOSLOVAKIA, May 28.—The sec- 
ond ordinary meeting of the executive commit- 
tee of the European Beechwood Convention 
took place here on May 21 and was attended 
by delegates of each of the four beechwood 
exporting countries adhering, as well as by rep- 
resentatives of the British Hardwood Agents 
& Brokers Association. 

It was stated that, thanks to the existence 
of the Convention, statistics are now available 
that materially facilitate a more accurate esti- 
mate of the position of the market than was 
hitherto the case. In addition, the delegates 
were unanimously of the opinion that the small 
decline in the consuming power of the British 
market would not only be counterbalanced by 
the increased imports by other markets, but 
that in addition the equilibrium between supply 
and demand would be assured by the fact that 
this year the production of beechwood in most 
countries will probably be considerably less 
than during 1937. 

The next meeting of the executive committee 
will be held in September, at a place to be an- 
nounced later. 


Asks Support of Move for Par- 
ity in British Markets 


PorTLAND, OrE., June 11.—Under the leader- 
ship of its new president, Edmund Hayes, of 
Portland, the West Coast Lumbermen’s Asso- 
ciation is this week continuing its drive to obtain 
widespread public support of its effort to obtain 
concessions in the forthcoming British-Ameri- 
can reciprocal trade agreement. In a statement 
today Mr. Hayes plead for all persons in the 
Northwest to appeal to their senators and con- 
gressmen to use their power to obtain such con- 
cessions as would put United States manufac- 
tured lumber on a parity with British Columbia 
in British Empire trade. He showed the star- 
tling decline of Northwest lumber exports to 
Australia, New Zealand and the British Isles 
when the Empire trade pact of 1932 became 
effective. These formerly were all good mark- 
ets for Northwest fir and hemlock. 








Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroad shows that 
the revenue freight for the two weeks ended 
June 4, totaled 1,064,685 cars, as follows: For- 
est products, 51,344 cars (a decrease of 868 
cars below the amount for the two weeks ended 
May 21); grain, 59,676 cars; livestock, 23,416 
cars; coal, 184,672 cars; coke, 8,579 cars; ore, 
41,812 cars; merchandise, 278,561 cars, and mis- 
cellaneous, 416,625 cars. The total loadings for 
the two weeks ended June 4 show a decrease of 
22,926 cars below the amount for the two weeks 
ended May 21. 
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European Timber Exporters Sec- 


retariate Moves to Belgium 


PraGuE, CZECHOSLOVAKIA, May 21.—The 
ninth ordinary general meeting of the Comite 
International du Bois took place May 19-21. 
It was resolved to transfer the office of the 
Secretariate to Brussels. The discussions re- 
garding the various activities of the C. I. B. 
and the Secretariate took the anticipated course, 
and in the first place led to its being recog- 
nized that far from the work of the C. I. B. 
suffering any detriment from the transfer of 
the headquarters, the vicinity of the great im- 
porting markets would in many respects repre- 
sent an advantage, and a facility for the activi- 
ties of the Secretariate, that would be reflected 
in accrued advantages to the members and in 
an improvement in the contents of the publica- 
tions of the C. I. B. 

The usual discussions as to the position of 
the market provided material upon which the 
various delegates will be enabled to base their 
attitude at the coming European Timber Ex- 
porters’ Convention discussions. 

The election of officers led to the following 
result : 

President—Krystyn Count Ostrowski 
(Poland). 

Vice-Presidents—N. Costinescu (Rumania); 
Comm. Dott. Carlo di Nola (Italy). 

Chairman of the Administrative Committee 
—Leon Kérner, Consul (Czechoslovakia). 


Department for Timber Utilization: 

President—René Chaplain (France). 

Treasurer—Leonard Arnott (Great Britain). 

Chairman of the Statistical Committee— 
Gerald Lenanton (Great Britain). 
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Japan Buying Again 
Vancouver, B. C., June 11.—Japanese inter- 
ests have entered the British Columbia log and 
lumber market again after an absence of sev- 
eral months. Orders so far received are for 
approximately 31,000,000 feet of logs and Doug- 
las fir squares. Five cargoes have been booked. 
While some of this lumber represents orders 
tentatively placed some time ago, most of it is 
new business. Present negotiations indicate that 
credit will be forthcoming in adequate amounts 
to finance a substantial movement of lumber 

and logs during the next few months. 





Log Birlers Enter for Escanaba 


Roleo 

EscANnaBA, Micu., June 13.—The “old man” 
of the birling game, 61-year-old George Glazier, 
of Washburn, Wis., who participated in the 
lumberjack contests on the log drives on the 
Chippewa River in Wisconsin thirty years ago, 
is the first to formally enter the world’s cham- 
pionship log rolling tournament to be held in 
Escanaba, Aug. 12 to 14. Glazier competed in 
the Escanaba roleo last year, advancing to the 
semi-finals, where he lost to Walter Swanson, 


champion Pacific coast birler, after a hard-_ 


fought match. 

Glazier is now employed as a hunting and 
fishing guide in the Wisconsin northwoods. He 
has participated in more birling tournaments 
than any other log cuffer still active in the 
sport. He was runner-up for the world’s cham- 
pionship in four tournaments at Eau Claire, 
Wis., and Bodin’s Brownstone Bowl at Wash- 
burn. He also won the Canadian champion- 
ship at Fort William several years ago. 

One of the youngest birlers, Roy Hagen, 17, 
a Washburn farmer and woodsman, was the 
second to enter the Escanaba Roleo lists. He 
is a protege of Glazier. Both are already prac- 
ticing up for the 1938 tournament. 

The largest assemblage of birlers in the his- 
tory of the lumberjack sport is exnected to 
come from Michigan, ‘Minnesota, Wisconsin, 
Idaho, Oregon, Washington, Maine and Can- 
ada to roll at Escanaba. Last year there were 
twenty-six contestants. Joe Connor, 26-year-old 
University of Minnesota forestry student, won 
the world’s championship. 
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Chooses Redwood to Resist 
Giant White Ant 


San Francisoo, Cauir., June 11.—Rev. C. L. 
Welch, of the London Missionary Society, re- 
cently dedicated a new church building of 
California redwood on the island of Nauru, 
south of Melbourne, Australia. The old church 
had fallen prey to the dreaded giant white ant. 
Searching for the proper material for the new 
church, Rev. Welch used as his guide the tech- 
nical bulleting, “California Redwood and Its 
Uses,” published in 1937 by the U. S. Depart- 
ment of Commerce, Bureau of Foreign and 
Domestic Commerce, which said: 

Termites, commonly called white ants, are 
the most destructive insect enemies of wood. 
The heartwood of California redwood con- 
tains certain elements which are believed to 
impart to the wood the characteristics of a 
natural preservative, making it one of the 
most termite-resistant woods produced in 
the United States. This is verified by actual 
tests conducted by the Bureau of Entomology 
of the U. S. Department of Agriculture. 


AMONG THE 


Textbook of Dendrology; by William M. 
Harlow and Ellwood S. Harrar; $4.50—Despite 
its highly technical title, this book is a general 
reference work for the layman as well as a 
textbook for the student of scientific tree cul- 
ture. The introduction explains the system of 
nomenclature and classification by leaf, flower, 
fruit and bark used by scientific botanists. The 
authors have selected some 300 commercially 
important trees and explained them fully, rather 
than to give brief descriptions of the more than 
a thousand native tree species. The book is 
handsomely illustrated with photographs of the 
tree, leaves, bark, fruit and flowers. This is a 
book for the person who wants to understand 
the broad grouping into genera and to be able 
to identify important species in each group. 527 
pages. 

Laws Relating to Forestry, Game, Conser- 
vation, Flood Control and Related Subjects; 
by Elmer A. Lewis; 10 cents—This is a compi- 
lation by the Government Superintendent of 
Documents of the laws adopted since the Weeks 
Act of March 1, 1911, relative to the subjects 
named. The pamphlet may be purchased from 
= etait of Documents, Washington, 


_ Air Conditioning—Heating and Ventilat- 
ing; by J. Ralph and Charles L. Hubbard; 
$4.00—A practical treatise on the principles and 


general application of steam, hot water, vapor, : 


vacuum and forced air for heating; split sys- 
tems for heating and ventilating; air condition- 
ing for all types of buildings. It is a text book 
for the air conditioning engineer, replete with 
charts, tables and formulae, and profusely illus- 
trated with diagrams, sketches, and photographs, 
but there is much of it that the layman who 
handles air conditioning equipment should know 
if he is interested in selling or building modern 
homes. The many types of apparatus used in 
uptodate construction for heating, ventilating, 
cooling, humidifying, dehumidifying, insulating, 
etc., are fully described and illustrated. The 
text contains many descriptions of representa- 
tive jobs and typical specifications for installa- 
tions and practice problems are given through- 
out. 571 pages. 


Kent’s Mechanical Engineers’ Handbook— 
Design; Shop Practice; $5.00—This is the 
eleventh edition of a work that has for over 40 
years been the standard engineers’ handbook. 
It is the second half of a new two-volume edi- 
tion of Kent, the first, “Power,” having been 
issued in 1936. It is entirely rewritten, about 
75 percent of it representing engineering prac- 
tice since 1930, the remaining material consist- 
ing of tabular and other fundamental data that 
do not change. While “Kent” is admittedly in- 
dispensable to the. mechanical engineer, it is 
also of great use as a reference work for the 
man who has any need of engineering data such 
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After consulting with John Sharp & Sons 
(Ltd.), timber merchants of Melbourne, Rev. 
Welch placed an order for more than 50,000 
lineal feet of redwood timbers, all to be pre- 
fabricated and erected first in Melbourne. 
Each fabricated piece was numbered and 
then dismantled into approximately 1,000 
sections for shipment to the island site. There 
unskilled natives, under the direction of mis- 
sionaries, put the sections into place. 





Cottonwood Will Be Used for 
Newsprint, Scientist Predicts 


EDGEWATER GULF, Miss., June 13.—Predic- 
tion that the cottonwood tree, now a little 
valued southern States’ hardwood, will be used 
in the manufacture of newsprint in combina- 
tion with pine, was made here by Dr. Charles 
H. Herty, in an address to the annual con- 
vention of Southern Newspapers Publishers’ 
Association. 


NEW BOOKS 


as stresses, strength of materials, holding power 
of nails, moisture content, weights and meas- 
ures, belts or chain drives—just to select a few 
at random. There are chapters on woodwork- 
ing, sawmill, veneer and plywood machinery, 
kiln drying, glues, preservation, hoisting and 
handling equipment, power transmission, vibra- 
tion and noise etc., and on all types of structural 
materials. A list of manufacturers is given at 
the end of each section devoted to equipment. 


50 Popular Woodworking Projects; by J. J. 
Lukowitz; $1.25—A book of designs by the 
well-known manual training instructor suitable 
for the work of a class in woodworking. The 
plans include attractive furniture items such as 
wall brackets, cabinets, shelves, radio bench, 
magazine basket etc., as well as ship model, bird 
house, toboggan and other unusual designs. 


Practical Veneering; by Charles H. Hay- 
ward; $1.75—One of the popular “Woodwork- 
ing Series,” designed for the average handy 
man who wants to make articles for his home, 
for the boy who is eager to work in wood and 
for the apprentice carpenter or woodworker. 
This book is a practical text on the method of 
making fine furniture of beautifully patterned 
woods by processes which experience has 
proved to be reliable. It covers all the aspects 
of the subject for the needs of the beginner 
or the skilled cabinet maker. There are 156 
photographs and sketches and 6 practical de- 
signs with diagrams and instructions. Of 
handy pocket size, it contains 164 pages. 


Timber, Its Structure and Properties; by 
H. E. Desch; $4.50—The author of this book 
is an Englishman, familiar with the research 
work in wood properties that is going on at 
the various technical laboratories in the United 
States and the British Empire, and a contribu- 
tor to the British timber trade journals. He 
has compiled in simple and concise form the 
results of such research work during recent 
years. The numerous reports issuing from 
these laboratories, and in particular those from 
Princess Risborough, are invaluable, and con- 
tain much information that the non-scientific 
man, associated in any way with wood and 
wood products, should know and: would gladly 
welcome, if he had the time and the ground- 
work to study and understand them. For this 
reason, this abridgement of existing informa- 
tion on timber structure and properties is of 
very great practical value. Its terminology is 
of course English, and differs considerably from 
ours, but the book comprises a wealth of in- 
formation that so far as we know has never 
been gathered into one text before. The chap- 
ters on seasoning and wood preservation are 
of particular interest. There are many pho- 
tomicrographs showing structure and drawings 
and photographs. 169 pages. 
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| HHS y EEK S LUMBER RICES Fo! 
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SOUTHERN PINE NORTHERN HARDWOOD ~— 
] 
East and west side mills have reported the following average f. o. b. mill sales prices 
on southern pine to the Southern Pine Lumber Exchange, New Orleans, La., for sales Following are prevailing quotations f. 0. b. es 
made in the period June 1-7: Wausau, Wis., on northern hardwoods: No. 1 
West East West East West Past West Hast No.1 No.2 No.8 Sy : 
Side Side Side Side aaa Side | Side Side Side | Brown Ash— FAS Sel —_ — a= 
Flovuring, Standard rf h o. encing J No. 2 Sho, tleat OY Nes 60.00 $50.00 ; : 
i———_ | Standard Lengths ‘Shacaien a "6-00 §5.00 43.00 $2.00 22.00 -. 
1x3 rift— AEE Ge 10.00 ....]sx4 6/4 wc eeeee - 70.0 . . 
~ eer op |B&better 8/4 ........ 75.00 65.00 53.00 38.00 28.00 5/8 ¥ 
B&btr Sht. 56.7 .80 | Meats 16.09 15.74]12 & 14 .. 19.04 16.50 
No. 1, Sht. 42.75 -...,|1nch thick— iets 19.24 17.47 No.1 No.2 No.8 ri 
ix8 flat : & vice ea righ 50.35 — 2x6 Basswood— FAS Sel Com Com Com Q 
grain— 8 ....:11) 51186 49.65] Boards, Std. Leth. |12 & 14 .. 15.23 15.67] 4/4 «+e “#38 00 $68.00 $52.00 $30.00 $22.00 FAS- 
16 15.55 17.30 BEE cccccese 83.00 73.00 56.00 32.00 24.00 4/4. 
B&better.. 42.28 39.67)1x10 ..... | 2. a, Bo ; ; 6/4 1.2.2... 86.00 76.00 56.00 32.00 24.00 8/4. 
res en ee he meee 2x8 8/4 1........98.00 83.00 66.00 34.00 24.00 No. 1 
cig ote me (eats 1712 1e.09/12 & 14 -. 16.93 16.70 | 10/4 -------- 10800 98:00 78:00 6100 222 aya 
coterie _ __  6&6-4 thick— 1x12 1211) 2443 18.46]1© ------- Bee ae Ee ls eee ee ae ee. it 
+ =. Ht 55.0014, 6, 8.... 64.00 .... 2x10 Key stock, 4/4, No. 1 and better, $78; or on FAS- 
No. 1, - 42.88  ....15@10 .... 73.13 74.25 12 & 14... 19.43 18.65 | grade, FAS, $88; No. 1, $68; 5/4, No. 1 and 4/4. 
1x4 flat 12 ...4ee, 87.56 82.94 No. 3 Fencing, _ Ree 19.12 19.17 | better, $83, or on grades, FAS, $98; No. 1, $78. 5/4. 
grain— c Standard Lengths ¢x12 No.1 No.2 No.8 6 /4 : 
Ba&better.. 42.11 41.07] eo rs - Hard Maple FAS Sel Com Com Com * 
1 3791 35.82]Imeh thick— Tapeh E37 10-08112 & 16 .. 1838 ere | G7e \..--+--01RED OGREO SURE O0EER $17. 00 he 
No. 2 Se DREGE Bebiccns 0 ewe — 6 CM ei 11.51 11.79 ak Sa ‘ - eewavous 78.00 63.00 53.00 38.00 6/4 : 
x a Sepae 46.21 43.25 ]1* . . , 6/4 ......+. 83.00 68.00 66.00 38.00 19:08 8/4. 
gee 46.25 45.25 in B enon, | pip . 88.00 73.00 61.00 38.00 20.00 No. : 
Celling, Standard §=/1x5&10 .. 49.68 52.25] x0 3 snipiap and | Gepteet .- 88.00 73.00 61.00 39.00 20.00 4/4 
Lengths renee “35 ....) 3 oo Randem Length | eeene ++ 98.00 83.00 66.00 40.00 .... 
Leute ease - 98.00 83.00 69.00 40.00 .... ar 
% x4— 2x4 Short- F =. | 11/4 ....+++-118.00 103.00 81.00 43.00 .... yy ee 
Bé&better.. 32.97 34.24 Rough Finish ° leet eaead | |. pet 118.00 103.00 81.00 48.00 .... he 
1 .... 32.11 33.00 10-20 1x8 ...... 18.82 11.24 BOLE -ccccccccDe BERD UEEMD aces cece /4 . 
No. 2 .... 20.80 20.40 oS 12.81 11.64)Shortleaf & Longl’tf— No.1Com No.2 No. 3 8/4. 
eaten. 1x12 ..... 13.12 11.55 x pel: . Pla 
is 11.83 12.30 | Soft Elm— FAS om om No. | 
Drop Siding, Stand- |inch thick— 2x8 13°30 11:38 | 4/4 cess ...$49.00 $39.00 $27.00 $20.00 Sy dhe 
aré Lengths, 1x6" 5 3.5 No. 1 Shortieat =  eeet C/E seceve -- 54.00 44.00 29.00 21.00 /4 . 
1x5&10 .. 53.50 .... sien iret 14.36 11.25 | § 4408 0-33.08 31:00 , 
Sais “Sie SE eieks SOOG <sass a -+ 54.00 . . ‘ 
Ne, 11% eae - ox4 _ aaee: :2157.00 47.00 = 82.00 21.00 FAS- 
Bé&better.. 35.63 sees 5&6/4 aadkiee ann wane UE ncaa ... 60.00 50.00 34.00 a 4/4 
No. 1 ...- 35.17 thick— 2& .. 22.63 20.2 : Y iti ‘ 
“0 sn : sean 60.75 ..., [16 ..-...: 23.59 21.32) Timbers, 20 & Under. 13/4 -ceeeeee 66.00 ats oe a ee 4 
coer 2x6 t Rock Elm— FAS Com Com Com 5a 
ce 4. 
B&better.. .... 45.50 12 & 14... 32.42 ....|Shortleaf— a evevge --$60.00 $38.00 $22.00 $19.00 / 
No. 1 .... 42.71 36.25]/Casing, Base & Jambiig —...... 20.34 19.5513x4@4x4 . 28.70 25.42 | 5/4 ....-. -- 65.00 43.00 24.00 20.00 Pl: 
No. 2 .... 29.38 28.80 10-20’ ox8 4x6—8x8.. 23.53 25:50 |. 6/4 ....-cee 70.00 48.00 24-00 20.00 FAS- 
/ ° 
Assorted patterns— Jperetter, | 12 & 14 .. 20.83 19.28 id oa 10/4 pelvis $5.00 73:00 41:00 ree No. | 
B&better.. 42.04 39.9g]1x4_...... ok re aR rie 22.27 20.17 Sa4x18 .. 46560 0... 12/4 ........ 95.00 83.00 46.00 27.00 4/4, 
Me. 1 .... 84.26 $9.91 aaa te tee vy OT 5x12-12x12 37.70 |... No.1 No.2 No.8 - 
No. 1 Shiplap and ' ” ee 14 ees ok Hee 3884 _—.. $80.00 $76.00 $1.00 $33.00 $21.00 4/4 : 
Boards, 10-20 Pot eee Plaster Lath 5/4 ........ 85.00 76.00 56.00 $7.00 21.00 ude 
> aa{ vo 1 Fencing, 10-20'),.12 . 6/4 ........ 90.00 80.00 61.00 42.00 21.00 
1x8 ...... 40.99 42.46 ° al exe 4— 8/4 ......... 96.00 86.00 69.00 45.00 22.00 
1x5&10 43.62 47.64}1x4 ...... 39.63 41.85/12 & 14 .. 34.70 31.03]No. 1 .... 4.03 4.09 | 544 10300 88:00 77:00 45:00 
SE ak inn 56.47 60.00|1x6 ...... 40.79 40.07]16 ....... 34.72 32.331No. 2 .... 3.20 2.80] 43/4 °°°°°°°"08°00. 93:00 8200 feo 7 a 
. cal i 
A “in eee ee port 
CAROLINA PINE WESTERN PINES WS ccccccce VERS CERO 450 .OESe cas. June 
No.1 No.3 No.8 
Following f. o. b. mill prices on actual | Soft Maple FAS &Sel Com Com 38x2 
Following are prices realized, Norfolk rate | sales were reported to the Western Pine As- | 4/4 ......eccecees $65.00 $48.00 $31.00 $20.50 
of freight on sales made during the week | sociation by members during the period from See: - 70.00 62.00 32.00 21.00 
ended May 31: May 30-June 4, inclusive. Averages include B/E ccccccccccccee SOMO BI00 37.00 $1.06 
1 both direct and wholesale sales, and are 8/4 cccccccccescce 86.00 63.00 37.00 39.00 
Flooring No.1 No. 2 based on specified items only. Quotations 
- i ollow: 
Bar, Gon Com. Ponderoan Pine DOUGLAS FIR ate 
Oe h vcuwas Wenenenes $39.60 $37.05 $22.25 5/4x8 6/4x8 City, 
BO . ukvedite di ceweaen 39.75 36.05 19.75 | Spuecrs, S2 or 4S— 1x8 & war. & war. Seattle, Wash., June 11.—Current quota- of o: 
ff ees $61.38 $76.25 :--- | tions f. o. b. mill on Douglas fir items in 
Ceiling BP TEMS dceccccseces 44.27 52.00 $54.00 | mixed cars for rail shipments direct to the ee 
12.30 SHop, S28S— No.1 No. 2 trade appear below: Cir. 
WEE cccccccevecees’s $25.00 $21.45 $12. Geko SE pee $33.88 $20.75 Vertical Grain Flooring on 
eh eee edk intel x waleca 34.90 21.44 BaBtr. c D Sel, 
Finish, Dressed, B&btr. Commons, S2 or 4S— No. 2 7 OE Pe era $36.00 $34.00 $23.00 Clr. 
ao ace ead —) a ee a $52.20 <5 ae | 3 eee eg 4 bat Flat Grain Flooring oe. | 
Dt. 22 etatow eer 43.40 > a> wh i ou eae 66.0 No. 4, Fir % RWRL eeerceercococe . $16.54 1x4 a Ce aera? $25 00 $23 00 $18 00 Sel. 
a toh cshaedut 43.05 5/4x10 ........ wees SE. S . SRR eer . BEE tc terete s<seseng os. 98 ae.0e at Sel. 
i we ae eels teed 43.40 Ye euar Idaho White Pine aber SS en Drop enone . . No 
ds, Dressed Seiects, S2 or 4S— 1x8 &wdr. | 1x6 Pat. No. 106. 29.00 | $27.00 22.00 No. | 
aa Se Choice (€) RL............. $72.12 $90.25 | 1x6 Pat. No. 116. : 00 +3709 932-00 
No.1 No. 2 No. 3 ree CEP) Tee ves ccccine 50.08 See. Ceiling Clr 
as Pa an on ee Commons, 82 or — we | $24.00 $22.00 $16.00 Clr. | 
= Siwenss?.2ss* Se 21.20 aie No. 1 No. 2 No. 8 | 1%4 cece ceececcv weds 25.00 23.00 16.00 Pe ( 
oy Bpeehhirhqag oo 37.70 19.05 Oe.) Perec. $36.15 $30.17 $26.44 Common Boards and Shiplap Clr. | 
OY Septhagencantaeti se 38.20 18.75 eee fhe eee 69.25 40.13 26.25 1x6 1x8 1x10 1x12 Clr. 
Ripe easeter ts: 41.45 20.50 ..++ | Utility (No. 4) 4/4 RWRL.............. $17.01 | No. 1 ....$16.50 | $16.00 $16.50. $20.50 Sel. | 
DE -cadcaedpseneuat 54.45 25.05 ais. Sugar Pine No. 2 .... 14.00 | 14.00 14.00 15.50 Sel, 
tain 1x8 5/4x8 6/4x8 | No. 3 .... 9.00 9.00 9.00 9.00 No. 1 
Sart, ay —— = _— ae rade, Seiects, S2 or 4S— &wdr. &wdr. & war. No. 1 Common Dimension No, | 
ee neg 1x10 $17.50 . plaepeectbed cod *7a00 © *7a00 —#76:00 2x 4 $18.00 $18°00 360 20.60 a 0 "a. 
ee : X10... eeeeees DOU PT © Rhee cece ecceeees : : Slee SS ae ‘ 7 19.5 4 : 5 
ixe tenia <P TOO . ROR. oe veceenss 18.55 SE os shake a 59.00 59.50 ct Bee Repesess: 7.00 17.00 ei 50 se 50 wee 
ieee opr eae Bek ME Ee ee ee Be |e 
xf ape % 17 + eel vigie ute aN “i 
Shortleaf Dimension No. 2 Common, Dressed eto cane 37.62 24.21 $16.29 | 2x12 .°... .1. 20.50 20.50 21.50 21.50 21.50 a - 
8to16 18 & 20 Rie 54.17 28.99 14.75 Ne. 1 Common Rough and/or Surfaced Ch 
ax ‘ sn sat hn te can eae @ toate iy sear +4 Deielinaatieess Oe: ran Fir enses Timbers by a 
i epeoe ct 0 b6deeteteesn eeu . . i ay Ee idlaedo& bc 6. ode ee : 
Se 2. ccelech ie nw an eed 20.40 23.25 Dimension, pe en ee eee 20.11 = A eye 4 es. edi ccnclege et 00 ta 
BEA ve vrvcsosececvesegevs swe 22.30 24.25 | No. 3 Com, 82 or 48, 1x8.0022 000200252! 21.41 12512 OOD OO GOR, cosicécoisnbcbocecawe ae and 
DE. hace thancecantehenanae 24.05 28.10 Flooring, Vert. Or., Gabe. Gi. cease 35.67 | 12%12 33 to 80 feet......ccccccccceccce 19.00 
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F.O.B. MILL PRICES OF 
SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 


ended June 13 





Qrtd. Red Gum Plain Red Oak 
FAS— S— 
4/4 KD. 88.00 eee 57.75 @81.50 
No. 1 & Sel.— No. 1 & Sel.— 
Gh6 Gvacaee 26.00 O76 noua 24.00 @ 27.50 
5/4 eoceee 30.00 Mixed Oak 
9/4. ccesan 40.00 Dunnage— 
Plain Red Gum SFE Sas nou 6.00@ 6.25 
FAS— Plain Poplar 
5/8 ae i 55.25 No. 1 Com.— 
No. 1 & Sel.— yy Rae 29.50 
4/4 wseeee 28.00 | 6/4 ...... 35.00 
Qrtd. Sap Gum No. 2A Com— 
FAS— gee 16.25@17.00 
4/6 ivstas 33.00 Soft Maple 
S/@ euieta 37.00 @41.00 
No, 1 @& Wien se a ites es 48.00 
4/6 scaes 20.50 No. 1 & Sel— 
S/¢ 45425 24.50@31.00 Ye errr 86.00 
Plain Sap Gum No. 2 Com.— 
FAS— BPE: bissitee 16.00 
O2E dncaee 28.00 Beech 
6/€ ascwes 27.50 @29.00 FAS— 
ChE <neaun 30.00 BPE wareerne 29.00 
No. J-— No. 1 & Sel.— 
4/6. witwin 17.50 @ 20.00 5 re 19.00 
Si6 aw inees 18.00 @ 24.00 No. 2 Com.— 
1 ee 19.00 @ 26.00 re 9.00 
SE wtieclen 24.50 Im 
No, 2 Com No. 2 Com.— 
4/4 ctanien 10.25 oo eran 12.00 
Qrtd. Black Gum ae a “es 
No. : | el.— eeneeee . 
8/4 ovaxee 20.00 Cottonwood 
cM Zc ccace sec i tn. 06 6s 
ry, peegen 24.50 | No. 1°& Sel— 
Plain Black Gum § , 4/4 ...... 26.25 
No. 2 Com.— No. 2 Com.— 
4/4 sicceus 10.25@11.00 | 4/4 ...... 21.25 
Plain Tupelo Plain Sycamore 
FAS— Log Run— 
oes 24.00 3: Ber eare 16.00 
No. 1 & Sel.— Willow 
cree, 16.50 | FAS— 
No. 2 Com ok 41.50 
Ree 12.00 i. ore 45.00 
Plain White Oak mr 
¥ 4/4 48.00 
S/6 oveces 101.50 he one 52.00 
— . 2 oer No. i & Sel— 
vedece 30.75 Stace 30.00 
Qrtd. Red Oak Pecan 
No. 1 & Sel.— No. 1 & Sel.— 
4/4 siivas 30.00 Me ccsccke 22.00 








MAPLE FLOORING 


Michigan and Wisconsin flooring mills re- 
port the following prices realized f. o. b. 
flooring mill basis, during the week ended 


June 11. 
First Third 


an Second 
SUMP UE Niwks One canes $75.98 $48.19 


$64.69 





OAK FLOORING 


Following are current quotations on oak 
flooring carlots, f.o.b. Memphis and Johnson 
City, Tenn., and Alexandria, La., as points 


of origin. 
3x2%”" 34x1%” %x2” %x1%” 


Clr. qtd. wht....$75.00 $63.00 $68.00 $58.00 

Clr. qtd. red.... 62.00 53.00 57.00 58.00 

Sel. qtd. wht.... 58.00 47.00 54.00 51.00 

Sel. qtd. red.... 57.00 49.00 50.00 52.00 

Clr. pln. wht.... 60.00 48.00 56.00 44.00 

Clr. pln. red.. 57.00 49.00 53.00 44.00 

Sel. pIn. wht.... 55.00 46.00 47.00 40.00 

Sel. pln. red.... 58.00 48.00 1.00 41.00 

No. 1 com. wht.. 46.00 42.00 35.00 31.00 

No. 1 com. red... 45.00 43.00 35.00 31.00 

No. 2 common... 34.00 23.00 21.00 15.00 
%x2” Y%xl%” x2” 

oe! | ae $70.00 $71.00 eisbee 

oe Serene 68.00 68.00 

SOl, Ge es Satiicecs es 69.00 64.00 

= ke eee 66.00 64.00 

Cie, Se Washo csberta 60.00 59.00 

Cle, SDE POO h  eswccesies 60.00 57.00 

eS ee ee 56.00 55.00 

OS 56.00 55.00 

NO. 2 Gime, WHE... cic 48.00 43.00 

NO, "2 COW POG sccic cs vacee 44.00 42.00 Paes 

No MS os cinta s 4 23.00 18.00 exeu 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
t#-inch stock, $8; for %-inch, $4; for % and 
ts-inch, $4.50. 


Chicago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For 
t#-inch stock, $6; for %-inch, $3; for %- 
and yy-ineh, $3.50. 





Amenmcanfiiumberman 
Lumber Market Review 


While softwood demand in the two 
weeks ended June 4 continued at about 
25 percent below last year’s level, and 
was less than current production, there 
have been indications of market improve- 
ment. Rush orders are being placed by 
buyers whose caution has led them to re- 
duce inventories to the minimum; while 
mills are beginning to report shortages 
of a few items—shipments so far this year 
having been considerably in excess of the 
production. There is less lumber being 
offered by small mills, many of which 
have been forced to close by too-low 
prices ; and passage of the wage-hour bill 
is likely to keep them inactive. Many of 
the larger mills, finding current quota- 
tions are below cost levels, are taking a 
firmer stand. The volume of FHA home 
financing is rich in promise of an active 
demand for building items; prospects for 
large crops are toning up the rural mar- 
ket, and resulting in larger buying of 
grain door items by the railroads; and 
there is a good seasonal demand for con- 
tainer stock. The Atlantic coast market 
is firmer, because of low receipts and de- 
pletion of waterborne stocks; activity at 
retail yards should soon be reflected in 
mill sales. While California is using a 
good volume, excess supplies have kept 
the market weak. The South reports a 
little improvement in rural demand, and 
mill prices are a shade firmer, at low 
levels, because of depletion of stocks and 
curtailment of mill production. Because 
of the Oriental war and British preferen- 
tial tariffs, foreign trade continues quite 
small; some decrease in European ex- 
ports is predicted because of various cur- 
tailments in production. 

Hardwood demand continues small, 
but has recently been exceeding output. 
Buyers continue to take mostly small lots 
for quick shipment, but there are signs 
that they have reduced inventories to 
minimum. Some of them, and the mills 
too, believe the new wage-hour bill means 
higher costs, so that there is general ex- 
pectation of price advances. It is be- 
lieved flooring and millwork manufactur- 
ers must soon enter the market to prepare 
for expected activity in home building, 
but that revival of trade with industrial 
consumers is likely to be delayed until 
fall. Overseas markets, still overstocked, 
are not calling for new shipments. 





RED CEDAR SHINGLES 


Seattle, Wash., June 11.—Below are listed 
average prices received for red cedar shingles 
sold direct to the trade: 


Royals: po 
lek). ee ae ere $4.00-4. 

a EROS ee roe Meee = 2.80-3.00 
HET ost ee Se ae 2.10 

Perfections: 

EN RE, 86.4 5.4.46 wore be 6a tele Ree enie $3.20-3.40 
emen. 80%0 1970 tS 3'0-2:78 
Bek UTE oo ct ccncedoetocscenveus 1.80-1.90 

xXxxxx: 

iM TEE nes 0-0/6. 6 0 015 00.460 shereige. oiere-en $2.85-2.90 
ee ct cette 4380-240 
S-18” S/S vacese Ee Re 
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ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas Soft Pine 
mills during the week ended June 11. 


Flooring 

Edge grain— 83-inch 4-inch 
BR er ek ee $58.00 $57.00 
IEE Naked ssw Sie OR ORES 50.00 49.00 
LR a rae eae Seer eet 31.00 30.00 

Flat grain— 
SED Sdn Sp hoa sleds acaweian $44.00 $43.00 
UE hele isis bs.eigia wesc ne 39.00 38.00 
OND SM are theta, bind win <he deaaete 24.00 23.00 

Celling & Partition 
B&Better No.1 
ERS NON nso. 5 eariipinns ofe'gert $34.00 $32.00 
BOP TERIOMS PETE |. \ Sicig.a.0'n viene e'e ae 47.00 42.00 
Boston Partition, {4x4......... 43.00 38.00 
Drop Siding, 1x6 

No. 117 No. 116 
ESS Te IER Oe eee SERN $38.00 $47.00 
Reel ET bah erae: wastd/ Sle. uile wp elinetete o chalat ase 35.00 42.00 
Oa ok bb eatio-« cacbalo-as oi0 ais 25.00 28.00 


Finish, Surfaced, B&better 


5 5 6 8 10 12 
4/4 ...$54.00 $60.00 $54.00 $56.00 $60.00 $78.00 
5/4 ... 65.00 74.00 65.00 65.00 75.00 88.00 


Casing & Base, B&better 


4 5 6 8 
Casing ......:..$60.00 $65.00 $60.00 $62.00 
Ee Reece 60.00 68.00 61.00 63.00 
Mouldings Discount 
Dee et Be OME TEE. ¢ oo sid as incon ce 42% 
NNN Rea Cee ee ives s ue eekacuwen 37% 


Boards and Shiplap 


1x6 1x8 1x10 1x12 


Boards, S4S, No. 1..$41.00 $39.00 $44.00 $55.00 
or Shiplap No, 2.. 16.50 17.50 17.50 22.00 


Dimension, 84S, 16-Foot 


0.1 No.2 
BM ag 4 Seis asa reales ALO anaolats is Sara $23.00 $20.00 
MME, co.6 co cxWekcwece SS came nlne Ga 21.00 16.00 
EE chs « aoowsc bia nip Bats dakws Sloot 22.00 17.00 
BUND S30} dia le Mak MOR et eat een 31.00 21.00 
ae Sea Seer A ceva Tee TE 35.00 23.00 

Lath, %x1%, 4-Foot 

BO hobs o is aptatn se he, wos boar bgeibeane Wise tee ae $4.00 
SPE Scie chins San Caches bore eae aon en wake 3.50 





WEST COAST LOGS 


Seattle, Wash., June 11. 
logs are as follows: 

Fir: No. 1, $24; No. 2, $18-15; No. 3, $11-12. 
Peelers, No. 1, $30; No. 2, $24. 

Cedar: Shingle logs, $14; 
$26-28. 

Hemlock: No, 2&3, $9-10. 





Average prices of 


lumber logs, 





WESTERN RED CEDAR 


Seattle, Wash., June 11.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.0.b. mills are: 


Beveled Siding, %2-inch 





Clear x! “B” 
4-inch .......+00+22$26.00 $23.00 $20.00 
SS er one-car 25.00 23.00 
CaN cevcccetesose WEOe 30.00 27.00 


Clear Bungalow Siding, %4-inch 


eI Saris Gh ace he le sales me op 0 one IG oom $52.00 
NE Sica rinatnnh: a wis § a gc mb.0cp. bare Ges wot 58.00 
PE as wate wea ebb at a6bhn0s'S oo 68.00 
Finish, B&better, S2 or 4S, 6-16’ 

828 or 848 

or Roug 
ET Nb che iiewies sa ee seh ota beWawene ee $ 72.00 
SEE G6 vests OSA ERD ca Ue Sk we One CUMS ae 77.00 
SEE tes 4-4ciemaidinien ba ures we ered eureueands 85.00 
ET na s'd a4 PEELS 6 baa OR EG OOo ENE 95.00 
MS Sh deve phevekeeqee ee . $a VOC wally 100.00 
BEY dis Sibiw'sib'S Ma's casaewee Sek ween oF 105.00 
ME 4 5s. 604 oeEN KUEN we WV ot OCs 6045 6% 115.00 
SEE | hs Sn w6 erwnin oc UA a ceN buisness 'évie 120.00 

Ceiling or Flooring, B&better, 4-16’ 

OR ee Sic esul oie tte Ckann eewew ech $33.00 
i RARE SORTS Cee pe hn ere won eee ae me 338.00 
Discount on Mouldings 6-20’, Odd Lengths 

Series 8000— 
Listing under $4..... eee eee ee 55% 
Listing $4 and over........ecceeeee -- 50% 


Clear Lattice, 5/16”, 4 to 18 


eee eres ereeeeeeesesreeeeseseeseeeesee 


wn 
+ Ree ati btates ek ornare TER 
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OBITUARY RECORD 





ARTHUR R. ROGERS. 76, Minneapolis, 
Minn., lumberman, who was also for many 
years an active figure in the Pacific north- 
west lumber industry, died June 9 in a Min- 
neapolis hospital. He entered the lumber 
business at the age of 
eighteen in 1882, as a 
helper in the Edwards 
& McCullough Lumber 
Co. yard at Valley 
City, N. D. Two years 
later he became mana- 
ger of the Gull River 
Lumber Co., Sanborn, 





N. D. He was also 
connected with the 
Cc. A. Smith Lumber 


Co., Minneapolis, until 
he entered law school 
in 1888. He continued 
in the lumber business 
with Mr. Smith and 
formed a new corpor- 
ation, Smith & Rogers 
Lumber Co., acting as 
secretary - treasurer. 
This company estab- 
lished a number of 
yards in North Dakota. 
In 1904, he started the 
Rogers Lumber Co., 
which he was presi- 
dent of at the time of 
his death. His activi- 
ties included the pur- 
chase of timber in the 
Pacific northwest and 
the operation of mills Sots 
there until 1923, when he sold one billion 
feet of standing timber for two and one-half 
million dollars. He was a leader in the civic, 
fraternal, church and business life of Minne- 
apolis, the Red Cross and Liberty Loan work. 
He is survived by the widow, a daughter, 
two sons, and four brothers. 


JOSEPH A. BENTLEY, 77, president of the 
J. A. Bentley Lumber Co., Alexandria, La., 
died at his home on June 9. A native of 
Williamsport, Pa., he went to Texas in 1886 
to take charge of the timber business of the 
Lutcher & Moore Lumber Co. He continued 
in an important capacity with this firm until 
1890, when he formed a partnership with the 
late E. W. Zimmerman and engaged in the 
sawmill business at Plank, Tex. In 1895, the 
partners established the J. A. Bentley Lum- 
ber Co. at Zimmerman, La., which is still in 
operation, cutting from 65,000 to 90,000 feet 
per day. Mr. Zimmerman, who died in 1933, 
built the mill. In 1903, Mr. Bentley estab- 
lished the Enterprise Lumber Co., Alexandria, 
which operated until it cut out. He was re- 
corded as the largest individual lumber man- 
ufacturer in Louisiana. His concern is one 
of the very few remaining lumber enterprises 
owning large tracts of Calcasieu long leaf 
yellow pine. In addition to his lumber in- 
terests, he built the Bentley hotel at Alex- 
andria, where he made his home, and he was 
president of the Guaranty Bank & Trust Co., 
from 1912 until he died. The hotel was 
recently modernized and an extensive addi- 
tion was built during the past year. Mr. 
we never married. He is survived by a 
sister. 


R. H. HENDREN, 64, active member of the 
inspection staff of the North Carolina Pine 
Branch of the Southern Pine Associa- 
tion, died at his home in Deep Creek, 
Va., June 4. A native of Norfolk, Va., he 
was a Spanish-American war veteran. During 
the early part of his career as a technical 
lumberman he was connected with the John 
L. Roper Lumber Co., Norfolk, acting in the 
capacity of supervisor until the company dis- 
continued operations. He was named official 
inspector for the North Carolina Pine Asso- 
ciation in 1921, and held that position until 
the merger of the association with the SPA. 
+ ahaa named as an SPA official inspector in 


DAVID BELL BIRNEY, 37, manager of the 
Temlok department of the building materials 
division of the Armstrong Cork Co., died 
June 7, in a Lancaster, Pa., hospital. He had 
been connected with the Armstrong company 
since graduation from college in 1923. He 
held various positions with the company, in- 
cluding managership of the Atlanta, New 
Orleans and Memphis offices, as well as the 
position of southern district manager, before 
being named manager of the Temlock divi- 
sion in 1936. He contacted many lumber 
dealers personally and was active in develop- 
ing’ Temlok insulating interior finishes. The 
widow, three children and a sister survive: 


JOHN W. LUCAS, 74, president of the 
Hayes-Lucas Lumber Co., Winona, Minn., and 
active in the civic and business affairs of 
that city for many years, died May 31 at his 








home. The company operates retail lumber 
and building materials yards in fifty-two 
Minnesota and North Dakota cities. A native 
of Ireland, he entered the lumber business 
at the age of nineteen and managed yards 
at Oakes, N. D., and Bismarck, until 1900, 
when, with William Hayes, he organized the 
Hayes-Lucas Lumber Co. He was active in 
civic, fraternal and church work. Surviving 
are two children, Ruth and Ward Lucas, 
Winona, and two brothers. 


EDWARD A. HORR, 57, for the past six 
years sales manager of the venetian blind 
department of the Ry-Lock Co., San Leandro, 
Cal., died May 23. A native of Oshkosh, Wis., 
he entered the lumber business in 1906, with 
his uncle, A. E. Ainsworth at Atchison, Kan. 
In 1903 he became affiliated with the Chicago 
Lumber Co., at its Kansas City branch, as 
sales manager, coming to Oakland, Cal., in 
1925. In 1930, he went to Klamath Falls, Ore., 
as sales manager for the Shaw-Bertram 
Lumber Co. The widow and a son survive. 


ALEXANDER JACK CRAIG, 60, a_ native 
of Scotland whose lumber career in this 
country included connections with several 
companies as well as the organization of his 
own firm, died June 14 in an Asheville, N. C., 
sanitorium. He entered the lumber business 
in 1917 with Nickey Bros., Memphis, later 
joined the Hass Lumber Co., and then formed 
the Doppes-Craig Co. His last connection 
was with the United Timber & Lumber Co. 
He was a Presbyterian and a Shriner. The 
widow, a daughter and a son survive. 


BARNEY CREVISTON, 74, owner of the 
Lima Lumber Co., Lima, Ohio, died June 1. 
A native of Madison County, Ohio, he started 
a saw mill operation at Paulding, Ohio, in 
1893 and later entered the retail lumber busi- 
ness under the name of the Paulding Lumber 
Co. He also operated a yard at Mt. Victory, 
Ohio, and later moved to Lima to start the 
Lima Lumber Co., which he had operated for 
several years, although recently he had not 
been active in the business. 


DONALD H. WHITMER, 43, secretary of 
Whitmer-Jackson Co. (Inc.), Buffalo, N. om 
died June 12. He had been a member of the 
company, founded by his father, S. H. Whit- 
mer, since 1915. He was a member of a num- 
ber of Buffalo clubs. Surviving are the 
widow, a son and a daughter, his mother and 
a brother, Hubert K. Whitmer who is also 
connected with the wholesale woodworking 
company. 


LEWIS STRYKER, 67, president of the 
Howell Lumber Co., Middlebush, N. J., died 
May 28 in a New Brunswick, N. J., hospital. 
He was a director of the New Jersey Lum- 
bermen’s Association and well known for his 
civic and fraternal activities. He became 
affiliated with the lumber company in 1904, 
and with its incorporation in 1926 was named 
president. A son, two daughters and a 
brother survive. 


THOMAS FRANKLIN HERRING, 39. presi- 
dent of the Herring-Price Lumber Co., La- 
redo, Tex., died in a Laredo hospital on May 30. 
He had been a resident of. Laredo for fifteen 
years, coming there as manager of the John 
F. Grant Lumber Co. He later organized the 
Herring-Price Lumber Co. At one time sec- 
retary of the Laredo Rotary, he was an ac- 
tive civic worker. The widow, a son and a 
daughter survive. 


ALBERT BARNETT, 82, pioneer lumber- 
man and financier, died June 1, in an Omaha, 
Neb., hospital. A native of Galesburg, IIl., 
he helped unload the first carload of lumber 
shipped into McCook, Neb., and later estab- 
lished a retail yard there. His activities 
were extended to O’Neill and Long Pine, 
Neb., and he had made his home at Omaha 
since 1888. 


MARK M. ELLEDGE, 60, for many years 
operator of the M. M. Elledge Lumber Co., 
Corinth, Miss.. died at his home May 30. ‘Mr. 
Elledge was Supreme Snark of Hoo-Hoo and 
was loyally devoted to the order. A civic 
leader, he was also active in fraternal circles 
and was immediate past grand commander 
of the Knights Templar. The widow, six 
*brothers and sisters survive. 


CHARLES CHAUNCEY MERRILL, 67, as- 
sociated with his brother, E. B. Merrill, in 
the operation of the H. I. Merrill retail lum- 
ber yard at Furley, Kan., died May 25, in a 
Wichita, Kan., hospital. He was active in 
church and fraternal work. Surviving are 
the widow, two daughters, a son, a sister and 
his brother. 7 


RALPH D. EMERSON, retired Hoquiam, 
Wash., lumberman, died May 28 at La Jolla, 
Cal. He was the son of the late George H. 
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Emerson, who came to Hoquiam in 1881 with 
the Simpson Mill Co., The elder Emerson 
helped to found the city and built the first 
saw mill there. Surviving are the widow, 
three children, his mother and a sister. 


DAVID A. NEWLAND, 48, manager and 
partial owner of the Brown Lumber Co., 
Midland, Mich., died June 4. He had been 
a resident of Midland since 1909, and was 
named manager of the lumber company in 
1915. Surviving are the widow, a son and 
a daughter, three sisters.and a brother. 


JOHN E. DOMSTA, 60, hardwood salesman 
in the Buffalo, N. Y., area for Shannon Bros., 
Memphis, W. P. Brown & Sons Co., Louis- 
ville, and the Purcell Walnut Co., Kansas 
City, Mo., died suddenly on June 8. He was 
a native of Germany and had been a resident 
of Buffalo for six years. The widow survives. 


BEN ROBIDOUX, 80, retired lumberman of 
Omaha, Neb., died June 13. He was a grand- 
son of Joseph R. Robidoux, founder of St. 
Joseph, Mo. Mr. Robidoux came to Omaha 
from St. Joseph in 1883. He was associated 
with the Hoagland Lumber Co. for more than 
40 years, and before that time was asso- 
ciated with his brother-in-law, John Wake- 
field, in the lumber business at Omaha. The 
widow and a sister survive. 


W. M. MORGAN, 53, saw and planing mill 
operator of Angier, N. C., died June 7 while 
in his office. He had served as a county com- 
missioner and he was a director of the East- 
ern Carolina Chamber of Commerce, First 
Citizens Bank of Angier, president of the 
Angier Chamber of Commerce, and a trus- 
tee of Campbell College. The widow, two 
sons and a daughter survive. 


HUGH BRESNAHAN, 61, president of the 
Bresnahan Lumber Co., Menominee, Mich., 
which was organized in 1925, died at his 
home June 11. Before founding his own com- 
pany, he was for many years sales manager 
for the J. W. Wells Lumber Co. Three broth- 
ers and three sisters survive. 





S. H. WOOD, 50, Wooster, Ohio, sales rep- 
resentative of the Wyerhaeuser Sales Co., 
Minneapolis, Minn., died June 3. He was a 
native of Appleton, Wis. He was 1470 in 
the Union Association of Lumbermen & Sash 
& Door Salesmen. The widow survives. 





JOSEPH L. BARKS, 57, president of the 
Oldham-Barks Lumber Co., Amarillo, Tex., 
died suddenly at his home, May 30. Burial 
was a Opp, Ala. Surviving are the widow, 
a son and daughter, his mother, three sisters 
and a brother 


JOHN H. AHMANN, 58, president of the 
Ahmann Lumber Co., Remsen, Iowa, died 
May 23, in a Sioux City, Iowa, hospital. He 
had been a member of the Remsen city coun- 
cil for 18 years. The widow and three chil- 
dren survive. 


MRS. PAULINE LAUN, 73, wife of Jacob 
B. Laun, president of the J. B. Laun Lumber 
Co., Kiel, Wis., died at her home during the 
first part of June. In addition to Mr. Laun, 
two sons and a daughter survive. 


Wood Ties Found Best for 
Street Car Tracks 


Denver, CoLo., June 13.—The Rocky Moun- 
tain News in a recent issue recorded the fact 
that the only steel ties in Denver’s street car 
system are being replaced, According to How- 
ard S. Robertson, president of the company, 
the steel ties installed about twelve years ago 
were laid in a cushion of asphalt to overcome 
noise. Continuing, Mr. Robertson said: “This 
cushion accomplished the purpose for which it 
was designed, but it has been sagging and 
finally gave way.” The ties are being replaced 
with creosoted wooden ties, which, Mr. Robert- 
son said, last at least fifteen to eighteen years 
on a paved street. 











Building in Evansville Vicinity 

Evansvit_e, Inp., June 13.—More building 
is reported in the rural communities of the 
Tri-State region than for several years past, 
particularly in Vanderburgh County, Indiana. 
Lumber and building material men of this vi- 
cinity look for considerable construction work 
during the remainder of the summer and fall. 
The plant: ofthe: National Furniture Co: here, 
recently damaged by fire, has been rebuilt and 
expanded, and a number of residences are un- 
der way in this city. 
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is certain when DIERKS PRE-SHRUNK is 
used. Architects, contractors, carpenters and 
home-owners appreciate the clean, bright 
appearance of this lumber, its perfect mill- 
ing, fine texture and easy working qualities. 
The letters KD stamped on each piece iden- 
tify this as Kiln Dried—Pre-Shrunk—Lumber. 
Now DIERKS comes to you selected for 
DENSITY—an additional quality feature to 
distinguish this from ordinary lumber. 


Your customer will have a stronger, better house when 
he builds with DIERKS PRE-SHRUNK. The saving in 
repair bills will more than offset the difference in price. 
In the long run, DIERKS is cheaper than cheap lumber. 
Explain these features to your customers. 


Customer Satisfaction is your most important asset. 
There is a two-way profit for you in selling DIERKS— 
(1) the satisfaction of knowing you have provided your 
customer with the best lumber, and (2) increased profit 
based on larger volume. 


HE SYMR 


DIERKS LUMBER & COAL CO., DIERKS BLDG., KANSAS CITY, MO. ott | 


CURTIS WILL GIVE YOU A NEW ; 
ANGLE ON WINDOWS —THE ° PAINLESS” ANGLE : 


. 1. 
Simply get to know Silentite, America : amie 
asm 
window. It’s insulated, saves 
omboay "s fuel dollar, according to owners’ statements. 


— Iso” 
Curtis makes a Silentite casement, too-—@ 


insylated, also troubleproof, Write for: dete. 


; cURTIS COMPANIES sete Dee Bu Ag 





He Will Vote Twice 


HIS youngster will cast Spot Sash Cord of the proper 








Trade and grade-marked. 


rag FLORIDA LOUISIANA RED CYPRESS CO. 
JACKSONVILLE, FLORIDA 





ballots in at least two 
presidential elections, before 
the Samson Spot Sash Cord 
installed in his nursery last 
month needs replacement. 
Actual experience and lab- 
oratory tests prove Samson 


size will stand approximately 
25 years of service, and it is 
noiseless. 

Look for the Colored Spots, 
our trade-mark, used only 
with this quality. 


WRITE FOR SPECIFICATION DATA AND SAMPLES 





SAMSON SPOT Sash Cord 


SAMSON CORDAGE WORKS, BOSTON, MASS. 
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Sawmill Machinery Manufac- 


turer Has Record Year 


SHREvEPORT, La., June 13.—Carl Bell, sales 
manager of the Cunningham Machinery Corp., 
here, in a letter to the AMERICAN LUMBERMAN 
recently announced that: 

“We have just closed our books and are 
pleased to say that we had the biggest year 
in the history of our company. Through our 
advertising we were able to contact mills 
over a wide territory and increase our sales 
volume, particularly for our new dry lumber 
trimmer.” 

The Cunningham Machinery Corp. manu- 
factures precision sawmill machinery, including 
roller bearing carriages, shot gun steam feeds, 
dry and green lumber trimmers, boss and drop 
dog portables, tie mills and small steam niggers. 





Furniture Parade Moves Toward 
" u @ 
Go" Signal 

The business outlook, as plans are laid for the 
twenty-ninth semi-annual national home fur- 
nishings show at the American Furniture Mart, 
Chicago, July 5 through July 16, is more en- 
couraging than at any time in the past several 
months. Inventories in all sections of the coun- 
try are greatly reduced and buyers are reported 
to be checking their sales records against 1936 
instead of 1937. It is felt that the increase in 
home building, favorable agricultural reports 
and the Government’s pump-priming and coming 
election splurges will better furnishings’ de- 
mand. Attendance at the market is expected to 
total 10,000, the normal figure. 

There is every indication that manufacturers, 
in addition to offering better values in new mer- 
chandise in the way of styling, materials and 
workmanship, plan to make a bid for their share 
of business with sales and marketing helps such 
as model rooms, store displays and selling plans. 

Style trends forecast for emphasis include 
Swedish modern, Eighteenth Century, French, 
Colonial and modern. The rise of popularity of 
Colonial pieces both in southern and New Eng- 
land styles, in maple finishes, mahogany and 
walnut, reflect a distinct Americanism in the 
preference of the buying public. It is said that 
Swedish modern is having more influence on 
style trends at present than any other one style. 
Interest in light colored woods continues with 
both mahogany and walnut expected to be used 
effectively along with the lighter woods. In tlie 
lower and medium priced brackets, an increase 
of cherry, knotty pine and birch is expected. 





New Mill Will Be Completed 
In Early Fall 


FEATHER Fats, Catir., June 13.—The 
Feather River Pine Mills Co. is building a 
sawmill plant here, to be completed early in 
the fall. It will be equipped with two bands 
and a resaw, and is planned to cut from a 
minimum of 35 million feet to a maximum of 75 
million feet per year. There is about two bil- 
lion feet of timber tributary to the plant, and 
of this the company now owns 700 million feet. 





Visit Indian Lumber Plant 


BemMipjI, MINN., June 13.—Lumber company 
representatives of twenty Minnesota and North 
Dakota firms recently saw at first hand how the 
Indian maintains a thriving logging industry on 
the Red Lake reservation. On the first inspec- 
tion tour of its kind, the plant officials visited 
Redby, on the shore of the lake, and were es- 
corted to the Ponemah lumber camp, 23 miles 
distant. Louis Gervais, manager of the Red 
Lake mills, which have paid more than $500,000 
to the Indians and represent an investment of 
$250,000, was in charge. Through the Indian 
company, Mr. Gervais explained, it is still pos- 
sible to obtain choice white and Norway pine 
lumber in Minnesota at prices competitive with 
eastern markets. 








| How to Figure Costs for Advertising 
. In Classified Department 


pages ceccceccesess3@ Comts a line 





seeceeees5S Conts a line 
Three consecutive issues..........75 cents a line 
Four consecutive issues..........90 cents a line 
Thirteen consecutive issues..........$2.70 a line 
Twenty-six consecutive issues.......$5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
Tate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
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WANTED 


Salesmen 


WANTED: SOUTHERN PINE SALES 


Representatives on 5% basis by well and favorably 
known yellow pine manufacturer specializing in 
mixed cars with annual capacity of eighty million 
feet. Have exclusive territories open in Central 
Illinois, West Virginia, Cincinnati, Cleveland, Day- 
ton and Columbus, Ohio, and vicinities, also New 
England states. Give details first letter, present 
connections, territory covered by personal solicita- 
tion and complete references. 
Address “N. 64,” care American Lumberman. 














Ermployment 


LUMBER AND MILLWORK MANAGER 


Thoroughly experienced in lumber and millwork, 
hardware, etc. Complete knowledge of estimating, 
pricing, selling, detailing, production and designing 
of house plans. Familiar with FHA requirements. 
Looking for a permanent location with future. Age 
40, married, four children. Very best of references. 
Address ‘‘N. 95,”" care American Lumberman. 


HAVE YOU REACHED THE TIME 


When you would like to be relieved of all details 
of conducting your Retail Lbr. Bus. and have 
opportunity to do some of the things you have 
been promising yourself so long? Would you be 
interested if you could find a thoroly experienced 
and really high grade man now employed with 
best references? If so and your business is located 
in Michigan or adjoining states please address 
“N. 88,” care American Lumberman. 











THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman, 

Send your advertisement to the 


AMERICAN LUMBERMAN 


Greatest Lumber Newspaper on Earth. 
Address 431 South Dearborn Street, 
Chicago, Illinois. 





Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO., 
Minneapolis, Minn. 


Inc., 








WANTED 
Employees 





WANTED: EXPERIENCED BILL CUTTER 


For Millwork Plant, only sober, reliable man con- 
sidered. Give history of employment and experi- 
ence. 

TOWNSEND SASH, DOOR & LBR. CO., Lake 
Wales, Fla. 





DO YOU WANT EMPLOYEES? 


Write an advertisement; send it to the paper that 
reaches the people. We can help you.. AMERICAN 
LUMBERMAN, 431 S. Dearborn St., Chicago, III. 








EXPERIENCED RETAIL LUMBERMAN 


Desires position as estimator. Can list accurately 
materials and millwork from plans and specifica- 
tions. Now employed. References. 

Address “L. 92,’’ care American Lumberman. 


THOROLY COMPETENT RETAIL LUMBERMAN 


Desires position as yard manager. Thorough knowl- 
edge of retail sales, lumber, millwork, building ma- 
terial and fuel, 20 yrs. exp. Middle age, married. 
Best references. 

Address “M, 53,” care American Lumberman. 


SITUATION WTD. AS RETAIL YARD MGR. 


Have had experience in millwork; also selling. 
Age 38, married, first class references. 
Address “‘N. 92," care American Lumberman. 


POSITION WTD: ACCOUNTANT-EXECUTIVE 


Experienced lumberman, ©. P. A., familiar cost 
accounting, and income tax. English-Spanish. Best 
of health and habits. References. Open for en- 
gagement NOW. Go anywhere. What have you? 
Interview desired. 

Address “N. 98," care American Lumberman. 














A WOODWORKING EXECUTIVE SEEKS 


Connection with progressive, reliable company in 
or near Chicago, Ill., having use for mah with 
years of valuable experience in converting raw 
materials into finished products. This man is now 
employed. 

Address ‘“‘N. 100,” care American Lumberman. 


WANTED: POSITION AS STENOGRAPHER 


Or bookkeeper. Considerable experience in both 
retail and wholesale lumber. References, if desired. 
Address “P. 25," care American Lumberman. 


POSITION WANTED 


Experienced in listing materials from plans and 
specifications, 18 years office experience. Cost Book 
“A” graduate. 

Address “P. 








27,” care American Lumberman. 


COMPETENT RETAIL LUMBERMAN 


Eleven years experience—now employed—Age 39— 

married—one child. Prefer to locate in Southern 

Wisconsin. References. : 
Address “P. 28,” care American Lumberman. 


EXPERIENCED LUMBERMAN 


Wants connection with lumber consumer or whole- 
saler as buyer. Capable inspector all southern 
woods. Know producers in Ark., Miss., and 
References. 

Address “P. 29,” 








care American Lumberman, 


SAWYER & FILER—1¢ YRS. EXP. SMALL STEAM 
and tractor mills. A-1 refs. Box 13, Woodbine, Il. 








DO YOU WANT EMPLOYEES 
Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 8S. Dearborn St., Chicago, Ill. 














widths and grade u he ra om short-length 


grades—Supreme, Ideal and Economy—that are nested for convenience 


in handling ... Naturally this flooring possesses the same smooth, precise 
machine work characteristic of all Brooks-Scanlon shed stock. Its economies 
will appeal to your customers. You'll find it easy to merchandise ... When you need 
Long Leaf Yellow Pine, Tidewater Red Cypress and “WOLMANIZED LUMBER” remem- 
ber there’s an advantage in getting all three in a single car. Order it from Brooks-Scanlon. 


BROOKS W SCANLON 


LUMBER NUE ROTO RERe . Percy FLORIDA 


NEW YORK OFFICE 2709 GRAND CENTRAL TERMINAL 
PHILADELPHIA OFFICE 5515 WISSAHICKON AVE, PHONE VICTOR 1800 
LONG LEAF YELLOW. PINE ~« “WOLMANIZED LUMBER” ., TIDEWATER RED CYPRESS 
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WANTED 








FOR SALE 








FOR SALE 











Employment 


ASSISTANT MANAGER 


Man with good record desires permanent position 
as assistant manager or superintendent. Twenty 
years’ experience in lumber and millwork, design- 
ing homes, detailing into mill, measuring up, tak- 
ing off plans both lumber and millwork, handling 
sales, buying. Thoroughly acquainted with FHA 
requirements. Now located Chicago territory. Mar- 
ried, age 40. 
‘Address “‘N. 96,” care American Lumberman. 


POSITION WTD. AS MGR. OR YARD FOREMAN 

Of lumber yard. Married; 42 yrs. old. 20 yrs. 

experience. Best of references. Will go any place. 
Address “N. 90," care American Lumberman. 











Lumber and Dimension 


PONDEROSA PINE MOULDINGS 
To purchase carload Ponderosa Pine mouldings fin- 
ished 25/32x1%"x4 *x5’. Also glued up panels va- 
rious sizes. 
L. C. WATLING CO., 100 N. Bdway., St. Louis, Mo. 








Business Opportunities 


WANTED LOCATION FOR YELLOW PINE 


Concentration yard. Sufficient timber available to 
justify investment. Main Line rate. Will consider 
investment interest in going concern. 

Address “P. 26,” care American Lumberman. 


Retail Lumber Yards 


WANTED TO BUY: RETAIL LUMBER YARD 
In Northern Illinois, Southern Wisconsin, or East- 














oe Sane All replies treated confidentially. Cash 
a 
Address “N. 83,” care American Lumberman. 





Timber and Timber Lands 


WANTED 


Private party wants 100 to 1000 acres virgin or 
cutover; must have lakes or lake frontage, Wis., 
Minn. or Mich. What have you? 

EDWARD SCHIFFMANN, 4718 Lincoln Ave., 
Chicago, Il. 


Used Machinery 


WTD: GOOD USED MILLWORK MACHINERY 


And equipment to equip a small shop run in con- 
nection with 


yard. 
JAKOBE LUMBER CO., Mankato, Minn. 


Steel Rails 


RAILS WANTED 
6 to 7 miles (or any part); 16 to 40 Ib. rails. 
dition immaterial. 
Address “M. 86," care American Lumberman. 














Con- 





Engine and Boilers 


WANTED: 100 H.P. ENGINE & BOILER 


Must be in first class shape. Priced ch 4 
trade hardwood flooring for it z. a 
Cc. A. DAY, alten, Mo. 








a Miscellaneous 
WANTED: GREEN SAWMILL SAWDUST 


From nts only in Wisconsin, M 
and Illinois. . Michigan, Indiana 
Address “N. 





63," care American Lumberman. 





Retail Lumber Yards 


FOR SALE—RETAIL LUMBER & BUILDERS 


Supplies. Located in city of 70,000 in central Ohio. 
President and manager drawing $2,660.00 salary 
and holding the controlling interest in a $42,000 
Incorporated Company want to retire. Sales last 
year $82,500 and average dividends paid since In- 
corported in 1923—12%%. 

Address “N. 81,” care American Lumberman. 


FOR SALE: RETAIL LUMBER & COAL YARD 


40 miles west of Milwaukee. Small inventory. 

Several new buildings under contract. Reason for 

selling is other interests which require my time. 
Address “‘N. 85," care American Lumberman. 


FOR SALE: AT INVENTORY 


Lumber business in New York State, half-million 

population area. Thriving condition—nets good 

return. 
Address “L. 47,” 











care American Lumberman. 


FOR SALE: RETAIL LUMBER YARD 


In Small Central Wisconsin Community. 
Address ‘“‘H. 89,’ care American Lumberman. 


FOR SALE: LUMBER YD. IN SOUTHERN MICH. 
City 15,000. Only two yards, established 40 years. 
Owner wishes to retire. $20,000 Cash will handle 
deal. 

Address “N. 97,”’ care American Lumberman. 


FOR SALE OR RENT: LUMBER YARD 


In Yakima Valley, Washington; established 26 
years ago and doing good business. Handling 
lumber, hardware, paint, fuel. 

Address ‘“‘N. 99,” care American Lumberman. 


QUITTING LUMBER BUSINESS 


Lumber yard for sale. 
JOHN C. LIGHT 
P. O. Box 1475 














Miami, Ariz. 





Lumber and Dimension 


FOR SALE—COTTONWOOD 
200M’ hye to 8” wide—L/R 25% No. 2 20% 
FAS—$44 
200M 4/4 —R. “WwW. & L—L/R 256% No. 2 20% FAS 


50M’ each 5/4 & 6/4 ah 25% No. 2 20% FAS— 
$48.00, oe >} and A ge 

75M each 5 .° 6/4 No. 2 Com.—av. 9” 80% 
14/16’—$35.0 

300M’ 4/4 No. °, on. —R. W. & L.—$31.50. 

All prices F. O. Chicago. 
Address “N. Pt care American Lumberman. 


FOR SALE—HEMLOCK 


Will cut to order only, special timbers or bill stock. 
Just tapping half million excellent logs. Any size 
to 16x16”—any length 8’ to 20’. No planing mill. 
Will meet today’s prices. 

Address “N. 80,” care American Lumberman. 


MANUFACTURERS’ NOTICE 


Hardwood Maple and Birch Dry Tie Sides 
Ready for immediate delivery 
1” and 2” Hemlock Lumber 
H. O. SCHWARTZ 
603 E. FIRST ST., PHONE 391, Merrill, Wis. 


FOR SALE: NORTHERN HARDWOOD & ASPEN 
Crating or boxes. Responsible factory complete to 
do first class work. Let us figure on your require- 
ments for next six months. 

Address ‘“‘N. 91,” care American Lumberman. 


WE SOLICIT INQUIRIES AND ORDERS 


For heavy white oak timber. 
Address “N. 93,’"" care American Lumberman. 

















Reconditioned Saws 








SAVE 20% TO 40% 
ON 
RECONDITIONED SAWS 
Our racks are running over with the finest bar- 


These saws MUST 
we have slashed prices to 


gains ever obtainable in saws. 
move out and insure 


quick sales. . 


A “NEW SAW GUARANTEE” WITH EVERY SAW 


Each of these saws has been put through prac- 


tically all the same operations as a new saw. 
Your satisfaction is guaranteed. 
A FEW TYPICAL EXAMPLES 

ES” BxbO Teer ted DOUG. « o. oi00 0:08 6 owes cs $ 35.00 
44” 10 ga. Soll Tooth. 2.2.2.2. cecccccccsece 40.00 
SO” 10 ga. Bod  TWeetR.. 2. cccvewccccrcscvns 60.00 
48” -3210 Inserted Tooth. ... .....cccvccsccwwes 90.00 
52” 216x10 Inserted Tooth..........-eseeeee 125.00 
58” 3x10 Inserted Tooth... ..cccrcccsccceses 140.00 


OUR STOCK IS COMPLETE 


The size you need, as well as the style you pre- 
fer, whether solid or inserted tooth, is included in 


this bargain stock. 


WRITE TODAY 
We'll rush you a low quotation that is sure to 
interest you. 


EAGLE SAW COMPANY 


29th St. & Rossville Blvd., Chattanooga, Tenn. 





FOR SALE: 1 CAR 4/4 FAS PL WHITE OAK 
Extra good widths and lengths; dry. 1 car 4/4 
No. 1 Com & Sel Pl White Oak, extra good widths 
and lengths; dry 

WALTER DEATON & SON CO., Shoal, Ky. 





Business Opportunities 


A PERSON OR PERSONS 


Whose capital came from the lumber business, who 
is or are interested in an investment in a favorable 

ardwood operation in Northern Michigan, write 
“N. 69,” care American Lumberman. 





Tractors 


$375—TRACTORS—$375 


We have just purchased from the GOVERNMENT 
and are now selling at Indiantown Gap, Pa, (P. O. 
Jonestown, Lebanon County Pa.) eig ty more of 
the fine 5 ton crawler type caterpillar tractors. 
These machies are but slightly used and are just 
what you want for a tough logging or contracting 
job. Demonstration can also be had at Maryville, 
Tenn., Sparta, Wis., or Mt. Sterling, Ky. Buy while 
you can at this low price. For further particulars 
address: O. C. EVANS, Mt. Sterling, Ky. 
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Used Machinery 


FOR SALE 


Woods No. 10 Timber Sizer 12x18, excel. cond. 
Woods No. 107 4-side Planer & Molder 12” & 15” 
Woods No. 52 heavy Double Surfacer 6-k heads, 
capacity 30x12”. 
Band resaws, ripsaws, 
chines in stock. 
Send inquiries to 
PETER K. BOSHCO, Medford, Mass. 


Used Machinery 


FOR SALE 


15x8” Yates A-4 Planer, round six-Knife heads, 
double profile, like new. 
Stearns 60” Gang Edger, left-hand. 
American No. 22 Gang Rip Saw, motor drive. 
Hundreds of other machines in stock. Send in- 
quiries. 
HERMANCE MACHINE COMPANY, 
Williamsport, Pa. 


WANT TO SELL 


Sawmill Machinery and Equipment from complete 
plant purchased from Caddo River Lumber Com- 
pany, Glenwood, Arkansas. Send us your i 
SOLTZ MACHINERY & SUPPLY COMPANY 
Pine Bluff, Arkansas 


FOR SALE: NEW ALL STEEL SAW MILLS 


New 1938 Steel Saw Mills at low prices. Also 
stock of new, used and rebuilt saw blades, saw 
swages and other tools. All steel wood planers. 
Write us for what you need. 
CRABB GAS ENGINE CoO., 








cutoff saws and other ma- 








LIQUIDATION SALE 
WASHBURN, WILLIAMS & COMPANY 


Complete Grinnell Automatie Dry Sprinkler Sys- 
tem, sufficient for 60,000 sq. ft. floor space capacity, 
in first class condition. 
Five (5) Separate Dry Kiln Units, 12,000’ capacity 
each. Could be sold as a whole or in separate 
units, at a bargain. 
Sprinkler System and Dry Kilns are complete with 
all latest type automatic valves, heads, etc. 
Write for full particulars. 

Washburn Williams & Company 

Wm. E. Bright, Liquidator, 

119 Meridian Street, 

Scranton, Pennsylvania. 


FOR SALE: 


Andrew's five spindle vertical borer 
Cordesman Meyer’s Iron frame swingsaw 
Overhead cone clutch Log turner 
Log pull windlass including 300 ft. 5% cable 
J. A. Fay 8” four side Moulder and Counter Shaft 
Shaper two spindle wood table 
Motor 10 H.P. G.E. 1800-220-3-60 
Motor 50 H.P. G.E. 1200-220-3-60 
Compensators Base and pulleys 
Two transformers for 60 H.P. 220-3-60. 

W. H. MILLER & SONS, Madison, Ind. 





Independence, Iowa. 





FOR SALE—ONE VENEER JOINTER __ 


Jenkins No. 23 belt driven, ball bearing, used very 
little, good as new; write for price and further 
information to WM. HENRICH'S SONS Co., 193 
Spring St., Buffalo, N. Y. 


WOODWORKING MACHINERY BARGAINS 
Write us, 
J. LEE HACKETT COMPANY, Detroit, Mich. 











Locomotives and Cars 


FOR SALE: 8 TON & 12 TON VULCAN 


Std. Ga. Gasoline Locomotives. R. C. STAN- 
HOPE, INC., 101 West 3ist St., New York, N. Y. 


Timber and Timber Lands 


FOR SALE: 12,000 ACRES, S. W. VIRGINIA 
50 million Hardwood and Pine, $150,000 in fee. 
H. WATERS 

Chickasaw, Ala. 








FOR SALE: 


Electric Moulder. 
and 12” Electric Moulders. 
229 10” Electric Moulder. 
226 12” Electric Moulder. 
701 12” Electric Moulder. 
Electric Moulder. 


BRaglesfield 4” 
Vonnegut 6” 
Mattison No. 
Mattison No. 
Woods No. 
Yates-American C-55 17%” 
Frequency Changers. 

LEE HACKETT COMPANY 
5838 Commonwealth Avenue Detroit, 








Michigan 





A CLASSIFIED AD WILL MOVE SLOW STOCK 
ADVERTISE FOR WHAT YOU WANT 





Timber Estimator, 





Electric Machinery 


FOR SALE 


1—General Electric 600 KW Mixed Pressure 
Turbo-Generator, 440 volt, 3600 rpm, 3 phase, 60 
cycle, 135 lb. High Pressure, 16 lb. Low Pressure, 
complete with Ingersoll-Rand self-supporting 
Barometric type Condenser, 2400 gallon centrifugal 
Cameron Pump direct connected to Curtis Turbine; 
10x26x10 Ingersoll-Rand Dry Vacuum Pump com- 
plete; fine 8 panel switch board, equipped with 
Tirrill Voltage Regulator and all instruments; unit 
——— with all piping, receivers and expansion 
oints 

1—350 KW Allis-Chalmers Belted Generator. 

2—G, E. Oil Circuit Breakers, Type F. K. 20. 

GRANT TIMBER & MFG. CO. OF LA. INC., 

Selma, Louisiana. 


Logging Ry. Equipment 


FOR SALE 


1 Over head Lidgerwood skidder, and 
1 8-ton rod locomotive in good used condition. 
BAIST COOPERAGE & LUMBER CO. 
Plaquemine, 


Steel Rails 


2,000 TONS 86 POUND RELAYING RAILS 


In first class condition. Will pass any inspection. 
~— right for quick sale or will trade for scrap 
rails. 

COMMERCIAL METALS CO., LTD., P. O. Box 
1046, Dallas, Texas. 


Miscellaneous 


FOR SALE: 2nd HAND IRON FIRE ESCAPE 


For three story building. Can be seen at Derby 
Line, Vt., or full particulars and measurements 
sent on request. Price reasonable. THREE VIL- 
LAGES BUILDING ASSN, LTD., Derby Line, Vt. 


FOR QUICK SALE—CHEAP 


Two Wonderful Bay Standard Bred Saddle Mares. 
Give the boy or young man a real treat. These 
animals are gentle and perfectly safe. 

W. R. SHOOK, Rittman, Ohio. 


























BOARD DIAL 
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ENTERPRISE 


SAW MILL MACHINERY ~s 
NOT DOWN TO A PRICE, but built to 


tried and proven principles of design and 
construction for profitable operation. 
ENTERPRISE meets the requirements for accu- 


racy and speed of operation with low maintenance 
cost. 


REC. 


— 


~ 


Give us details of your requirements for our 
recommendations and prices. 





IMPROVED GIANT 
FEED 











The ENTERPRISE COMPANY, 328 Main St., Columbiana, Ohio. 





INDEPENDENT 
KNEES 


MACHINE CUT 
STEEL RACK 
MAND, PINION 
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KNIGHT SAW MILLS 


All lron and Steel Construction 
DOGS, SET WORKS, EDGERS 


Manufactured by 


THE KENT MACHINE COMPANY 


117 Portage St. Cuyahoga Falls, Ohio 


Sawmill 
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Operators e 


Books That'll Increase Your Profits 
Write Now for Complete Catalog 


BOOKS THAT YOU NEED 


—Dozens of them—are quickly avail- 
able from our complete line. 
Learn More About These 


Lumberman 4718, Desstborn Street 














CHICAGO, ILL. 








June 





Alabal 


Babcor 


Barber 
Bay D 
BO § 


Bentle 
Biles-C 
Binghe 


Booth- 
Bradle 
Bradle 
Brooks 
Brown 
Bruce 
Bucha: 
Buck, | 
Builde: 


Burtor 


Day, C 
Dant 4 
DeWal 
DeWit 
Dierks 






+B 


el 


ire 


re, 
ing 
gal 
ne; 
m- 
ith 
init 
ion 


tion. 
crap 

















June 18, 1988 





———_—_ 





» 





———_—————— 








Abesto Mfg. Co. 

Alabama River Lumber Co. 
Alderman & Sons Co., D. Ww aie 
Alexander-Yawkey Lumber Co... 
alger-Sullivan Lbr. Co., The..... 53 
American Logging Tool Co...... 12 
American Lumber & Treating Co. 78 
American Saw Mill Machinery Co. 
American Steel & Wire Co... 
Am-Mex Sales Co., Inc.......... 
Anaconda Copper Mining Co.... 8 
Angelina County Lumber Co..... 
Angelina Hardwood Co.......... 
Archer-Daniels-Midland Co..... 4 
Armstrong Cork Products Co.... 
Associated Lumber Mutuals..... 
Atkine &-Oa., B. O... .ccccccccce 
Atlantic Lumber Co............ 


Babcock Co., W. W., The...... 
Balsa Wood Co., Inc., The....... 12 
Barber Asphalt Corporation..... 

Bay De Noquet Co............. 
Seaham.) >: seu eeauaiaiaat 6 
Benson Hotel. 

Bentley Lumber Co., J. A. ‘ 
Biles-Coleman Lumber Co.. hwaleates 
Bingham, G. Herbert........... 
Bissell Lumber Industries........ 
Booth-Kelly Lumber Co., The.... 
Bradley Lumber Sales Co....... 
Bradley-Miller and Co.......... 


49 
Brooks-Scanlon Co............- 438 
Brown Dimension Co........... 54 
ON Gt Ba 68 ales esi be'sd e.c0 
Buchanan, Wm. scarier eaeeae 
Buck, Frank R. & Co.. oa 
Builders Commercial Agency... res 61 


Burruss Land and Lumber Co.. 
Burton-Swartz Cypress Co....... 


Calbar Paint Co.. 

Carnegie-Illinois Steel ‘Corp. 

Carr Lumber Co. phailess rene . 
Caterpillar Tractor Co. 

Celotex Co., The. 

Central Commercial Co. Pe 
Ohapman & Co., A. D., Inc.. aaarass 
Chapman & Dewey Lumber Co.. 
Ohevrolet Motor Co..........-.- 
Christiansen Co., C. M.......... 
Cincinnati Fly Screen Co........ 
Ulancy Co., LOOM... ....ccccccces 
Chek BOGE. OO. cdc cc cv cccccece 
Goes Ce., LATIMER ccc scr ccccccece 
Columbia Steel Company........ 
Commercial Credit Co.......... 
Connor Lumber & Land Co...... 
Conroe Lumber Corp..........-. 
Continental Steel Corp.......... 
Cook Co., A. B.. 

Coosa River Lumber Corp.. 
Corley Mfg. Co.. Debio Stree 
Cotton Hanlon ...... 49 
Orater Lake Box & Lumber Oo... 57 
Crosby Lumber & Mfg. Co. 
Ounningham Machinery Corp.. A 
Ourtis Companies Service Bureau. 69 


Day, 0. O. 

Dant & Russell, Ine. (Fir-Tex) . 
DeWalt Products Corp.......... 
DeWitt Operated Hotels........ 12 
Dierks Lumber & Coal Co....... 69 


Disston & Sons, Inc., Henry..... 9 
Douglas Fir Export Co.......... 
Douglas Fir Plywood Assn...... 77 


DuPont de Nemours & Co., E. I. 


(Grasselli Chemicals Dept.).... 10 


Eagle Saw Co.. .. = 
Eastman-Gardiner ‘Hardwood Co. 

Elk River Coal & Lumber Co.... 
Enterprise Co., The.. . we 
Exchange Saw Mills Sales Co. 


Feather River Lbr. Co., The..... 57 
Ferguson Lumber Co., W. T..... 
Findlay-Millar Timber Co....... 4 


Fir-Tex Insulating Board Co..... 
Fisher, 8. E., Publisher .. 

Flexible Steel Lacing Co. 
Florida-Louisiana Red Cypress ¢ Co. 69 
Ford Motor Co.. « OF 
Fordyce-Crossett Sales ©o.. H 
Foreman-Blades Lumber Co.. aye 

PN I > oc 60:06 bunswe ee es 
Frantz Mfg. Co. 

Frick Co., Inc.. 

Frost Lumber Industries, ‘Inc. 
Fry-Fulton LumberCo ......... 


General Motors Truck Co....... 
Gibbs Boardtile Corp........... 
Goodman Lumber Oo........... 
Griffith Stave Co., Geo. O....... 
Griswold Lumber Co............ 


Hammond Lumber Co., Inc...... 
Harbor Plywood Corp.. 

Hatten Lumber Co. Sarees 
Hendrix Mill & Lumber Co. fatness 


45 
Hines Lumber Co., Edw... 49 
Holland Lumber Co., E. M. io 
ates. TOU ssics cc cs eséeee. 18 
Holt Hardwood Company .. . WB 
Holt Lumber Company . aa 
Huther Bros. Saw Mfg. Co. eter re 
Huttig Mfg. Co.. <oheaae ee 
Illinois Wire & Mfg. Co......... 
Industrial Lumber Co., Inc...... 55 
Insulite Company, The.......... 
International Harvester Co...... 
i a | Lk ee 


Jackson & Tindle, Inc........... 
Jeffreys McElrath Mfg. Co...... 
Johns-Manville..... 
Johnston Paint Co. R. F........ 


Keasbey & Mattison Co......... 
Kent Machine Co. “ae 
Kerry & Hanson Flooring Co. . 
Keystone Steel & Wire Co. . 
Kimberly-Clark aia 
Kinzua Pine Mills Co........... 


’ 


Kirby Lumber Corp. panate aie 
Kneeland-Bigelow Co. 
Kneeland-McLurg Flooring C Co. 
Kurth Lumber Mfg. Co. se 


Lemieux Bros., The. . 

Lennon Wall Paper Co. fits 

Libbey-Owens-Ford Glass Co. 

Lightsey Bros. . 

Lincoln-Schlueter Floor Maehin- 
ery Co. 

Lindsey Wagon Company. alinenanatace 

Long Lake Lumber Co.. aoa 

Loring Coes Co. 

Louisville Cement Co. 

Lowe Brothers Co., The. . ee 

Lumbermen’s Credit Assn . peaik seein 

Lumbermen’s Mutual Casualty Co. 

Lumberman’s Plan Service ... 

Luthi & Co., x ' 


Manly Equipment Co. .......... 
Maple Flooring Mfrs. Ass’n...... 
Marathon Paper Mills Co....... 
Marietta Paint & Color Co. 
Martin-Senour Co. . 

Master Woodworker Mfg. Co.. 
Meadow River Lumber Co...... 
Menominee Bay Shore Lbr. Co... 
Menominee Indian Mills. 
Metropolitan Building Co. 
Michigan-California Lumber Co. 
Michigan Pole & Tie Co.. 7 
Milcor Steel Co. 

Mills Lumber Co. of Ga.. ‘Inc. 
Miner Saw Mfg. Co., J. H. 

Moore Dry Kiln Company... SSE ee 
Mumby Lumber & —" Co. 
Murphy Door Bed Co.. 


National Brass Co.. 

National Oak Flooring Mfrs. ‘Assn. 
Nelson & Co., Gilbert. . a 
Nickey Brothers. . eames’ s 


Oconto Company.. 
Oregon-American Lumber Corp.. 
Ostrander Railway & Timber Co. 
Owens Illinois Glass Co.. i 


Pacific Lumber Co. of Ill. 

Pacific Mutual Door Co.. 

Pacific National Lumber Co. 
Parker and Sons Co.., Ira. 

Parks Woodworking Machine 6 Co. 
Peavy-Moore Lumber Co.. A 
Peavy-Wilson Lumber Co....... 
a Mahogany Mfrs. sepa 


Piteburgh Plate Glass Co... 
Pittsburgh Steel Co.. 

Pope & Talbot Lumber Co | ee aa 
Protection Products Mfg. Co..... 
Putnam Lumber Co ........... 


Raine & Raine, Inc. 

Reardon Co.. 

Red Cedar Shingle Bureau... 

Red River Lumber Co., The. 
Republic Steel Corp .. we 
Rib Lake Lumber Co. 

Richard Shipping Corp.. 
Robbins Flooring Co.. 


Roddis Lumber & Veneer ooo 


Rolscreen Co. 


1l 
45 


59 


10 


76 


53 
63 


61 


10 
10 


48 


ALPHABETICAL INDEX TO ADVERTISEMENTS 


If page number does not appear opposite name, display advertisement will be found in a previous issue 


Roofers Group. 
Rowe Mfg. Co. care 
Russell & Pugh Lumber Co. eae 


Sabine Lumber Co.. wichaauallcee 

Sallis Lumber Co. oe 

Samson Cordage Works. 

Sawyer Goodman Co.. 

Schreiber Lumber Co. Wi Wm. C.. 

Schuette Co., Wm. » 

Scrim, Walter oe... 

Sewall, James W. 

Shevlin Pine Sales Co. 

Shimer & Sons, Inc., Samuel : 

Silbernagel & Sons Co., a 

Skilsaw, Inc. . ates 

Smith & Co., D. B. 

Solvay Sales Corp. .. ‘ 

Soule Steam Feed Works. elwetaivdic 

Southeastern Lbr. & Timber Co.. 

Southern Lumber Co.. 

Southern Pine Lumber Co... 

Southern Pine-Peavy-Moore Sales 
Agency.. 

Southwest Lumber Co. 

Southwest Lumber Mills, ‘Inc. 

Spain & Co., H. M. 

Spokane Pine Products Co.. Tae ae 

Stallworth-Chappell Lumber Co. 

Stanley Works, The.. 

Stephenson Co., I. 

Stevens Hotel.. “ 

Sullivan Lumber Co. 

Sumter Lumber Company, Inc.. 


Tarter, Webster & Johnson, Inc. 
Taylor, Stiles & Co. 

Tennessee Coal, Iron & R. 'R. Co.. 
Texas Co., The. 

Texas Oak Flooring Co.. 
Thunder Lake Lumber Co.. 
Tolleson Lumber Co. 
Tremont Lumber Company.. 
Trout Creek Lumber Co......... 
Twin City Lumber & Shingle Co. 


Union Lumber Co.. 
United States Gypsum Co. . aoe 
U. 8. Steel Corp. Subsidiaries. — 
U. 8. Steel Products Co..... heen 
Urania Lumber Co...... 


Von Platen-Fox Company........ 


Walker-Turner Co.. 

Walirich Lumber Co.. "The... 
Webster Lumber Co., H. E... 
Wells Lumber Co., J. W........ 
Western Pine Association. . 
Weyerhaeuser Sales Co.......... 
White River Lumber Company... 
Wier Long Leaf Lumber Co..... 
Wilderness Lumber Co.......... 
Williams & Voris Lumber Co.... 
Winton Lumber Sales Co........ 
Wisconsin Land & Lumber Co... . 
Wisconsin-Michigan Page........ 
Wood Conversion Co. 
Worcester Co., O. H............ 
Wrape Stave Co., W. R., Ine.... 


Yawkey-Alexander Lumber Co .. 
Yawkey-Bissell Lumber Co...... 
Yosemite Sugar Pine Lumber Co. 


Directory of Products Advertised in American Lumberman will be found on following two pages 
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Directory of Products Advertised in American Lumberman 


If page number does not appear in Alphabetical Index, advertisement will be found in a previous issue 




















A—Northern Pine 
B—Northern Spruce 
Bl—West Virginia Spruce 
C—Northern Hemlock 
Cl—West Virginia Hemlock 
D—Northern Cedar 


Bay De Noquet Co........cd 
Bissell Lumber Industries.ac 
Bradley-Miller & Co. 
Christiansen Co,. C. 
Connor Lbr. & Land Co..acd 


Cotton & Hanlon..........ac 
Elk River Coal & Lbr. Co..cl 
Fry-Fulton Lumber Co..... a 


Goodman Lumber Co... 
Hatten Lumber Co....... 
Hines Lbr. Co., new. o« 
Holland Lbr. Co., E. M...acd 
Holt Lumber Ce..........cd 
Jackson & Tindle, Inc...abe 
aaey & Hanson Flooring 
eccccce woeceesees ee 
Kinzel Lor. COccccccccoces ac 
Menominee Bay Shore Libr. 





De ce deccceccedescoees 
Menominee Indian Mills. bed 
Michigan Pole & Tie Co...cd 


Oconto Company...:...-- ‘ed 
Paine Lumber Co........+-8 
Rib Lake Lbr. Co....... acd 
Roddis Lumber & Veneer 
CO. ccccccccccccccccs 00086 
Sawyer Goodman Co......ad 
Schreiber Lbr. Co., Wm. C.ad 
Shevlin Pine Sales Co......a 
Stephenson Co., I....... abcd 


Thunder Lake Lbr. Co...acd 
Von Platen-Fox Co........ac 
Wallirich Lumber Co., The.ac 
Weyerhaeuser Sales Co. 


eecceeosese Pe! 
Wilderness Lumber Co....cl 
Wisconsin Land & Lor. 

GE cvccececveceovcvccsse acd 


Yawhey_Dtsseil Lbr. Co. 








SOFTWOOD LUMBER 


E—Southern Yellow Pine 
F—Cypress 


Alabama River Lumber Co.e 
Alderman & Sons Co., 
BD. We ccccecccce sedoenesOe 


Alger-Sullivan Lumber 
Ce., TRE cocccccccccces +8 


Angelina County Lbr. Co...e 
Bentley Lbr. Co., J. A......@ 
Bingham, G. Herbert.......@ 
Bradley Lbr. Sales Co......¢@ 
Brooks-Scanlon Corp......ef 
Bruce Co., B. Li... eee ee 8 
Buchanan, Wm. ..........-@ 
Burton-Swartz Cypress Co..f 
Carr Lumber Co........+..@ 
Chapman & Dewey Lum- 

UEP GA cececcceccceceoeesf 
Clancy Co., Leon......+++++@ 
Conroe Lumber Co..........@ 
Coosa River Lumber Co....¢ 
Cook Co., A. B.wcscssseeeee® 
Crosby Lbr. & Mfg. Co.....8 
Bam G. Grccosovecceseqeet 
Deweese Lbr. Co., A.....+-8 
ones Sawmills Sales 

svecesgeseceseqcoeene 
Ferguson Lbr. Co., W. T... 
Florida Louisiana Red 

Gypeens Ce, ccccecccccccel 

eee -Blades Lumber 

Ode beCCeeseeeeeenes pee 
Fry-Fulton Lumber Co....ef 
Frost Lbr. Industries, Inc..e 
Griffin Lbr. Co., J, M.......¢@ 
Hendrix Mill & Lumber 

Co., DW ccccoccvcoeceece ook 
Hines Lumber Co., Edw....e 
Industrial Lumber Co., 

ERG. cocececcs coccccecces® 
Jeffreys-McElrath Mfg. Co..e 
King Lbr. Co., The........@ 
Kirby Lumber Corp........@ 


Kurth Lumber Co........+-€ 
Lightsey Bros. ............ef 
Meridian Lumber Co., Ltd..e 
Nickey Brothers ......+++++. 
Mills Lbr. Co. of Ga., Inc...e 
Peavy-Moore Lbr. Co.......€ 
Peavy-Wilson Lbr. Co......@ 
Putnam Lumber Co.......ef 
Sabine Lhbr, Co.......+++++-@ 
Sallis Lbr. Co...... coccceec® 
Schreiber Lbr. Co., Wm. C..f 
Southeastern Lumber & 

Timber Co. ....cccocccc Gf 
Southern Pine Lumber Co..e 
Stallworth-Chappell 

Lumber Co. ..ceeeeeeeee sO 
Sumter Lumber Co., Inc....¢@ 
Tolleson Lbr. Co.......++++-@ 
Tremont Lumber Co.......ef 
Trout Creek Lumber Co....e 
Urania Lumber Co.........@ 
Wier Long Leaf Lbr. Co....e 


G—Arkansas Soft Pine 


Bradley Lbr. Sales Co......8 
Dierks Lbr. & Coal Co.....g 
Ferguson Lbr. Co., W. T....€ 
Fordyce-Crossett Sales Co..g¢ 
Frost Lbr. Industries, Inc..g 
Southern Lbr. Co. 


Pere eeerrny 4 


H—Aromatic Red Cedar 


Bradley Lbr. Sales Co......h 

Bruce Co., B. L....... a 

Frost Lumber Industries, 
BMS. cocecsecs eeweveeoeoeson 


I—North Carolina Pine 
ye Land & Lumber 


Ferguson Lbr. Co, W. T....3 
— Blades Lumber a 
Lightsey’ BROS. ccccccccceceh 
Schuette Co., Wm.........ais 


“HARDWOOD LUMBER 


Bale .ccosece vy a | (Hard 
Bassw b jo em 
Beech ......¢ Oak .... eoes 
Birch ......d4 Poplar oe 
Cherry .....© Sycamore ..p 
estnut ...f Tupelo .....4 
Cottonwood.¢ Walnut .....F 
cooccoey Foreign , 
Hicko «oun oods ... 
Philippine ..k Mahogany ..t 
Magnolia ...1 Balsa ......u 
Alderman & Sons Co., 
D. We coccecese vous SON 


Am-Mex Sales Co.........-. 
Angelina Hardwood oe. e oo 
Atlantic Lumber Co. ‘acgin 
Balsa Wood Co., Inc., * ‘The..u 
Bay De Noquet Co. .bdmn 
Bissell Lumber Industries | 


Bradley —_ Sales Co.. 


eceuge cocccces -achijnp 
Bruce Co.. BE. L.. .abchijlmno 
Buchanan, WM. coccccces Pre: 
——- Land & Lumber 
eccccccooeeces bedfmno 
chapmas & Dewey Lumber 
Orr c aghimnp 


Christiansen Co., C. Mabdhm 
Connor Lbr. & Land Co..dmn 
Cotton & Hanlon..... cdemnt 
Eastman-Gardiner Hard- 
Wood Co. 
Day, C. C. 


MILLWORK, FRAMES, SHINGLES, PACKAGE TRIM, ETC. 


SASH, DOORS, COLUMNS, 
MILLWORK 


Curtis Companies Service 
Bureau 

Pacific Lumber Co. of Ill. 

Pacific Mutual Door Co. 

Paine Lumber Co. 

Red River i, 0. 

Silbernagel & Sons Co., Geo. 


WINDOWS 

Curtis rene Service 
Burea 

Huttig Mtg. Co. 

WINDOW. DOOR FRAMES 

Biles-Coleman Lbr. Co., Inc. 


=. River Coal & Lbr. 
4ceeesaee adhimno 
me ETT Sawmilis Sales 
Co. TITTTT TTT TTT 
Ferguson Lor. Cea. W.. Ff. 
cocccocoeoe ° .abdghilmnopq 
Fordyce-Crossett Sales Co..in 
— Blades Lumber 
eee tcecesesee -bedfmno 
Frost Lumber Industries, 
aeeesceeee --..achijing 
mS Lumber Co..bdnm 
Hatten Lumber Co...bdhmn 
Hendrix Mill & Lumber 
Coe.g TRO .cccrce -aghimnpq 
Hines Lbr. -. , eeenenneneen 
as Lbr. C 
M. . abdhn 


Holt Lumber Co. oceces bdhm 

Jackson & Tindle, Inc.bcedhm 

Kerry & Hanson Flooring 
Co. bedhm 


Kirby Lumber Corp.acilinpa 
Kneeland-Bigelow Co......m 
Lightsey Bros. ........ -imn 
Luthi & Co., F. C...... .-stu 


Marathon Paper Mills 

GO. ceeeescoee +++---abchm 
Meadow River Lumber 

COs cocccccece .--.abcdfmno 
Menominee Bay Shore 

Ee. CO. coccece . abdhmn 
Menominee Indian Mills 


eecereceveeseos oe a 
Nickey Brothers covcewvoes 


Bradley-Miller & Co. 

Curtis Companies Service 
Bureau 

Hammond Lumber Co., Inc. 

Kinzua Pine Mills Co. 

Long Lake Lumber Co. 

Pacific Lumber Co. of Ill. 

Silbernagel & Sons Co., Geo. 

Spokane Pine Products Co. 


PACKAGE TRIM 


Biles-Coleman Lbr. Co., Inc. 
Bradley Lbr. Sales Co. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co. 

Long Lake Lumber Co. 


Alphabetical Index to Advertisements will be found on preceding page 


* 


Oconto Company ....bdhmn 
Peavy-Moore Lbr. Co......in 
Philippine Mahogany Mfrs. 
Import Assn. ..........-Kt 
Pine Plume Lbr. Co......ino 
Raine & Raine, Inc..... 
«+eee---abdcdhimno 
Rib Lake “Lbr. Co......cdmn 
Roddis Lumber & Veneer 
Ge. sreecee eccccccee COMR 
Sallis Lumber Co........ino 
Sawyer Goodman Co...bdmn 
Schreiber Lbr. Co., Wm. C.krt 
Scrim, Walter G..........kt 
Southeastern Lumber & 
Timber Co. ........imnoq 
Southern Lumber Co......in 
Southern Pine Lbr. Co......n 
Southern Pine-Peavy-Moore 
Hardwood Sales Agency..imn 
Stephenson Co., I......cdmn 
Thunder Lake Lbr. Co.bdhm 
Tremont Lumber Co....ching 
Urania Lumber Co.......cin 
Von Platen-Fox Co...abdhm 
Wallrich Lbr. Co., The.cdmn 
Wilderness Lumber Co....no 
Williams & Voris Lumber- 


Ber Ce. .cccccccceccecGMno 
Wisconsin ane & Lor. 
GE. cvscddccccecceuee .edm 


Worcester & Co., ‘c. H..admn 

Yawkey-Alexander Lumber 
CO. coccccocecccoecs -bdmn 

Yawkey-Bissell Lor. Co..dmn 


Nickey Brothers 

Southern Lumber Co, 
Southwest Lumber Mills, Inc. 
Spokane Pine Products Co 
Weyerhaeuser Sales Co. 


SHINGLES 
Northern Cedar ...........8 
Western Red Cedar .......b 


sores esccerceseseeeS 


Cypress 


Bay De Noquet Co.........8 
Bradley-Miller & Co. ......b 
Connor Lbr. & Land Co....a 
Ferguson Lbr. Co., W. T...be 
yaaa Lumber Co., 

sb olde 6500568 6ib0ds d 


J—Fir 

K—Spruce (Engelmann) 
L—Spruce (Sitka) 
M—Western Red Cedar 
N—Western Hemlock 
O—Port Orford Cedar 


B C Spruce Mills, Ltd.....k 
Bradley-Miller & Co.....jlm 
Booth-Kelly Lbr. Co........J 
Douglas Fir Export Co...jm 
Exchange Sawmills Sales 
Feather River Lumber Co..j 
Ferguson Lbr. Co., W. T. 
coccccces cogee® 
Griswold Lumber re 
Hines Lumber Co., Edw....j 
Mumby Lbr. & Shingle 
Bs cecccccccesocccese osm 
ne errors Lumber 
Ostranter “Raliway & 

Weta GE. cccccceccccsced 
Pacific National Lbr. Co..jmn 
Pope & Talbot Lumber Co..j 
Russell h Lbr. Co..jm 
Smith Lbr. Co., Ralph L.jino 
— Wood-Products, il 

IB. ccces POS 
SEES Lumber Co... -Jkt 
Sullivan Lumber Co.....jimn 
Tarter, Webster & John- 

BON, ING. .ccccccccccccccs 
“a * City Lbr. & Shingle 
Weyerhaeuser ‘Sales 

veowecosco cpt 
White “River Lumber 

i: ccaecenpees SS 

Winton Lumber Sales 
a es 


P—California Pine 
Q—California Sugar Pine 
R—Redwood 


Feather River Lumber Co..p 
Ferguson Lbr. Co., W. T..par 
Fry-Fulton Lumber Co.....q 
Hammond — ae co 


GM. cevevceeucs cooek 


Michigan-California .......q 
Pacific Lumber Co. of Ill...r 
Quincy Lumber Co........pq 
Red River ee Co....pq 
Smith Lbr. Co., ph 
+++-DQO 


L. 
Tarter, ‘Webster & John- 

BOM, INC. wcecececeseeeeeeQ 
Union Lumber Co.......... 
Yosemite Sugar Pine 

Lbr. CO. ccccccccccvceceeG 


S—Idaho White Pine 
T—Ponderosa Pine 
U—Western Larch 


a Yawkey Lumber 
Anaconda ‘Copper Mining ** 


eeeeeeesee 


Biles-Coieman ‘i Lbr. Co., 
n 


Bradley-Miller & Co. ecoecedle 
Crater Lake Box & Lum- 


ber Co. A 
Exchange ‘Sawmills Sales" 
Ferguson Lbr. Co., We Bee 4 
Fry-Fulton Lumber Co......t 
Hines Lumber Co., Edw...st 
Ivory Pine Co....ccccccccect 
Kinzua Pine Mills Co....... t 
Long Lake Lbr. Co.....kstu 
Michigan-California ........t 
Russell & Pugh Lbr. Co...tu 
Schuettg Co., Wm........als 
Shevlin Pine Sales Co.....qt 
Southwest Lumber Co.......t 
Southwest Lbr. Mills, Inc...t 
Spokane Pine Products....st 
Sullivan Lumber Co........r 
Tarter, Webster & John- 

BOM, INC. coccccccccccccect 
Twin City Lbr. & Shingle ‘ 

MS pequee eee SO re .8 
Western Pine Association. .st 
Weyerhaeuser Sales 

Mb. 6d60cccensescon sit 
Winton Lumber Sales 

GR. caceccessccese cc Gm 


HARDWOOD FLOORING 


-eaee Jsvecbeovewekeu 


Cece ere reeseceseseses® 


Re ee 


Alderman & Sons Co., 

D. S sscccceogcsvese ee 
Bradley Lumber Sales Co..bf 
Brown Dimension Co.......¢6 
Bruce Co., B. L......-..00f 
Chapman & Dewey Lobr. 

MN .440400+é6t0003h000400e 
Connor Lbr. & Land Co....ce 
a SO 
Cotton & Hanlon........ -bef 
ar ~Mapes Sawmills Sales 

a. Mewes eaetvesaegle+ceesen 
Ferguson Lbr. Co., W. T..def 
Fordyce-Crossett Sales Co.bf 
Frost Lumber Industries...f 
Griffith Stave Co., Geo. C..f 
Holt Hardwood Co.......cef 
Kerry & Hanson Flooring 

GO. cvctecsccncegececs eect 
Kneeland-Bigelow Co.....bce 
Kneeland-McLurg Floor- 

Be GA. Neccesccsescceee lO 


Hatten Lumber Co.........8 
Holt Lumber Co...........& 
Marathon Paper Co........a 
Menominee Bay Shore 
Ede. CO. .cce eecccce 

Menominee Indian titi. ae = 
Michigan Pole & Tie Co...a 
Mumby Lbr. & Shingle Co..b 
Oconto Company ..........& 
Pacific Lumber Co. of IIl..d 
Pacific National Lumber Co.b 
Red Cedar Shingle Bureau..b 


Rib Lake Libr. Co....0....8 
Sawyer Goodman Co........& 
Stephenson Co., I........2+.% 
= City Lbr. & Shingle 


le eee eee eee eeeeeeeeeeees 


Lightsey Bros. ..........def 


Maple Flooring Manufac- 
turers ABER. cccccccccces 


National Oak Flooring Assn.f 
Nickey Brothers ...........f 
Ozark Oak Flooring Co., 


. B6evevederedacasceced 
Peavy-Moore Lbr. Co.......f 
Robbins Flooring Co.....bce 
Roddis Lumber & Veneer 
Cb. seccnegeteceonneeceeee 
Sabie Br. Ge. cccccscccos 
Southern Lbr. Co. .........f 
Southern Pine Lumber Co...f 
Southern Pine-Peavy- 


Moore Hardwood Sales 
BO OOO ft 


Stephenson Co., I. .. 
Texas Oak Flooring Co..... f 
Tremont Lumber Co.......bf 
Weeter Lumber Co., 
Wells Lumber Co., J. W...ce 
Williams & Voris Lum- 
WES Sn duscaceknasecesae 
het ~ que Land & Lbr. 
Wrape Stave Co., W. R.....f 
Yawkey-Bissell Lbr. Co...cef 


Cece erceecess os DCO 


Weyerhaeuser Sales Co......D 
White River Lbr. Co.......D 
Winton Lumber Sales Co. -) 
Wisconsin Land & Lbr. Co..8 


noe FLOOR BLOCES, 
'LOOR PLANKS 


preroned Lbr. Spies Co. 
Bruce Co., BE. L. 

Nickey Brothers 

Robbins Flooring Co. 
Wisconsin Land & Lbr. Co. 


TRELLIS, LAWN AND 
GARDEN FURNITURE 
Biles-Coleman Lbr. Co., Ince, 
Kinzua Pine Mills Co. 
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BEDS (Door) 
Murphy Door Bed Co. 


CAULKING—Gunse & Com- 
pound 
Calbar Paint & Varnish Co. 


CEDAR CLOSET LINING 


Bradley Lbr. Co. of Ark. 
Bruce Co., E. L. 

Ferguson Lbr. Co., W. T. 
Frost Lumber Industries, Inc. 
Nickey Brothers 

Williams & Voris Lumber Co. 


CEMENT 
Louisville Cement Co. 


CEMENT REINFORCING 
Pittsburgh Steel Co. 


CEMENT 
WATERPROOFING 
Abesto Mfg. Co. 


CEILING COVERING 
Gibbs Boardtile Corp. 


FENCE AND FENCE POSTS 
American Steel & Wire Co. 

(U. 8. Steel Corp. Subsid.) 
Columbia Steel Company 

(U. 8S. Steel Corp. Subsid.) 
Continental Steel Corp. 
Illinois Wire & Mfg. Co. 
Keystone Steel & Wire Co. 
Michigan Pole & Tie Co 
Pittsburgh Steel Co. 
Republic Steel Corp. 
Rowe Mfg. Co. 
Tennessee Coai, I. & RR 

(U. 8. Steel Corp. gubsids 
U. 8S. Steel Products Co. 

(U. 8. Steel Corp. Subsid.) 
Wheeling Corrugating Co. 


GATES 


American Steel & Wire Co. 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 

Rowe Mfg. Co 


ACCOUNTANTS 
Nelson & Co,. Gilbert 


APPRAISERS AND TIMBER 
ESTIMATORS 

Lemieux Bros., Inc. 

Sewall, James W. 

Spain & Co., H 


CHECK PREVENTATIVES 
Bruce Co., E. L. 


COAL 
Elk River Coal & Lbr. Co. 


COLLECTION SERVICE 
Lumbermen’s Credit 
Assn., Inc. 


AXES AND LOGGING 
TOOLS 
American Logging Tool Co. 


BELT LACING (STEEL) 
Flexible Steel Lacing Co. 


CUTTER HEADS 
Shimer & Sons, Inc.. Sam’l J. 


DOG, SET WORKS, ETC. 
Kent Machine Co. 


DRY KILNS AND 
ACCESSORIES 

Moore Dry Kiln Co. 
DRY KILN CONTROL 
INSTRUMENTS 

Moore Dry Kiln Co. 


EDGERS 
American Saw Mill Machin- 


ery Co. 
Miner Baw Mfg. Co., J. H. 





BUILDERS' SPECIALTIES, ETC. 


GLASS 


Libbey-Owens-Ford Glass Co. 


Pittsburgh Plate Glass Co. 


GLASS BLOCK 


Owens-Illinois Glass Co. 
Pittsburgh Plate Glass Co. 


HARDWARE—Builders’ 
Frantz Mfg. Co. 
Stanley Works, The 


HARDWARE—Garage 
Frantz Mfg. Co. 
Stanley Works, ‘The 


HEATING EQUIPMENT 
Milcor Steel Co. 


INSULATION 


Armstrong Cork Products Co. 
Celotex Co. 
Fir-Tex — Dant & Russell, 


Inc. 
Insulite Co., The 
Johns-Manville 
Keasbey & Mattison Co. - 
Kimberly-Clark Corp. 
Milcor Steel Co. 
United States Gypsum Co. 
Wood Conversion Co. 


KITCHEN UNITS 


Curtis Companies Service 
Bureau 


LADDERS 


Babcock Co., W. W. 
Rowe Mfg. Co. 


LINSEED OIL 
Archer-Daniels-Midland Co. 


LOG CABIN SIDING 


Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co 
Red River Lumber Co. 


MASON’S CEMENT 
Louisville Cement Co. 


METAL ACCESS DOORS 
Milcor Steel Co. 


METAL CEILINGS 
Milcor Steel Co. 


METAL CORNER BEAD 
Continental Steel Corp. 
Milcor Steel Co. 
Pittsburgh Steel Co. 


METAL LATH 

Milcor Steel Corp. 
Pittsburgh Steel Co. 
United States Gypsum Co. 


NAILS 

American Steel & Wire Co. 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 
Republic Steel Corp. 
Wheeling Corrugating Co. 


OVERHEAD DOOR 
HARDWARE 


Frantz Mfg. Co. 
Stanley Works, The 


PAINT, ENAMEL 

VARNISH 

Calbar Paint Co. 

Foy Paint Co. 

Johnston Paint Co., R. F. 

Lowe Brothers 

= Paint & Color Co., 
e 


Martin-Senour Co. 
Parker & Sons Co. 
Pittsburgh Plate ieee Co. 
Reardon Co., The 


PLASTER BOARD 
United States Gypsum Co. 


PLASTER LATH 
Johns-Manville 

Milcor Steel Co. 
Pittsburgh Steel Co. 
United States Gypsum Co. 


PLYWOOD AND VENEERS 
Am-Mex Sales Co., Inc. 
Douglas Fir Plywood Assn. 
Ferguson Lbr. Co., W. T. 
Fry-Fulton Lumber Co. 
Goodman Lumber Co. 
Hammond Lumber Co., Inc. 
Harbor Plywood Corp. 
Hatten Lumber Co. 

Nickey Brothers 

Pacific Mutual Door Co. 
Red River Lbr. Co. 

Sawyer Goodman Co. 

Roddis Lumber & on Co. 
Worcester & Co., C 


POLES 


Bingham, G. Herbert 
Michigan Pole & Tie Co. 


PUTTY 
Parker & Sons Co., Ira 


ROOF COATING—Cement 
Abesto Mfg. Co. 


ROOFING SURFACE 
Central Commercial Co. 


ROOFING, SHINGLES, 
SIDING—Asbestos, Asphalt 


Barber Asphalt Corporation 
Johns-Manville 
Keasbey —— Co. 


h 
United States Gypsum Co. 


ROOFING, SIDING—STEEL 


Continental Steel Corp. 
Milcor Steel Co. 


STEEL "ire Plain or 
Corruga 


caseuaiea Steel Corp. 
(U. S. Steel Corp. Subsid.) 


3 Columate Steel Company 


U. S. Steel Corp. Subsid.) 
Continental Steel Cerp. 
Milcor Steel Co. 

Republic Steel Corp. 


MISCELLANEOUS SUPPLIES AND SERVICES 


EXPORTERS 
Douglas Fir Export Co. 


FINANCIAL 

Builders Commercial Agency 

—e Credit Associa- 
tion 


FINANCING SERVICE 
Commercial Credit Co. 


FOREIGN BROKERS 
Richard Shipping Corp. 


HOTEIS 

Benson 

Dewitt Operated 
Great Northern 
Stevens 


INSURANCE 

Associated Lbr. Mutuals 

Lumbermens’ Mutual Cas- 
ualty Co. 


LUMBER & LOG BOOKS 
Buck & Co., Frank R. 
Fisher, S. E. 

LUMBER RULES 

Buck & Co., Frank R. 


OFFICE BUILDINGS 
Metropolitan Building Co. 
OFFICE SUPPLIES 
Buck & Co., Frank R. 


PLANS (BUILDING) 
Lumberman’s Plan Service 


PRESERVATIVES—WOOD 
Bruce Co., E. L. 

Parker & ‘Sons Co., Ira 
Protection Products Mfg. Co. 


SAP STAIN PREVENTA- 
TIVES 


Chapman & Co., A. D. 
DuPont de Nemours Co., 
Inc., E. I 


TERMITE 
EXTERMINATORS 
Bruce Co., B. L. 


MACHINERY AND EQUIPMENT 


ELECTRICAL WIRE 
American Steel & Wire Co. 


ENGINES AND BOILERS 
Enterprise Co., The 


FIRE EXTINGUISHERS 
Smith & Co., D. B. 


FIRE EXTINGUISHING 
CHEMICALS 
Solvay Sales Corp. 


FLOOR MACHINERY 

Lincoln-Schlueter Floor Ma- 
chinery Co. 

Skilsaw, Inc. 


INJECTORS, VALVE 
STEAM PUMPS, PIPING 


Soule Steam Feed Works 


KNIVES 

Atkins & Co., E. C. 

Coes Co., Loring 

Disston & Sons. Inc., Henry 
Taylor Stiles & Co. 


LOAD BINDERS 
American Logging Tool Co. 


LOGGING EQUIPMENT 
American Logging Tool Co. 
Lindsey Wagon Co. 


LUMBER LIFTS 
Moore Dry Kiln Co. 


MOISTURE INDICATORS 
Moore Dry Kiln Co. 


MOTOR TRUCKS 
Chevrolet Motor Co. 

Ford Motor Co. 

General Motor Truck Co. 
International Harvester Co. 


MOULDING CUTTERS 
Taylor, Stiles & Co. 


PORTABLE SAWMILLS 
— Saw Mill Machin- 


ry Co. 
Corley Mfe. Co. 
Cunningham Machinery Corp. 
Frick Company 
Kent Machine Co. 


SANDERS 
Skilsaw, Inc. 


SAW BITS 
Corley Mfg. Co. 


SAWMILL MACHINERY 

American Saw Mill Machin- 
ery Co. 

Clark Bros. Co. 

Corley Mfg. Co. 

Cunningham Machinery Corp. 

Enterprise Co., The 

Kent Machine Co. 

Miner Saw Mfg. Co., J. H. 


SAWS, SAW TOOLS 

Atkins & Co., E. C. 

Coes  aapany, Loring 
Corley Mfg. Co. 
Cunningham Machinery Corp. 
Disston & Sons, Inc., Henry 
Eagle Saw Co. 

Miner Saw Mfg. Co., J. 
Huther Bros., Saw Mfg. So. 
Skilsaw, Inc. 

Taylor, ’Stiles & Co. 


STEAM FEEDS 
Cunningham Machinery corp. 
Soule Steam Feed Works 


ee 


Directory of Products Advertised in American Lumberman 
If page number does not appear in Alphabetical Index, advertisement will be found in a previous issue 
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Tennessee Coal, I. & RR. Co. 
(U. 8S. Steel Corp.. Subsid.) 

U. §S. Steel Products Co. 
(U. S. Steel Corp. Subsid.) 

Wheeling Corrugating Co. 


SASH-CORD 
Samson Cordage Works 


SCREENS 

Rolscreen Co. 

Silbernagel & Sons Co., Geo. 
Cincinnati Fly Screen Co., The 


SOUND-DEADENING 
MATERIAL 


Celotex Co. 

Fir-Tex—Dant & Russell, Inc. 
Insulite Co., The 
Johns-Manville 

Keasbey & Mattison Co. 
Kimberly-Clark Corp. 
United States Gypsum Co. 
Wood Conversion Co. 


STAINED SHINGLES 
Weyerhaeuser Sales Co. 


WALL BOARD 


Am-Mex Sales Co., Inc. 
Armstrong Cork Products Co. 
Douglas Fir Plywood Assn. 
Ferguson Lbr. Co., T. 
Gibbs Boardatile Corp. 
Harbor Plywood Corp. 
Insulite Co., The 
Johns-Manville 

Keasbey & Mattison Co. 
Pacific Mutual Door Co. 
Wood Conversion Co. 


WALL PAPER 
Lennon Wall Paper Co. 


PRIMERS 
Marietta Paint & Color Co. 


TREATED PRODUCTS— 


Railroad Ties, Poles, Piling, 
Timber Products, Lamber, 
Fence Posts 


American Lumber & Treat- 
ing Co. 
Angelina County Lumber Co. 
Bingham, G. Herbert 
Brooks-Scanlon Corp. 
Crosby Lbr. & Mfg. Co. 
Ferguson Lbr. Co., W. T. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Pope & Talbot Lumber Co. 
Southern Pine Lumber Co. 


TRACTORS 

Caterpillar Tractor Co. 
International Harvester Co. 
UNLOADING EQUIPMEN*> 
Manly Equipment Co. 


' VENEER DRYING 


MACHINERY 
Moore Dry Kiln Co. 


WAGONS—Log 
Lindsey Wagon Co. 


WELDING WIRE, WIRE 
aoe FITTINGS AND 

SLING 

ianitione Steel & Wire Co. 

Columbia Steel Co. 

Continental Steel Corp. 


WOODWORKING 

MACHINES 

American Saw Mill Machin- 
ery Co. 

DeWalt Products Corp. 

Master Woodworker Mfg. Co. 

Parks Woodworking Machine 


Co. 
Walker-Turner Co. 
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| know we can get better jobs and 
make more money by concentrating 


" KUEHNS GUTTER. 


Who couldn’t, with a 
beautiful SQUARE gutter—stronger 
and better than any ever made 
before —AT THE PRICE 
OF ORDINARY HALF-ROUND 


Shops everywhere 
are “cashing in” on 


by MiztcoR, 


The hanging type of eaves trough came into 

its own with the development of the modern, 

. Hemmed here for attractive Kuehn’s Gutter (patent applied for). 
strength, easy handling. 


S32 : ‘ Kuehn’s Gutter, with seven exclusive _ 
7 > a struction features, beats ordinary half-roun 
" ——- aan - Se ee a S <\<S ‘in every way—and it costs you no more. It 
: hes x a - Semnesees an > ~=6©—s makes a better job and a better-looking job that you are proud of — 
= _ that makes your customer glad to recommend you. It gives you some- 
. Precision Manufacture makes trough thing to sell besides price 
straight and true, , 
. Outer Bead has stiffening tongue. Precision manufacture makes Kuehn’s Gutter straight and true, making 
. Decorative and Reinforcing Flute on bottom. a quick, easy job of hanging. Labor cost for installation is no more 
than for ordinary half-round, 


Complete Line of KUEKNS GUTTER \ccessories Decorative fluting reinforces and strengthens Kuehn’s Gutter. It permits 


greater expansion and contraction, making stronger, ice-resisting joints. 
Kuehn’s Gutter will not lose its shape in shipping and handling. 
ont Use Kuehn’s Gutter to keep ahead of competition and stay on the 


SE 


KB-DROP profit side of the ledger . . . Write today for colorful descriptive 
ROUND literature and free sample. Te 











MrrcoR. STEEL CompanY 


CANTON, OHIO 
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Here’s a NEW product you'll like to sell! 


TRADE MARK 


PRY SCOR SHEATHING 


REG. U.S. PAT. OFF. PEND. 


(GENUINE DOUGLAS FIR PLYWOOD) 





138 


OW-— another Plywood contribution to lower building 
costs— Plyscord Sheathing. Gives you greater sales 


opportunities and attractive profits. It’s real lumber— genuine ... and as to this condensation problem! 
: H ‘‘Don’t seal moisture within the walls,’’ say research 
Douglas Fir Plywood— but vastly imp r oved and tr ade mar ked. experts. The most efficient vapor seal is one that is as close as 


. ° ainsi " ‘ = possible to the warm wall. Where condensation may develop 

Plyscord is mill-scored for easy nailing —with* guide lines on in walls or roof spaces, a bigh/y efficient vapor seal at very low 
. expense can be achieved with two coats of asphalt paint on the 
16-inch centers. back of Douglas Fir Plywood interior wall paneling, or by 


applying a layer of asphalt coated and impregnated 50-pound 
° ‘ “ paper to studs and ceiling joists before applying the plywood, 
For easy fitting, Plyscor d panels come in two widths, 32” and according to tests made at the Forest Products Laboratory, 


adison, Wisconsin. 
48". A full 96” long and three thicknesses, 5/16’’, 3/8" and 5/8”. i 





Plyscord cuts sheathing costs—often as much as 25%. Its 
savings on labor, time and materials have been laboratory tested 
—and proved on job after job. Yet with these savings, Plyscord 
brings 40% more rigidity to walls than the ordinary diagonal 
sheathing—makes homes air tight, dust proof, warmer. 


Your stock of Douglas Fir Plywood isn’t compiete without 
PLYSCORD sheathing. Order today from your nearest source 
of supply and be ready for a big demand. 


DOUGLAS FIR PLYWOOD ASSOCIATION 


TACOMA BUILDING - TACOMA, WASHINGTON 
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CERTIFIED PROTECTION HELPS YOU SELL! 








, platte 
jobs” # 
| Lu ni 


sales. 











